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~Fishers Leave GM, Plan Own Venture; 
L. Packard Adds Space; Hudson Maps Sales 


Sparks 


Factory news was hot, too, last 
week. 
s* * *# 


Dodge Motors Sales, of Dodge, 
N. D., handles Ford cars. 
* *¢ * 


Fifth War Loan drive hit $20,- 
639,000,000, exceeding $16,000,000,000 
goal by $4,639,000,000. 

* * 


Trucks for Sale 

Treasury Procurement lists the 
following number of used trucks 
for sale to dealers through the 
following regional offices: 

Boston 38; New York 794; Dis- 
trict of Columbia 1,149; Cincinnati 
152; Chicago 283; Atlanta 1,649; 
Fort Worth 637; Kansas City 1,138; 
Denver 384 San Francisco 365; 


Seattle 529. 
* * * 


Approval Needed 


War Labor Board has now ruled 
that to hire any employe at a wage 
or salary rate lower than the em- 
ployer’s established single rate or 
minimum of the rate range, is con- 
sidered a decrease in wages. 

Under the WPB regulations, a 
decrease in wages is considered 
illegal and the penalties are exactly 
the same as in the case of un- 
authorized increases made without 
. WPB approval. The WLB ap- 
proval is required whenever you 
wish to hire an employe below the 
established single rate or minimum 
of the rate range. 

* * 


Ford on Postwar 


Henry Ford, on his 81st birthday 
July 30, said he had made no an- 
nouncement of plans for a postwar 
version of the Model A. 

“We're perfectly satisfied with 
the V-8,” he told Dave Wilkie, 
Associated Press automotive edi- 
tor. “You can’t beat that engine. 
We went through the four-cylin- 
der stage. But let’s get the war 
finished before we start talking 
about postwar cars.” 

Ford said he hoped to build Ford 
tractors at the Willow Run plant 
after the war, and foresaw a tre- 
mendous demand for automobiles 
and mechanized farm equipment. 

a * o 


Eyeing Trade-Ins 

OPA is watching dealers’ values 
on trade-ins, under the used-car 
price ceiling, and threatens to step 
in if a dealer allows less than the 
reasonable value for the car turned 
in. 

Also being watched, its re- 
ported, is whether dealers are 
forcing buyers to trade in a car 
to get a newer one. 

Meanwhile, some local OPA 
offices have been telling dealers 
who report violations of ceilings 
by individuals, that they don’t have 
time and manpower to do anything 
about individuals—it’s the dealer 
they’re watching. Seems we've 
heard that one before, in the sorry 
enforcement of the used truck 
ceiling. 
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Hudson Dealers 


Assured of Fair 
Quota of Cars 


Pratt Promises First 

Models Will Have 

Strong Buyer Appeal 
By Jack Weed 


DETROIT.—Hudson’s _pol- 
icy in the distribution of new 
cars, once production is re- 
sumed, will be to see to it 


that all distributors as well 
as every dealer will get the num- 
ber of cars they are entitled to ac- 
cording to the number of cars the 
factory is able to build. 

This was brought out forcibly by 
George H. Pratt, general sales 
manager of Hud- 
son, at a dealer- 
distributor meet- 
ing here Thurs- 
day. 

Hudson’s first 
postwar car will, 
of course, be 
basically the 1942 
car with face lift- 
ing, but it was 
also emphasized 
. that every effort 
Geo. H. Pratt will be made to 

give the new-run 
cars a new model appearance by 
the use of trim, interior restyling 
and gadgets. 

A. E. Barit, president, told the 
assembled dealers and distribu- 
tors that the factory will have 
plenty of “elbow room” in which 
to quickly convert to car pro- 
duction the minute they are 
given the go-ahead signal. He 
also emphasized that they still 
had all of the dies and tools 
with which to reach speedy 
manufacture. 

Pratt in his keynote speech 
brought out the thought that car 
dealers today face a situation and 
an opportunity which they have 
never seen before and never will 
see again in their lifetime—a 
period in which practically 70 per- 
cent of all of the cars on the road 
at Pearl Harbor have either dis- 
appeared or have reached the 
age of economic retirement. He 

(See Hudson, Page 8, Column 5) 


Packard Sets Postwar Goal 
Of 200,000 a Year 


By Pete Wemhoff 
Managing Editor 


DETROIT.—Packard— 
faced with perhaps the most 
difficult reconversion job in 
the industry—will soon have 


available more than a million 
square feet of space for new-car 
production, Presi- 
dent George T. 
Christopher dis- 
closed at a dinner 
Wednesday night 
honoring Packard 
workers for war- 
production short- 
cuts. 

This space 
would permit 
the start of 
production of 
cars at a rate 
of 72,000 a year, 

which has been set by WPB for 
Packard for the first year after 


Christopher 


Frazer Slated 
To Head Up 


Graham Reentry 


DETROIT.—Joseph W. Frazer, 
former president of Willys, will 
shortly become chairman of the 
board of Graham-Paige which 
will reenter the new-car field 
after the war, it was learned on 
authority last week. 


Warren City Mfg. Co., Warren, 
O., which Frazer purchased after 
leaving Willys, will become an 
operative subsidiary of Graham- 
Paige and concentrate on farm- 
equipment machinery after the 
war, it was understood. Ray 
Hodgson, president of Graham- 
Paige for the past few years, 
would remain in that capacity. 


It was reported that Floyd 
Odlum’s Atlas Corp., a holding 
corporation with interests in sev- 
eral companies, would provide 
finances for the merger and in- 
sure Graham’s postwar future. 
Graham, it is understood, already 
has a postwar car designed. 








output is resumed. However, 
Christopher said, WPB hopes to 
eliminate quotas after the first 
three or six months and that 
Packard figured to end up the 
year producing at the rate of 
125,000 cars annually. 

The latter rate would be second 
to Packard’s best previous year 
(1937), but Christopher declared 
that his company planned to boost 
that figure to 200,000 cars a year 
in the second model year after 
production is resumed. 

Christopher, revealing Packard's 
postwar plans first to workers, also 
disclosed that: 

Briggs, which previously made 

bodies for the Packard Clipper, 
will furnish Packard’s first bodies 
since the latter’s body-building fa- 
cilities are tied up with war work. 

Packard will stay in the ma- 

rine and aircraft-engine field, 
hoping to employ 6,000 workers in 
this phase. 

From a present top of 39,000, 

Packard’s employment is ex- 


| pected to drop to 28,000 after the 


war—more than double the com- 


| pany’s prewar total of 12,000. Five 


thousand of these will be account- 
ed for by women and older men 
who will retire to their homes, 
while the other 5,000 reduction will 
be taken care of “by not hiring 
for 10 weeks, since our daily turn- 
over is 90 workers,” Christopher 
said. 

Packard has moved its service 

department out of the Packard 
plant to Cleveland and into private 
garages in Detroit. 

To obtain the 1,146,000 square 
feet of floor space, Packard is now 
in the process of clearing 150,000 
square feet through introduction 
of a WPB-approved spare-parts 
building program (See AUTOMOTIVE 
News, May 29, ’44). Another 121,000 
square feet will be provided by 
purchase of a Detroit plant, the 
deal for which is virtually com- 
pleted. 

Subcontracting of war work 
will release another 250,000 square 
feet, Christopher said, while 
Packard is now in the process 
of negotiation for the lease of a 

(Continued on Page 6, Column 4) 
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William A. Fisher 


Lawrence P. Fisher 


Edward F. 


.Fisher 


Alfred J. Fisher 


.Quit GM after 25 years; will join .brother Charles in family project 


| formerly 


manufacturing 





Brothers Reveal 
Plans to Start 


Big Endeavor 


Will Work as Team 
In Project Allied to 
Automotive Industry 


By Robert M. Finlay 
Associate Editor 


DETROIT.—Something big 
is coming in industry—prob- 
ably the auto industry—and 
it will bear the name of 
Fisher. Behind it will be the 


five Fisher brothers, operating as 
a closely knit team with almost un- 
limited capital backing them up 
and before them will be the great, 
new opportunities they see in the 
future. 

News last Wednesday that four 
of the Fisher brothers—William A., 
Lawrence P., Edward F. and Al- 
fred J.—were leaving General Mo- 
tors to join with brother Charles 
T., president of Fisher & Co., the 
family-owned corporation that 
manages the Fisher family inter- 
ests, came as a surprise. 

However, Lawrence _ revealed 
that the move had been planned 
for years, motivated by the de- 
sire of the Fishers to operate 
actively as a team in an enter- 
prise bearing their name. 

Whatever they do will engage the 
active, operating interest of all of 
the brothers, they indicated. They 
will not be content with an inac- 
tive role. 

What that new enterprise may 
be, they said, was still unknown to 
them, but several of their state- 
ments hold significance in defining 
its limits. 

“We have been with the auto 
business all our lives,” they said. 

(See Fisher, Page 52, Column 4) 


Archer Named 
New Chief of 
Fisher Body | 


DETROIT.— Thomas P. Archer 
will succeed Edward F. Fisher as 
general manager of the Fisher 
Body division, ef- 
fective at once, 
it was announced 
last week by C. 
E. Wilson, presi- 
dent of General 
Motors. 

Archer has been 
vice-president in 
charge of the 
manufacturing 
staff and was 
assist- d 
ant general man- T. P. Archer 
ager of the Fisher 
body division. W. F. Armstrong, 
who has been Archer's assistant, 
will succeed him in charge of the 
staff. 
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Despite Chevrolet Strike . . . 
Better Factory-Labor 
Relations Hinted 


DETROIT. — Signposts toward 
better relations between labor and 
management could be seen in at 
least two of the big auto stories 
that broke last week, despite the 
strike in the Chevrolet plants. 

One of the most important of 


30% Tire Boost 
Asked to Meet 


Truck Crisis 


WASHINGTON. — Charles E. 
Wilson, executive vice-chairman of 
the War Production Board, Friday 
called upon the tire industry to in- 
crease its output of heavy bus and 
truck tires 30 percent during 
August and September to meet the 
critical shortage that threatens es- 
sential civilian transport facilities. 

High-ranking representatives of 
29 tire manufacturers were present 
at the conference called’ to 
examine how the requested in- 
crease in production might be 
realized. The tire representatives 
were unanimous in stating that 
shortage of manpower was the 
only serious obstacle to achieving 
the new requirements. 

Maj. Gen. Lucius D. Clay, direc- 
tor of materiel for the Army Air 
Forces, said that the Army con- 
siders the tire situation so serious 
that a decision has just been made 
under which the Army will fur- 
lough back to the manufacturers 
for heavy tire building all soldiers 
over 30 years of age who are not 
in the infantry, who have had one 
year’s experience as heavy tire 
builders and “Banbury Room” 
workers in the tire industry and 
who are in this country. 

“Banbury Room” workers, it 
was explained, are those who have 
operated Banbury Mixers, which 
mix the compound from which tires 
are molded. 

Wilson told the meeting that the 
War Production Board had issued 
an urgency rating for labor refer- 
ral, which will permit the War 
Manpower Commission to _ give 
priority to the recruitment of 
workers for the heavy tire plants 
second only to that accorded a few 
secret projects. This places heavy 
tire production manpower ahead 
even of aircraft. 

In announcing these steps to aid 
tire manufacturers witha their man- 
power problems, Wilson said: 

“Our job is to meet essential 
transport needs at home and to 
maintain the war effort at top 
pitch. Already a considerable num- 
ber of heavy trucks in the domes- 
tic transportation system are out 
of service for lack of tires and 
more will be taken off the roads 
soon. 

“Unless this situation is speedily 
remedied, the shortage will soon 
curtail essential types of transpor- 
tation: the movement of supplies 
to and from war plants and of food 
to the cities.” 

At the conclusion of the meeting 
the industry was polled by L. R. 
Boulware, WPB operations vice- 
chairman. Members representing 
roughly 90 percent of the indus- 
try’s total heavy tire production 
agreed that if the needed labor is 
made available, they will be able 
to meet the increased production 
demands that have been placed on 


Cc. W. BLOOM (right), coast regional 
manager for DeSoto, congratulates Art 
Frost on the opening of his new 
DeSoto-Plymouth dealership in_ Bev- 
erly Hills, Calif. Frost also has a 
successful dealership in Glendale. The 
new dealership opened Aug. 1, with 
Robert Ponsonby as general manager. 


those signs was in the announce- | 
ment of the postwar plans of | 
Packard. Many workers in war | 
plants are worried about future 
employment, since they know that 
employment rolls will shrink when 
the plants return to civilian pro- 
duction. 

And so Packard’s president, 
George T. Christopher, took a 
long step toward setting the fears 
of Packard workers to rest when 
he took them into his confidence, 
assuring them that there was a 
chance for all who wished to do 
so to stay on Packard’s rolls. 

Announcement of the company’s 

plans to the workers themselves 
rather than to the press or the 
stockholders was a neat stroke in 
labor relations. 

A day later, when the Fisher 
brothers announced that they 
would enter a new enterprise, they 
expressed a forward-looking view 
regarding labor. 

“We are in a new cycle,” they 
said, “in which workers are seek- 
ing better security just as people 
are seeking better tires and better 
everything. We will come out all 
right.” 

Earlier, Philip Murray, presi- 
dent of the CIO, speaking at the 
second annual Field day of Ford 
Local 600, offered the “hand of 
fellowship” to American business 
in an appeal to prevent postwar 
unemployment. 

“We have pledged,” he said, “and 
we pledge again not to participate 
in, create or cause any disturb- 
ances which would tend to pro- 
mote confusion or dissension now 
or after the war.” 

*- * # 

Meanwhile, 7,000 members of 
Local 235 UAW-CIO on strike at 
the Chevrolet Gear and Axle divi- 
sion were in open revolt against 
the International Executive Board 
of the union which had ousted 10 
of the local officials in an attempt 
to get the men back to work. Local 
officials said that rather than obey 
the executive board orders they 
would bolt the union. Efforts of an 
administrator to take over the local 
were reported to have been 
ignored. 

A second meeting of the strikers 
was called by the executive board 
for noon Sunday. 

The walkout began a week ago 
following a dispute over the rate 
of production. Although both union 
and company made time studies, 
it was charged that the company 
set up the schedule without pre- 
viously consulting the union. 

* * * 


Work at all four plants of the 
Gear Grinding Machine Co. was 
halted when 1,000 UAW members 
struck in a dispute over contract 
negotiation. 

x * * 

Meeting in Milwaukee, the 
Executive Board of the UAW 
heard Victor Reuther, assistant 
director of the union’s war policy 
division, oppose the postwar re- 
employment plan of Maj. Gen. 
Lewis Hershey, because i¢ would 
destroy existing seniority Tregula- 
tions in the auto industry. 

“The returning veterans have 
much better chances for jobs after 
the war under union rules and 
under the Selective Service Act it- 
self than under a recent interpre- 
tation by Gen. Hershey,” Reuther 
said. 

He said that industry also op- 
poses the Hershey interpretation. 


Gen. Hershey recently said that 
all returning veterans must be 
reemployed to a position of like 
seniority even if it means the dis- 
charge of non-veterans of greater 
seniority. Under such a ruling, 
Reuther said, all present workers 
would have to be discharged to 
make room for the veterans in 
some plants where surveys show 
that more workers have left for 
the armed service than the total 
number of workers expected to be 
employed in the plants after the 
war. 

Union contracts provide that vet- 
eran’s seniority accumulates while 
they are in the armed services. 


Need a Service Man—Want a Job— 
try a want ad in Automotive News. 
They get quick results! 


LIEUT. GEN. William 8S. Knudsen, newly appointed head of Army Air 
Forces Materiel and Services Command, inspects airplane tire production at 


United States Rubber Co.’s tire plant at Detroit. 


His guides are Hugh 


McTavish (left) production chief and James Daly, plant manager. 


GM Output in First Half 
Of 1944. Tops 2 Billion 


NEW YORK. — Despite urgent 
changes in both type and quantity 
of war materials required by mili- 
tary needs, deliveries of war prod- 
ucts by Gencral Motors in the 
second quarter of 1944 amounted 
to $992,943,572, bringing the total 
for the first six months of the year 
to $2,041,400,467 and thereby con- 
tinuing the war production rate at 
about $4,000,000,000 a year, the 
level first achieved in the fourth 
quarter of 1943, it was announced 
last week by Alfred P. Sloan jr., 
chairman, in his quarterly report to 
the more than 420,000 stockholders 
of the corporation. 

“This accomplishment,” Sloan 
told the stockholders, “is a measure 
of the operating efficiency and 
flexibility of the General Motors 
organization. It gives assurance 
that future shifts in production 
dictated by military needs will be 
met and that the required flow 
of General Motors war products 
to world battlefronts will be 
maintained. 

“In modern mechanized warfare 
strategic and tactical needs of a 
campaign are quickly reflected in 
the type of material demanded of 
industry. Adaptation of production 
facilities and revision of schedules 
to keep pace with constantly 
changing military needs place a 
heavy strain on the technical and 
organizational abilities of industry. 

“Problems of efficient utilization 
of manpower and plant, of main- 
taining a flow of materials and 
supplies and of developing sources 
for parts—these are but a few of 
the many problems that must be 
faced. That they are being solved 
is a tribute to the experience, 
initiative and resourcefulness of 
American industry.” 

Sloan reported that net income 
for the first six months of 1944 had 
been favorably affected as com- 
pared with the first six months of 
1943 due to the fact that no pro- 
vision was made in the two 1944 
quarters for reserves to meet post- 
war contingencies, inasmuch as the 
total of $76,051,805 set up for this 
purpose in the previous three years 
was considered adequate in the 
light of present conditions. 

The provision made for this pur- 
pose in the first six months of last 
year amounted to $15,978,012 and 


Fisher Builds 
New M-4 Tank 


DETROIT.—A new model M-4 
Gen. Sherman tank, equipped with 
a Diesel engine, 76 mm gun and 
wet ammunition stowage, has been 
produced by the Fisher Body divi- 
sion of General Motors at its Flint 
and Grand Blanc (Mich.) plants. 
Fisher Body already has produced 
more than 11,000 medium tanks 
and tank destroyers—22 different 
production and development models 
in all—during the last 2% years. 


Austin (Minn.) Dealers, 


Garage Owners Organize 

AUSTIN, Minn.—dAustin auto 
dealers and garage repair shop 
owners held a meeting recently at 
the Usem Chevrolet Co. and organ- 
ized a local association. 

Cook of Cook Motor Co., Dodge 
dealer, was elected president; Fred 
Bruckmeier of Bruckmeier’s Ga- 
rage, vice-president; E. G. Usem 
of Usem Chevrolet Co., secretary- 
treasury. 


reduced net income for that period 
by 27 cents per share of common 
stock. 

Net income, after providing for 
taxes in the amount of $68,807,000, 
for the second quarter of 1944 
amounted to $41,709,440, compared 
with $36,316,164 for the same quar- 
ter a year ago. After paying 
regular dividends of $2,294,555 on 
the $5 series preferred stock, there 
remained in the quarter under re- 
view net income of $39,414,885 
available for the common stock. 


This was equivalent to 90 cents 
per share on the average number 
of common shares outstanding dur- 
ing the period. For the corre- 
sponding quarter of 1943, net in- 
come available for the common 
stock amounted to $34,021,609, 
equivalent to 78 cents per share of 
common stock. 


Net income, after providing for 
taxes in the amount of $139,888,000, 
for the first six months of 1944 
amounted to $82,769,895, compared 
with $69,390,195 for the first six 
months of 1943. After paying 
regular dividends of $4,589,110 on 
the $5 series preferred stock, net 
income available for the common 
stock for the first six months of 
1944 amounted to $78,180,785, 
equivalent to $1.78 per share on the 
average number of common shares 
outstanding during the six-month 
period. 


This compares with $64,801,085 
for the first six months of 1943, 
equivalent to $1.49 per share of 
common stock. 

Attention was called to the fact 
that there has been deducted a 
provision of $60,236,000 during the 
six-month period for price and 
other adjustments which may arise 
in connection with renegotiation 
of war material contracts appli- 
cable to sales for the period. The 
amount of this provision is in ac- 
cordance with the profit limitation 
policy adopted by the corporation. 

For the second quarter of 1944 
there was an average of 475,471 
employes on the corporation’s pay 
rolls, compared with an average of 
426,554 employed during the second 
quarter of 1943. During the first 
six months of 1944 the average 
number of employes was 484,708, 
compared with 416,317 for the cor- 
responding period a year ago. 

Pay rolls in the second quarter 
of 1944 totaled $351,097,585, com- 
pared with $308,459,110 for the 
second quarter of 1943. 


Quinn Succeeds 
Hutchins in 


Dodge Post 


DETROIT.—Edward C. Quinn at 
the age of 40 has just climaxed 
nearly a quarter of a century of 

association with 
the automobile 
business by his 
appointment as 
assistant sales 
manager of 
Dodge. He suc- 
ceeds J. W. (Jack) 


E. C. Quinn 


Hutchins, who has 
resigned and pur- 
chased a Dodge- 
Plymouth dealer- 
ship. 

In making this 2 
announcement, . W. Hutchins 
Vice - President wien 
Forest H. Akers revealed that on 
Aug. 15, just 19 years to the day 
from Hutchins’ first association 
with Dodge, his new firm, the Jack 
Hutchins Co., will take over Osen 
Motor Sales Co., Inc., 230 N. First 
St., San Jose, Calif. This is one 
of the original Dodge dealerships, 
having operated since 1914 . 

The dealership became available 
through the death of George Osen 
jr. His father, George Osen sr., 
decided to dispose of the business 
they had operated successfully to- 
gether for 30 years. 

Ed Quinn, a native Detroiter, was 
16 when he entered the automobile 
business. Quinn’s connection with 
Dodge dates from 1933, when he 
started as a retail automobile sales- 
man with Cass Motor’. Sales 
(Dodge), of Detroit. 

In 1935 he joined Dodge Division 
as West Coast merchandising rep- 
resentative. In 1936 he was made 
merchandising representative in 
the Los Angeles region with re- 
sponsibility for the overall develop- 
ment of retail dealerships. - Next 
he became district manager for 
Southern California and Arizona 
and in the following year became 
Dodge City manager at Los 
Angeles. 

In 1938 Quinn was appointed 
Pittsburgh regional manager and 
in 1941 was made New York re- 
gional manager of Dodge. 

Hutchins, a native of Kansas 
City, Mo., started his business 
career as a retail automobile sales- 
man in Omaha in February, 1914. 
His first post with Dodge was in 
1925 as a district manager. 


GM Institute 
25 Years Old 


FLINT.—With the opening of the 
new semester in the cooperative en- 
gineering program on Sept. 25, 
General Motors Institute here will, 
in effect, be beginning the second 
quarter-century of its experience. 
Plans are in progress for the usual 
consideration of the qualifications 
of applicants over the coming 
weeks and for registration of new 
students on Sept. 22. 

This makes it possible for June 
high-school graduates, students 
completing summer courses, re- 
turned veterans and others not im- 
mediately subject to military serv- 
ice to be considered in ample time 
before registration. 


WATCHING FABRICATION of the 155 mm. projectiles which he used in the 


Middleeast is Gen. Sir John 
the Pontiac Motor division shell plant. 


D. Lavarack of the Australian Army, on a visit to 


With him is Plant Supt. A .V. Handren. 


e 
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Dealers tell me 


By John O. Munn 


Dealers’ or salesmen’s comments, questions or requests may be 


addressed 
and 


to John O. Munn in care of Autometive News, Detroit, 


the writer's name will be kept In confidence if requested. 


a. received a letter from Wm. 
L. Mallon, regional vice-presi- 
dent of NADA District No. 3, 
New Jersey director for NADA, 
and chairman of the NADA Legis- 
lative committee, in which he says: 


_ “T would be interested in know- 
ing your explanation as to why 
the theory you propound did not 
work out on used trucks after 
the ceiling has been in effect 
since March $1, 1943.” 

* * * 


Cites Differences 


In Orders 


ANY other dealers also have 

asked why I am so hopeful 
for the used passenger car regula- 
tion, in the face of the general 
experience under the truck regula- 
tion. Well, in the first place, used 
trucks and used passenger cars 
are not only two different things, 
but were sold under two different 
selling techniques. The used pas- 
senger car regulation is a 15-page 
document; the commercial car 
regulation consists of more than 
150 pages. Under the latter, each 
price has to be figured out in- 
dividually from complicated tables 
with varying discounts on original 
factory prices, plus extra allow- 
ances for varied equipment and 
percentages for freight rates by 
zone. 

In contrast, the dollar-and- 
cents ceiling price schedule of 
the passenger car regulation is 
workable, because it is readily 
understood by the public, by the 
war price and rationing 
and by the trade. The same can- 
not be said about the commercial 
car regulation. 


Dollar-and-Cents 
Ceilings Work 


PA has now had two years of 
experience in commodity price 
control. It has had little difficulty 
with any regulation that set up a 
dollar-and-cents ceiling price, 


Just Among 
Dealers 


A. H. Penewitt (Buick), Spring- 
field, Ill.—a native of Moscow, 0.— 
passed his 80th birthday this spring 
and is one of the oldest active auto- 
mobile dealers in America. His 
son, Paul Penewitt, was admitted 
as a co-partner in the firm in 1927, 
and has been a strong arm of sup- 
port in the dealership since that 
time. A. H. Penewitt entered the 
automobile business in 1908 as a 
Buick dealer in Easton, Ill., and 
transferred his dealership to 
Springfield in 1919. He still enjoys 
‘ playing golf and cards. He is much 
interested in the promotion of serv- 
ice and maintenance of automo- 
biles, as well as promoting the sale 
of war bonds. He has always been 
active in civic clubs and has been 
president of the Springfield Auto- 
mobile Dealers Assn. 


Gusert L. Scuaus (Stude- 
baker), South Bend, Ind., has 
been around since March 80, 1898. 
He began his automobile career 
traveling for the Studebaker 
Corp. in 1917, and started as a 
dealer for that line in South 
Bend in 1927. He works hard in 
the interest of the dealership, 
and for recreation enjoys golf, 
baseball and cards. He has 
always been active in fraternal 
and civic clubs and is at present 
a director of the Indiana Auto- 
mobile Dealer Assn. and a past 
president of the St. Joseph 
County automobile dealers or- 
ganization. . 

Morcan R. Purpy (Chevrolet- 
Pontiac - Oldsmobile - Buick - GMC), 
Van Wert, O., was born May 25, 
1894, at Martinsburg, O., and entered 
the business in 1919 as a mechanic. 
He started as a dealer with the 


(Continued on Page 41, Col. 1) 


which is understood by all and can 
be given widespread publicity. The 
original OPA regulations were 
based entirely upon dealers’ mark- 
ups over wholesale costs. Under 
those regulations, nobody knew the 
ceiling prices of any particular 
goods, unless they investigated the 
dealer’s invoices and his allowable 
markup for each class of merchan- 
dise in his store. That is the 
reason the OPA has revised all 
recent regulations to dollar-and- 
cents prices. This, of course, in- 
cludes the used passenger car 
regulation. 


In the second place, the rea- 
son I am hopeful—and it is more 
difficult to be an optimist than 
@ pessimist—is because dealers, 
historically and _ traditionally, 
have been sellers of passenger 
cars—used as well as new. 
Therefore, on the face of it, there 
is more hope for the passenger 
car regulation than there was 
with truck regulation. Most 
dealers became truck §sales- 
minded only under compulsion 
from their factories; they had 
to sell a certain percentage of 
trucks in order to keep their 
passenger car contracts. A small 
percentage of them were inter- 
ested in used trucks, which were 
mostly handled at a loss in order 
to get satisfactory volume on 
new trucks. 


Sees Big Rise 
In Dealer Sales 


VENTURE to suggest that 

regulation or no regulation, not 
many dealers would have continued 
with used trucks when they once 
sold out the stock they had on 
hand. Let me point out, too, that 
the passenger car regulation gives 
the dealer a 25 percent markup 
for selling a warranted car—with 
the warranty on a 50-50 basis, at 
that—whereas under the_ truck 
regulation the markup starts at 13 
percent, and to obtain it the dealer 
has to give an out-and-out guaran- 
tee. There are lots of dealers who 
never handled a truck, anyway, 
while every dealer, except the com- 
paratively few representing truck 
manufacturers exclusively, handled 
passenger cars. Of course I realize 
the big volume in the truck busi- 
ness has been attained by passen- 
ger car makers—namely Chevrolet, 
Ford and Dodge—but still those 
dealers’ interests were primarily in 
passenger cars. And that is the 
reason I can see opportunities 
under the used passenger car 
regulation. 


Since July 10, the effective date 
of the passenger car re tion, 
I have watched the used car re- 
ports from many cities, and find 
that as I previously predicted, 
the ratio of sales by dealers as 
against casual sales is rapidly 
being reversed. In many towns 
in which the ratio was 75 percent 
casual to 25 percent dealer sales, 
the proportion has already been 
reversed to 60 percent dealer and 
40 percent casual. 

* *¢ * 


Steady Increase 


In Cars Seen 


S I intimated at the start, I 

think it will take about 60 days 
to adjust the conditions for sell- 
ing used cars under the regulation. 
With the 30-day notice that was 
given the public, many owners de- 
cided to sell their cars before July 
10, and I am sorry to say sold 
them through speculative channels. 
I think that for some time it is 
going to be difficult for a dealer 
to replace his used car stock as 
fast as he sells them, due to the 
condition just explained. I believe 
there will eventually be a sufficient 
number of cars coming into the 
market, and that a steadily in- 
creasing proportion of them will 
be offered to the legitimat=2 dealer 
—both new car dealers and long- 
established independent used car 
dealers. Not as many people are 
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Dealers in Uniform 
(One of a Series) 


LIEUT. COL. LELAND C. 
JOHNSON, Army Air Corps, 
is half-owner of the Young- 
Johnson Co. (Ford-Mercury), 
Long Beach, Calif. He’s now 
the Air Forces resident rep- 
resentative at North Ameri- 
can Aviation, Inglewood, 
Calif. 

Col. Johnson was a private, 
first class, in World War I 
and served as a captain in the 
U. 8. Marine Corps Reserve 
from 1988 to 1940. He was 
commissioned a@ major in 
February, 1942. His automo- 
tive experience prior to join- 
ing Young-Johnson in 1941 
was as follows: 

Ford Spokane branch, 1916 ; 
sales manager, National Mo- 
tor Co., Spokane, 1920-23; 
Ford, Lincoln division man- 
ager, 1928-80; sales promo- 
tion manager, B-O-P, Port- 
land (Ore.) branch, 1931-82; 
Lincoln division manager, Se- 
attle, Richmong and Long 
Beach branches, 1932-39; as- 
sistant manager, Ford assem- 
bly plant, St. Louis, 1940; 
resigned in 1941 to buy half 
of dealership. Young-John- 
son is now rated as a 1,000- 
car dealership. 


Hodo Tells Why 
Sale to Dealer 
Is Preferable 


MONTGOMERY, Ala. —In an 
effort to counteract any feeling on 
the part of a car owner that he 
can make a better deal by selling 
his car under the new price ceiling 
to an individual, Hodo Motor Co. 
(Dodge-Plymouth), gives the fol- 
lowing reasons why it is better to 
sell to the dealer: 


1—You don’t have to spend 
money putting your car in shape 
to sell it. We do that. 


2—We'll pay you the highest pre- 
vailing price—not a dime is sub- 
tracted. You get all of it. 


3—You get cash for your car 
immediately. No notes. 


4—You can sell your car and for- 
get it. No comeback on you for 
repairs. 

5—No advertising expense. No 
appointments or price haggling. 
No one asking you to take another 
car in trade. Save you time and 
eliminates trouble. 


6—No risk of breaking a friend- 
ship. If you sell to a personal 
friend and the car goes @#rong, he 
may blame you. 

7—No OPA violations involved 
because you “didn’t know’ price 
ceiling regulations. 

8—You’ll get a square deal all 
‘round because we want your 
friendship now, and in the future 
when you want to buy a car again. 
| Need a Service Man—Want a Job— 


| try a want ad in Automotive News. 
They get quick results! 


First MPR 540 Cases 


Criminal Charges Filed Against Three 


In Used-Car 


WASHINGTON.—The first crim- 
inal prosecutions to be brought for 
violations of the used-car price 
regulation have been instituted in 
New Orleans and Milwaukee, 
against three dealers charged with 
demanding side payments in cash 
above the ceiling prices set by 
Maximum Price Regulation 540. 

In New Orleans, two dealers 
were arrested on July 18 and are 
awaiting trial on $5,000 bond. In 
these two cases, the car was tag- 
ged at the lot with the ceiling 
price. But when the prospective 
purchaser made his selection, the 
dealer told him that the car would 
actually cost the posted ceiling plus 
an unrecorded cash payment on 
the side of $250 in one case and 
$290 in the other. 

Both purchasers reported the 
proposition to the OPA district 
office. Each one, when he returned 
to the car lot to complete the 
transaction, took along an OPA 
investigator. 

The investigator looked over the 
car in question with the buyer, 
then stood by while the sale was 
made. In each transaction, an in- 
voice and certificate of transfer 
were made out setting forth that 
the automobiles were being sold 
at ceiling. No record was made of 
the side payments. 

In both cases, part of the pay- 
ment was made in cash and a 
chattel mortgage executed for the 
rest. That part of the mortgage 
representing the overcharge will 
be legally uncollectable. 


In addition, the two buyers may 
on their own account bring civil 
suits for damages to recover up to 
three times the amount of the 
overcharges. 


The Milwaukee dealer is charged 
with selling a 1938 Bantam for $425 
cash, rendering a receipt and bill 
of sale for only $375—the ceiling 
price. 


The purchaser in this case, his 
suspicions aroused at being told 
that he would be given a receipt 
and bill of sale for $50 less than 
the sale price, paid a $5 deposit 
on the car and went to OPA to 
find out the ceiling price. At the 
advice of OPA officials, he brought 
in the money he intended to use 
for the purchase, recorded the 
serial numbers of the bills and 
invisibly marked each bill. He 
returned to the car lot with two 
OPA investigators, one of whom 
waited outside while the other 
followed him in. 


After the money had been paid 
and the bill of sale delivered, the 
buyer and the first investigator se- 
cured a warrant for the dealer’s 
arrest while the other OPA man 
kept an eye on the dealer. Faced 
with the warrant, the dealer sur- 
rendered the marked money and 
admitted the violation. He is also 
held on bond. 


The New Orleans dealers are 
Earl Dodge, 1814 Canal _ S&t., 
charged with selling a 1941 Plym- 
outh for $1,486.45 ($225 above the 
ceiling), and L. P. Smith, 1715 


Test Pending 
On Virginia 
License Law 


RICHMOND, Va. — The first 
prosecution under the Virginia 
Motor Vehicle Dealer Licensing 
Law is scheduled for Aug. 8 in 
Grundy, Buchanan County, it was 
revealed last week by the Auto- 
motive Trade Assn. of Virginia. 

After numerous warnings that he 
was violating a State law and said 
to be defiant in his attitude, Joe 
Stiltner, of Grundy, was arrested 
when he sold a 1940 Chevrolet to a 
resident of Roth, Va. 

It is claimed that Stiltner has 
been buying and selling used cars 
for years in the western part of 
the state, with no office, salesroom 
or business establishment of any 
kind. He was released under bond 
pending trial. 

Dealers were advised by the as- 
sociation not to request a warrant 
for the arrest of any one, since in 
event of an acquittal,, the dealer 
might be liable for heavy damages. 
Complaints should be made to the 
association. 


Overcharges 


Canal St., charged with selling an- 
other 1941 Plymouth for $1,476.75 
($290 overcharge). The Milwaukee 
dealer is Julius Dann, 1834 W. Na- 
tional Ave. 


New-Car Quota 
For August Cut 
To 5.0600 


WASHIN: TON Another sharp 
reduction in the number of new 
automobiles available for rationing 
was effected by the Office of Price 
Administration in announcing its 
quota figures for August. 


August quota was set at 5,000— 
50 percent of the quota of 10,000 
announced for May and 71.4 per- 
cent of the July quota of 7,000. 

In addition to the quota of 5,000 
cars, a total of 1,000 cars has been 
set aside as reserves. Half this 
number—500 cars—is for the re- 
gional reserves. The other half is 
for the national reserve. 

The inventory of new cars at the 
end of July totaled about 24,000, or 
less than 2% days’ normal supply, 
OPA said. 

The automobile quotas for Au- 
gust follow: 


Region Reserve 
41 
103 
62 
60 
95 
57 
11 
71 


500 
500 


Quota 


National Reserve .. 
Grand Total 


Louisville OPA 
Aided by Dealers 


LOUISVILLE.—Nine automobile 
dealers in Jefferson County have 
formed a committee to cooperate 
with local Office of Price Admin- 
istration authorities in administer- 
ing the used-car price ceilings and 
for protection to the public against 
false warranty by dealers no longer 
maintaining repair services. 

The first task of the committee, 
according to Ben C. Long and A. 
J. Dishman, Louisville car dealers 
and co-chairmen, will be to check 
all Louisville dealers for repair 
service maintenance and _ report 
findings to the OPA. 

Members of the committee are 
Tarrelton Lawson of Breaux Bal- 
lard, Inc.; C. F. Smith, Smith 
Motor Co.; Joseph J. Paddock, Falls 
City Pontiac Co.; John Welker, 
Welker Auto Sales; K. C. Brown, 
George Byers Sons, Inc.; F. D. 
Morrison, Packard-Louisville Motor 
Co.; and F. Vincent Greenwell, 
Greenwell Bros. 


Canton Dealers 
Advise OPA 


CANTON, O.—Cooperating with 
OPA in the used-car ceiling pro- 
gram, Stark County Automobile 
Dealers Assn. has appointed five 
members of the eleven-man auto- 
mobile advisory committee. 

The appointments, announced by 
Adolph Salsburg, executive man- 
ager, include R. M. Harpold, of 
North Canton, to the county board; 
H. N. La Morder, of Canton, to the 
north board; James Stewart, of 
Canton, to south board; L. J. Mes- 
senger, of Massillon, to the Massil- 
lon board, and James Russell, of 
Alliance, to the Alliance board. 

The appointees meet daily with 
price clerks and panel members of 
their respective boards, checking 
certificates of transfer and advis- 
ing on technical details. 


Whites Sell Dealership 


Of 38 Years in Ore. 


OREGON CITY, Ore. — After 38 
years in the automobile business 
Mr. and Mrs. Grant W. White have 
sold the G. W. White Motor Co., 
(Ford) near Canby to Rex Ever- 
sole and D. A. Warner, Portland. 


Others are profiting from AN Want 
Ads, why not you? See inside backcover. 
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OUR FIELD DEFINED 
Automotive: Self-propelling, hence, of, pertaining 
to, or concerned with, vehicles or machines, as auto- 
mobiles, airplanes, or motorboats, that contain with- 
in themselves means of motion, control, & direction, 
as, automotive engineering.—Webster’s New Inter- 
national Dictionary. 


Ration What? 


UMOR persists that Washington will soon ration used 

cars. Dealers, who have experienced a drop of upwards 
of 90 percent in their ability to buy saleable used cars since 
the price ceiling went into effect, are wondering what 
Washington intends to ration. 


It isn’t likely that OPA would endeavor at this late date 
to try to ration the cars that pass from owner to owner— 
that would entail an army of snoopers to keep on top of 
the deals. So there can be no effective result in rationing 
10 percent of the sales, if 90 percent are allowed to be 
made without hinderance or in a “black market.” 


Hawaii has been the “guinea pig” of OPA used-car sales 
regimentation. Used cars were first put under ceiling prices 
in the Pacific island and then the ceiling came to this 
country. Now rationing of used cars has been imposed 
on the island, and dealers expect a repetition of the 
former move on the mainland. 


With a famine of used cars in dealers hands, the trade 
wonders if OPA insists on rationing why they don’t endeavor 
to ration car-owner thinking to the point that the owner, 
who is willing to sell his car, will not want ceiling or above 
for his jalopy regardless of condition. Such rationing 
would have more effect in bringing needed transportation 
at a reasonable price to the essential user, than any other 
means seen today. 


A Welcome Rash 


HE Detroit factory front broke out in a rare-news rash 

last week with what amounts to four major stories, 
all having to do with postwar automotive activities, all 
breaking in the same few days. 


Most dramatic of all, of course, is the announcement by 
the Fisher brothers, long a power in General Motors Corp., 
of their resigning as officials and the determination to join 
with their brother Charles T. in fostering a new enterprise, 
thought to be automotive. 


Here are five brothers of the worker type, such as the 
Dodges, Fords and Chryslers, who made the automotive | 
industry what it is today, getting tired of remote-control 
management and wishing to take their coats off and go to 
work again on something that will be entirely their own. 


The Packard and Hudson announcements pull the lid 
off the postwar plan mystery box and give the industry a| 
little peak into what these two firms are planning at least. | 
Their action in taking their plans out of hiding will no doubt | 
generate many following stories from other sources as| 
the days go by. 

And the unconfirmed, but from a reliable source, data on | 
Joe Frazer and his activities again brings the new-company- | 
entry-into-the-postwar-picture boys buzzing again in the) 
limelight. 

All in all, it’s kinda nice to have the front page filled| 
again with hot news of the auto industry activities, instead | 
of Washington bureaucracy threats and directives. | 


When the history of the present 
war is written, it will probably 
say that it was the men of the 
automotive industry in America to 
whom the greatest credit should go 


for the vic- 
PVT. SANDERS, tory. In a 
AUTO-MECHANIC, mechanized 
WINS A WAR! 


war, such 
as the pres- 
ent has turned out to be, it is the 
men who built the machines and 
who kept them operating, who 
turned the tide in our favor. 
* * * 


In a recent column written from 
Normandy by that homey philoso- 
pher and war correspondent, Ernie 
Pyle, he had this to say about one 
of the boys from this industry who 
represents the tens of thousands 
from our factories and our service 
stations who are now scattered all 
over the world: “Another remark- 
able character is Pvt. Ivan Sanders. 
Sanders is the ‘mister fixit’ of the 
Ninth division. His actual job is 
that of electrician, but his native 
knack for fixing things has led 
him into a sort of haloed status 
that keeps him working like a dog 
24 hours a day, doing things for 
other people. No matter what gets 
out of fix, Sanders can fix it. 
Without previous experience he 
now repairs fountain pens, radios, 
electric razors, typewriters, broken 
knives, stoves and watches. He 
has become an institution. Every- 
body from the commanding general 
on down depends on him and yells 
for him whenever anything goes 
wrong. 

s * * 

“There is just one thing about 
Sanders. Nobody can get him to 
clean up. He is a sight to behold. 
Even the commanding general just 
threw up his hands about a year 
ago and gave up. When distin- 
guished visitors come, they try to 
hide Sanders. But the funny part 
about Sanders’ deplorable condition 
is that he is eager to be clean. 
They just never give him time to 
wash. They keep him too busy 
fixing things. 

* * 

“In civil life Sanders was an auto 
mechanic. He comes from Vinton, 
Ia. After the war he guesses he 
will set up another auto repair 
shop. He figures there will be 
enough veterans with cars to keep 


him busy. 


* * * 


“Another unusual thing about 
Sanders is that he doesn’t have to 
be over here at all. He is 43, and 
he has had three chances to go 
home. And do you know why he 
turned them down? It’s because 
he’s so conscientious he figures 
they couldn’t get anybody else to 
do his work properly!” 

~*~ * om 

We hope during the first auto- 
mobile show after the war, AuTo- 
MOTIVE News can have as its guest 
at a dinner we will arrange, Ernie 
Pyle and Pvt. Ivan Sanders from 
Vinton, Ia. We will bring together 
the men in our industry here who 
have made the machines. that 
Sanders and men like him have 
kept moving along the road to 
Victory. We know that every man 
too old to be in actual fighting 
feels as we do toward Pvt. Ivan 
Sanders and are as proud as we 
of the men like him who came 
from our industry. 

J * *” 

And while we are talking about 
the boys over seas, we are glad to 
publicize a request which L. G. 
(Roy) Peed of DeSoto is making 
on behalf of a group of boys in 
the submarine service somewhere 
in the Pacific. When they come off 
patrol duty (sometimes extending 
into weeks in which they have not 
seen the sun because they remain 
submerged during daylight) they 
are given a rest period of about 
two weeks. One of Peed’s per- 
sonal friends, a submarine division 
captain, writes that they are 


| greatly in need of deep sea fishing | 
heavy | 
leaders | 


equipment, “particularly 
tackle.” The lines, reels, 
and lures should be capable of han- 
dling fish up to two or three- 
hundred pounds. If you have any 
heavy tackle which you can spare 
for this worthy purpose, please 
write Peed or tell me about it and 

will relay your offer pronto. 
—G.M.S. 





Under a Shadow 


In This Corner 


1929 Stull Tops........ 


column are those of 


> 


our readers. 


e views expressed in this 
oe ——— contributions will not be accepted but confidence will 
° 


rved upon request. 


Highest Year 

Will you kindly inform us if the 
combined automobile industry ever 
put out five million cars in one 
year and if so what year? Also 
was this a calendar year or a 
Model Run year.—O. L. OLSON, 
manager, Lake Street Pontiac Co., 
Minneapolis. 

Epitor’s Note: The _ highest 
new-car production year was the 
calendar year of 1929, when a 
total of 4,587,400 were built in 
U. 8. plants. If you add to this 
the 771,020 trucks produced, the 
combined total for that year was 
5,358,420 cars and trucks. Ca- 
nadian production in 1929 was 
203,307 cars and 59,318 trucks. 


Keeping Posted 

Please enter my subscription for 
AUTOMOTIVE NEws. 

Being an ex-automotive man, but 
in the Navy two years now, I want 
to begin to keep up again with all 
news and _ developments. Your 
publication can do all that and 
more, too.—Lizut. R. E. Penney, 
USNR, Seattle. 


Double Markup? 

Whether the Used-Car ceiling 
was necessary or not is, of course, 
a matter of opinion. But, if it 
must be, I think they could be 
fairer in their appraisals. Can 
something be done to raise the pro- 
posed prices to come nearer to 1944 
values? 

Not taking into consideration the 
balloon prices for “cream puffs,” 
the OPA’s ceiling prices are from 
$200 to $500 under a fair retail 
price, which clean cars have been 
selling for. 

Could the figure of $100 for re- 
conditioning be doubled to include 
100 for sales expense, to make a 
larger differential between private 
sales and dealer sales?—AL WALK- 
ER, Paterson, N. J. 


Urges Cooperation 

We wish to express our sincere 
appreciation for the excellent arti- 
cles published in your paper, which 
undoubtedly had much to do with 
the delaying in signing the used- | 
car price regulations. 

In our opinion, the used-car pricc 
ceiling is the most uninforceable 
regulation to come from the Office 


of Price Administration. For over 
@ year, it has been clearly demon- 
strated that any legitimate dealer 
who wants to live up to the used- 
truck price regulation, just simply 
does not handle any used trucks, 
and we do not know of one single 
case in our territory where the 
OPA has prosecuted any individual 
for selling a used truck over the 
ceiling price. 

Prior to the used-truck ceiling, 
we sold from three to five used 
trucks per month and, since the 
truck price ceiling has been in 
effect, we have purchased one 
truck. 

Unless the regulation is amended 
to require all cars to be sold to 
dealers who are now operating 
under a license, the regulation will 
not be effective and will create one 
of the greatest black markets we 
have ever witnessed, ultimately 
forcing the dealer who wants to 
abide by the regulation to either 
participate or discontinue the han- 
dling of used cars. 

Now that the regulation is in ef- 
fect, we believe that the dealers of 
the country should give this regu- 
lation 100 percent support until 
such time that it is proven 
ineffective——Frep I. Ly.ez, presi- 
dent, Greenwald Auto Co. (Ford), 
New Kensington, Pa. 

* * * 


We would appreciate the favor of 
sending us two additional copies of 
extra edition, with full text of the 
new OPA used-car price ceilings, 
dated June 13, 1944. 

Thank you very much and com- 
plimenting you on getting out this 
data so as to reach the dealers in 
advance of the effective date, July 
10.—W. O. Srevupe., president, 
Steudel Motors, Inc. (Dodge-Plym- 
outh), Cleveland. 


Coming Events 


AUGUST 
24-25—Portland, Ore. (Multnomal] 
Hotel). SAE National West Coast 
Transportation Meeting. 
SEPTEMBER 
11-15—New York (Hotel Pennsylvania). 
Amostean Chemical Society 108th 
eeting. 


18-15—Milwaukee (Hotel Schroeder), 
SAE National Tractor Meeting. - 

25-26 — Philadelphia (Bellevue-Strat- 
ford). Pennsylvania Automotive 
Assn. annual meeting. 


- 
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A NEW THEME! A NEW CAMPAIGN! The first of a new series 
of De Soto advertisements is now appearing in national mag- 
azines. The campaign spells out quickly and clearly the fine 
record of service and performance De Soto cars are making at 
a time when endurance is paramount. Every De Soto dealer 
can be proud of this record because he helped make it. And 
every dealer can be sure this excellent war record will mean 
more business when new De Sotos are back in his showroom. 


DE SOTO DIVISION, CHRYSLER CORPORATION 
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New Orders Outweigh Cutbacks... 


Detroit War Work Up 
Despite Cancellations 


DETROIT. — Nearly twice as 
many new war supply contracts 
were placed in the Detroit War 
Production Board region during 
June than cancellations, Carsten 
Tiedeman, WPB regional director, 
said last week. 


“The Detroit Area Production 
Urgency Committee approved 153 
war supply contracts, including re- 
newals, totaling $508,000,000, dur- 
ing June,” Tiedeman said. “At the 


War Production 
Boost of 24% 
Urged by Army 


WASHINGTON.—Asserting that 
mounting requirements of the 
Army demand a more than 24 
percent production boost by Oc- 
tober over June’s $1,852,000,000 out- 
put, Lt. Gen. Brehon Somervell 
added last week that Americans 
have got to get the same sense 
of urgency that they had a year 
ago. 

“There are 25 percent more 
tourists in Northern Michigan 
this year than in the history of 
the country,” the head of the 
Army Service Forces pointed out. 


Meanwhile, Charles E. Wilson, 
chairman of the Aircraft Produc- 
tion Board, announced a cut of 
about 250 planes a month in air- 
craft production schedules for the 
rest of the year. July output was 
8,000 planes, he said, and about 
3 percent fewer planes will be pro- 
duced in the next five months. The 
cutback is so small, Wilson added, 
that no labor will be displaced. 


Although predicting a sharp cut- 
back once Germany is defeated, 
Gen. Somervell said that until the 
day arrives Allied war needs will 
mount steadily. He explained that 
as Allied lines are lengthened and 
the pace of battle is stepped up, 
the need for munitions, transport 
and equipment of all kinds will 
continue to rise. 

“Our biggest demand will come 
the day that Germany collapses,” 
he said. 

However, when that day ar- 
rives, Somervell said, the accum- 
ulation of supplies can be divert- 
ed to the war against Japan, 
and munitions requirements ac- 
cordingly will drop probably by 
50 percent. 

Manpower in heavy industries is 
the principal problem in the cur- 
rent effort to boost over-all army 
production from a June total of 
$1,852,000,000 to a projected Octo- 
ber peak of $2,308,000,000, Somer- 
vell asserted, adding that at- 
tempts to solve the manpower dif- 
ficulties are being made by various 
government agencies. 

A $2,112,000,000 production peak 
was reached last November, Som- 
ervell said, and declines in the fol-} 
lowing months were largely ac- 
counted for by reduced estimates 
for strategic reserves—the amounts , 
required for basic equipment and 
supply of troops. 


The upward revision since Jan. 
1 is due to greater combat use of 
heavy artillery, heavy artillery 
ammunition, transport equip- 
ment, aerial bombs and com- 
munications and other electronics 
equipment. 


same time, 271 facilities contracts 
totaling $7,000,000 were approved. 
This contrasts sharply with term- 
inations or contract changes in 24 
plants of $228,000,000—and of the 
contract terminations the largest 
majority was concentrated in one 
company. With $228,000,000 cancel- 
led out and $515,000,000 new con- 
tracts and facilities approved, any 
indication that the war is all over 
except on paper is ridiculous.” 
Clarifying the use of the word 
“cutback,” Tiedeman said that the 
term, as used by the Army, Navy, 
WPB, WMC and other’ war 
agencies, has four different types. 


“It is well, at this stage of pre- | 40 


reconversion, to keep these types 
straight,” he said. “The first type 
involves terminating a _ contract 
with a manufacturer and imme- 
diately replacing it with another. 
In that case you have a cutback 
without a real curtailment of pro- 
duction and with no net release of 
manpower. 


“The second type is termination 
of a contract in a plant which has 
tremendous backlogs of other war 
work. Again, there is not likely 
to be immediate curtailment of pro- 
duction, nor is there likely to be 
any large release of workers. 


“The third category is merely a 
cutting down of a contract from 
its peak. This really is nothing 
more than a bookkeeping cutback. 
Suppose an airplane plant is pro- 
ducing 300 planes a month and that 
its schedule calls for 600 planes 
in December. And then suppose 
that the peak is reduced to 350 
pJanes in December, instead of 500. 
Though the contract has been re- 
duced, immedate production has 
not, nor is there an immediate net 
release of workers. 

“The fourth type is the cutback 
that is in reality a cutback. A 
contract is terminated or reduccd 
without replacement, and the com- 
pany has no off-setting backlog 
of other work. Production zZoes 
down and so does employment. 
And workers are released. 

“The point I want to make is 
that cutbacks of the last type— 
true cutbacl-s—have been compar- 
atively rare arid tuat most cut- 
backs have becn cf the first th-ee 
types. The popular mis-concention, 
huwever, is for many people to 
use the word ‘cutb: ck’ when they 
refer to the first three types. The 
fourth type—the absolute cutback 
—has hardly yet started to come.” 


Willard Battery 
Gets White Star 


CLEVELAND. — Undersecretary 
of War Robert P. Patterson, an- 
nounced recently that Willard 
Storage Battery Co. is being 
awarded a white star to be added 
to the Army-Navy E Pennant won 
by the company’s Cleveland factory 
in January . 

The star is presented for con- 
tinued excellence in the production 
of war materiel. Willard is pro- 
ducing many types of storage bat- 


,teries vitally needed by the U. S. 


armed forces and their allies all 
over the world, including several 
new plastic-container batteries de- 


‘ veloped by the company’s engineers 


in cooperation with Army and 


Navy specialists. 





THIS DEALER guessed better than his predecessor. 
Motor Co., Inc., Chrysler distributors at Montgomery, Ala., recently celebrate 
its second anniversary in this modern building. 
dealer, who decided to go out of business soon after the war started. 
service department, and 


building has a finely-equipped 


The Vandigriff-Allen 


The 


business has been 


excellent since the Chrysler distributor took it over, it’s reported. 


d| and lifelon 


THE MODERN SALES AND SERVICE BUILDING of Purdy Motor Sales (Chevrolet, Buick, Pontiac, Oldsmobile and 


GMC trucks, Van Wert, O 
“cost a good 
career, 
establishment. 
tires and Standard Oil products. 
rsons before the war, 

and has been prominent in 
automobile business is to go in to 


+» has 


deal of money, but ] 
” says Purdy, who established his dealershi 
He added Oldsmobile in early 1934, 


aid big dividends to its owner, Morgan R. Purdy. 
to be one of the smartest moves I have ever made 
(Chevrolet) in 1927 in an old building opposite the present 
ontiac, Buick and GMC later that 
The new building is 225 feet on longest side and 

lost 15 to armed forces and now has about 20 employes. 
dealer and civic activities for many years 
it all the way; cater to service and 


proved 


"Pioneers Honored |Packard Sets Postwar Goal — 
Of 200,000 a Year 


(Continued from Page 1) 


Old Timers Will Cite 5 
At N. Y. Meeting 


NEW YORK.—Five pioneers of 
the automobile world will receive 
Distinguished Service Citations at 
the fifth annual meeting of the 
Automobile Old Timers, Inc., to be 
held at the Hotel Roosevelt Oct. 18. 

At a recent meeting of the or- 
ganization’s committee on research 
and awards, it was unanimously 
voted to present awards to the 
following: 

Lieut. Gen. William S. Knudsen, 
Washington; Charles E. Sorensen, 
Toledo; Charles Henry Davis, Bass 
River, Cape Cod, Mass.; Hurlbut W. 
Smith, Syracuse, and James T. 
Sullivan, Boston. 

Gen. Knudsen, former president 
of General Motors Corp., has re- 
cently been appointed as head of 
Air Forces Materiel and Services 
Command at Dayton, O. 

Sorensen has just assumed the 
presidency of Willys-Overland Mo- 
tors, Inc. 

Davis is founder and president of 
National Highways Assn., which he 
organized in 1911 in cooperation 
with the late Gen. T. Coleman 
du Pont. 

Smith holds the record for the 
longest tenure of office as an auto- 
mobile club executive, having been 
president of the Automobile Club 
of Syracuse for 42 years . He was 
the first president of the New York 
State Automobile Assn. 

Sullivan is the dean of newspaper 
automobile editors, having been 
continuously in charge of the auto- 
mobile department of the Boston 
Globe since 1902. He is also a 


staff correspondent for AuToMOTIVE 
News. 


Obituaries: 


Pierre Schon Dies; 


Was GM Engineer 


JACKSONVILLE, Fla. — Pierre 
Schon, 64, died here Aug. 2. 

Mr. Schon was widely known in 
automotive cir- 
cles, having served 
with the GMC 
Truck & Coach 
Division of Gen- 
eral Motors Corp. 
as transportation 
and survey engi- 
neer from Aug., 
1914, until March, 
1940. Since that 
time, he had been 
president of the 

P. Schon dealership han- 

dling the sale of 
GMC trucks in the Jacksonville 
retail territory. 
* - 
Ralph E. Hay 


CANTON, O.—Ralph E. Hay, 53, 
long-time automobile dealer and sports 
promoter, died here recently. He was 
qresmeens, of the Valve Vigor Sales & 

ervice Co. and once owned the Canton 
professional football team. Later, as- 
sisted by Jim Thorpe, he organized the 
National Professional Football League. 
He was in the automobile business for 
35 years and was president of the 
Canton Automobile for 
two years. 


ealers Assn. 


s. + 


William C. Starr 


DECATUR, II1l.—William Campbell 
Starr, 63, veteran automobile dealer 
resident of Decatur, died 





They bought it from another | 


here recently. He entered business in 
|}1908 and the first automobile he sold 
‘was a Kiblinger, 
buggy with chain drive. 


high-wheeled motor | 


DPC-owned aircraft plant with 
500,000 square feet of floor space. 

Christopher, whose revelation of 
postwar plans to workers first was 
hailed by observers as a master 
stroke in labor relations, told the 
assemblage that $125 must be taken 
out of the price of the postwar 
Clipper to offset higher labor and 
material costs. He urged the 
stewards and supervisors present 
to help the factory eliminate about 
15 hours of work on the postwar 
car to attain this reduction. 


Emphasizing that war produc- 
tion is stili Packard’s main 
thought now, Christopher pointed 
out that the company thus far 
had produced 10,730 marine en- 
gines and $2,270 Rolls-Royce air- 
craft engines. By the end of 1944 
the company will have turned out 
a billion dollars worth of war 
products, he said. 

“We have invested $6,000,000 in 
the marine engine job,” he de- 
clared, “and we expect to continue 
this work after the war with an 
adaptation of the engine to indus- 
trial uses. We will also continue in 
the aircraft engine business on a 
limited scale, of course, or about 
200 engines a month. Experimental 
work on this phase will be handled 
in our new plant in Toledo, re- 
cently opened.” 

Guest employes comprised the 
38 “victory thinkers” recently 
recognized by the War Production 
Board with awards for their time- 
and labor-saving shop short-cuts. 
These are now being used not only 
by Packard, but by other war in- 
dustries to raise the quality and 
quantity of war production. 

The 36 honorable mentions and 
two coveted certificates, second 
highest production recognition ac- 
corded by WPB, were formally 
bestowed upon two women and 36 
men. 


PACKARD 


declares 
everything else that goes with the automobile.” 


SCREW MACHINE operator Norman Moore 


built in 1938 


The — 
n busine 


ear; also now handles Goodyear 

feet wide; company employed 
Purdy, who started as a mech : 
“my idea of making a success of the 


Latest awards bring to 122 the 
number of Packard workers’ sug- 
gestions so honored by Washing 
ton. This is the second highest 
total in the nation, the Packard 
score having been recently nosed 
out of first place by the Marinship 
Co. in California. 

According to the WPB figures, 
however, Packard workers still 
lead the Midwest’s industrial area 
in suggestions submitted. 


Hinckley Due 
To Launch 


Control Loans 


WASHINGTON. — Among the 
matters of paramount importance 
that will confront the new Office 
of Contract Set- 
tlement when it 
swings into action 
will be that of 
the financing to 
be offered Ameri- 
can industry in 
contract termina 
tions, financing to 
be made available 
through insured 
loans by banks 
under the Con- 
tract Termination 
Act passed by 
Congress in June. 

It will be up to Robert H. 
Hinckley, newly appointed director 
of contract settlement, to start the 
machinery rolling for the T loans. 

Hinckley, whose appointment as 
director of Contract Settlemen 
was approved by the Senate, was 
at one time an automobile dealer 
in Ogden, Utah. 


Hinckley 


Need a Service Man—Want a Job 
try a want ad in Automotive News. 
They get quick results! 


(left) gets con- 


gratulations from Packard President Geo. T. Christopher (right) for being 
the 30,000th suggestion maker in the company’s management-labor war produc- 


tion idea campaign. 


Moore’s suggestion, a method to improve a chamfering 


operation, has been forwarded to the War Production Board for citing by it 


Jury of Awards and use in other plants to speed production output. 


Moore 


was introduced Wednesday night at a testimonial dinner honoring Packard 
war workers whose suggestions to improve the building of aircraft and marine 


engines are saving taxpayers the cost of more than 200,000 


man-hours a year. 


These 38 more “victory thinkers’? accorded WPB awards for their shop short- 


cuts bring to 122 the number of Packard workers so recognized by Was 
highest total in the Midwest war production area. 


ngton, 


A 





HOW THE NAZI SPY 


INVASION WAS SMASHED 


by J. EDGAR HOOVER 
Director, the F. B. I. 


HOW LARGE an army of 
Brazilian Japs did the Axis 
plan to arm? How was the Panama Canal 
to be blocked? How large a submarine fleet 
did the Nazis plan for their conquest of 
Colombia and Venezuela? Did Germany 
seriously contemplate an invasion of Brazil? 
What was the Axis plan to shut us off from 
Chile’s copper and nitrate? What was the 
Dutch Guiana coup designed to deny us 
60 per cent of our needed bauxite? 
Now it can be told. And the facts are 
stranger than fiction ... facts about the 


“We 


LLUZME 


Call 
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undercover war we have waged in the 
Western Hemisphere so successfully to 
break the back of the Axis penetration in 
Latin America .. . how clandestine short 
wave radio stations were eliminated, how 
hundreds of highly trained enemy spies 
and saboteurs were neutralized, how thou- 
sands of Axis operatives and sympathizers 
were expelled or interned. 

Here is the inside story of the victorious 
collaboration of our F.B.I. with the police 
and intelligence services of our good neigh- 
bor republics, told, for the first time, by 
J. Edgar Hoover in the September issue of 
The American Magazine, now on the news- 
stands. 


OTHER SEPTEMBER HIGHLIGHTS INCLUDE TWO 
COMPLETE NOVELS, SUPERB SHORT STORIES, AU- 
THORITATIVE ARTICLES, FASCINATING FEATURES 


THE CROWELL-COLLIER PUBLISHING CO... 


Blue Print for the Millennium 


Eddie Rickenbacker, in our June, and Wesley 
Price, in our August issues, are convinced 
that our returning service men are going 


” 


to be “Masters of Tomorrow.” So are we! 


Far from humbly accepting the post-war plans 
we hand them, they may have us all jumping 
to keep up with their ideas as they throw tradi- 
tion out the window and transform business, 
industry, and labor. 


Concerns and individuals that can’t keep pace 
with the big parade will be left behind. The 
home front’s heavy thinkers would do well to 
remember that the execution of America’s long- 
range peacetime program is going to be in the 
hands of these youngsters. 


Publication of such articles as these makes The 
American Magazine an authoritative source of 
information which should aid you materially in 
adjusting your own post-war plans with those 
of the nation. 


Share your American Magazine, then save it 
for the Government's waste paper drive 


250 PARK AVENUE, NEW YORK 17, N. Y. 


PUBLISHERS OF THE AMERICAN MAGAZINE, COLLIER’S AND WOMAN'S HOME COMPANION 


Bud Schirmer and Bob Woodruff, The American Magazine, 
General Motors Building, Detroit, Michigan. 
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Bodies ‘Bottleneck’ 
In Reconversion 


By A. H. Allen 


MORE AND MORE it appears that bodies are going to 
be the neck of the bottle in the reconversion to passenger 


car production. 


As far as the big three are concerned, 


General Motors, with its scattered Fisher Body divisions, 
looks to be in. the best position, although there will have 


to be a lot of rearranging‘ 
and re-equipping in Fisher'| 

lants. Many presses are still 
in position for use, but others have 
been torn out to make way for 
war production. Lack of one key 
press might tie up a whole body 
line. 

GM is proceeding with plans, 
incidentally, for a vast new body 
operation at Cincinnati, where 
Fisher is reported readying an 
$18,000,000 facility for postwar use, 
Other Fisher plants in Cleveland, 
Grand Rapids, Flint, Pontiac and 
Detroit probably can be returned 
to body work without too much 
delay. 

Ford’s large press shop at the 
Rouge will require considerable 
refurbishing before bodies can be 
coming out in any large quantity, 
but the agility of Ford master 
mechanics and sheet metal ex- 
perts will minimize this delay. 

Chrysler’s body-making facilities 
include the DeSoto press plant 
which has been largely converted 
to aircraft work and will not 
readily be returned to stamping 
operations on steel, and the Plym- 
outh plant which has not been dis- 
rupted too seriously. Briggs may 
be called upon to supply a princi- 
pal share of Chrysler requirements, 
but there will be a lot of retooling 
involved at the Briggs Mack Ave. 
plant. The Connors aircraft plant 
eventually may be adapted nicely 
to body fabrication, but right now 
this is out of the question. Mean- 
while, the Mound Road plant could 
quickly be in production on smaller 
body components. 

* * ¢& 


Situation 


In Other Plants 
BRIGGS also will be called upon 
to supply Packard’s initial body 
requirements, since the Packard 
press plant has 
been virtually 
dismantled, and 
the body lines 
torn up. Budd is 
another possible 
source that Pack- 
ard may be in- 
vestigating. Prior 
to the war, Budd 
also supplied 
Willys bodies, but 
in recent weeks it 
is reported that 
C. E. Sorenson 
and other Willys officials have been 
checking on the possibilities of 
obtaining bodies from Hayes Mfg. | 
Co. in upstate Michigan, this| 
doubtless explaining the flurry ob- | 
served in Hayes common stock. | 
Hudson’s_ press plant likely 
can be restored to service with- 
out excessive delay, but the situa- | 


Allen 


STANLEY WHITWORTH 


Angeles presents ‘Vic’ Schoetzow with 
11 others with near or over 20 years of 
This group at the Los Angeles 


Whittaker, 
service, look on, 
of service with Studebaker. Left to 
Vice-President Whitworth; H. N. 
‘rench, lant engineer; 
Charles earn, salvage 
secretary to Presiden 


president, along with 


stores; C 
Whittaker; 


store keeper; Wm. 
manager, parts department. 


vice-president, 


Jim Fernald, 
Stone, 


tion for Nash and Studebaker 
may be more difficult. 
+ * * 


May Reduce 


Body Types 

ONE LIKELY prospect, speaking 
of bodies, is that under a limited 
production plan which could gov- 
ern output over the first three 
months, there may be some elimi- 
nation of body types in the inter- 
ests of expediting production. Thus, 
if one manufacturer were limited 
to 50 percent of previous peak 
production, he might logically tem- 
porarily discontinue, say, coupes 
and four-door sedans, and concen- 
trate on two-door sedans only. This 
would simplify the immediate prob- 
lem of body production by reducing 
the amount of press and assembly 
equipment required. 

Integrated producers like 
Chrysler and General Motors 
might assign one body type to 
each division in the interests of 
supplying a rounded-out line over 
the entire corporation. 

Some prospective purchasers of 
new cars, who have already ap- 
proached dealers with a view to 
getting their orders on the books 

so they will be near the front of 
the line when cars are available, 
have been told they may have to 
take whatever body type happens 
to come along when their “num- 
ber” is up. At the same time, 
dealer groups are reported opposed 
to entering any actual orders now. 
They are taking prospect’s name, 
promising phone calls when the 


time is ripe. 
* * € 


Cities Vying 
For Plants 

RUMORS AROUND Cleveland 
have credited Thompson Products, 
Inc., with plans for introduction of 
a new passenger automobile, but 
high company officials have denied 
them, saying their plans are con- 
centrated predominantly on getting 
a higher volume of TP products 
on each car built. This would sug- 
gest introduction of some new 
types of parts, in addition to valves, 
piston pins, brake linkage, etc., but 
would seem to rule out any venture 
into a complete car. 

At the same time, Cleveland 
Chamber of Commerce postwar 
planners are frank to admit they 
would like to see a new motor- 
car building operation located 
there. But what large city would 
not? It is this writer’s opinion 
that Chicago stands the best 
chance of acquiring a measure of 
automobile manufacturing in the 
postwar period. Chrysler’s Dodge 
Chicago engine plant alone would 
make an ideal setting for a well- 
integrated production setup. 


Los 


Studebaker Pacific Corp., o 


20-year service pin while C. 


represents 280 years 


or 
right, T. - O’Connor, assistant to 


cost accountant; 


Mays 
Paul Godfrey, 


| 


Kyser, production superintendent; Charles | 
assistant to President Whittaker; | 
y. Else Walter, | 
Whitworth; Whittaker; ‘Vic’? Schoetzow, 
contract termination officer; Harry Hess, director of purchases; Wm. 
Irvine, superintendent of shipping-receiving; 








HERE IS THE Ford military vehicle that has received widespread acclaim 


on war fronts. 


carrier but officially designated by the British as the Universal Carrier. 


It is a small tracked vehicle sometimes known as the Bren gun 


Many 


thousands of the vehicles have been built at Ford’s Somerville (Mass.) plant 


and exported to the British under Lend-Lease. 
engine fitted with a _ specia 
he gear box is a standard Ford truck type. 


horsepower Ford-Mercur 
automobile carburetor. 


It is equipped with the 100 
Holley Lincoln 


Ford Eyes Future 


At 81, He Sees Trade Barriers Cracked 
By Auto and Air Improvements 


DETROIT.—Henry Ford, presi- 
dent of the Ford Motor Co. prom- 
ised on the eve of his 81st birthday 

last week that 
postwar improve- 
ments in cars 
and planes. will 
“do more than 
anything else to 
break down the 
barriers” of the 
world. 

“When we start 
trading through 
the air and over 
world highways, 

Henry Fo you will see 

cchateees boundaries that 
seem important now become as 
unnecessary as the line between us 
and Canada,” Ford told reporters. 

Hailing the development of pro- 


ODT Clarifies 


Employment of 
Returned Vets 


WASHINGTON.—To aid employ- 
ers of trained men in the automo- 
tive maintenance industry, the 
Office of Defense Transportation 
late last week announced the 
publication of a brief set of 
questions and answers regarding 
the employment of returned war 
veterans. 

The question-and-answer form is 
patterned to acquaint employers 
with their rights as well as their 
obligations in connection with em- 
ploying returned veterans. It was 
prepared by the Division of Trans- 
port Personnel at the request of its 
maintenance manpower committee 
and with the assistance of Federal 
agencies which have direct respon- 
sibilities in connection with re- 
turned veterans. 

While designed primarily at the 
request of automotive maintenance 
employers, the information in the 
question-and-answer sheet, it was 
pointed out, will be valuable to all 
— in the transportation 

eld. 


“We realize that getting and 
holding a competent working force 
is a serious problem these days,” 
said E. J. Conners, director of 
ODT’s Division of Transport Per- 
sonnel. “The lack of such help 
means that vital repair work must 
be turned away or delayed many 
days. The situation moreover may 
become more acute; hence em- 
ployers must make use of every 
available source of manpower. 

“One important source of such 
help is returning war veterans. 
Many of them have received valu- 
able additional technical and prac- 
tical training while in the service. 
Others, having become acquainted 
with this type of work for the first 
time, will want to make it their 
permanent civilian occupation.” 

According to ODT, copies of the 
form may be had upon request to 
the Office of Defense Transpor- 
tation, Washington 25, D. C. 


Need a Service Man—Want a Job— 
try a want ad in Automotive News. 
They get quick results! 


duce from farm products, the 
octogenarian hinted at plans of 
converting the giant Willow Run 
into production of tractors and 
other farm equipment after the 
war. 

“We are not going to scrap a 
bit of machinery,” he asserted. 
“We can find ways of making 
use of every piece of it and 
there just isn’t any sense to the 
idea of storing up machinery in 
big warehouses.” 

Ford voiced confidence in the 
future of the United States, saying: 

“All we have to supply are our 
minds and our work. A lot of 
people seem to be worrying about 
jobs, but a job is just a mathe- 
matical way of dividing up the 
work that has to be done and there 
is plenty of work for everybody.” 

Returning servicemen, in Ford’s 
opinion, will lead the establish- 
ment of a better world. He as- 
serted that they “have learned 
. » » how narrow-minded some of 
us have been and they can 
guide us right.” 

Ford also put out some questions 
of his own. After pointedly asking 
“who put Hitler in power?” and 
“isn’t it the same whenever wars 
are started?”, he concluded that 
“wars are caused by people who 
make money from them.” 

“Maybe the women should be 
running the world,” Ford conjec- 
tured. “I believe they could do a 
better job.” 


283 at DADA Fete 


DETROIT.—Approximately 283 deal- 
ers and their guests attended the 
twenty-third annual golf tournament 
of the Detroit Auto Dealers Assn. held 
recently at Grosse Ile Country Club. 


BABE, BONDS, BUGGY—Dora Paule 
gives ‘‘emphasis’’ to Toledo’s war bond 
campaigns. Miss Paule, a Willys- ! 
Overland employe, is shown hammer- | 
ing home a slogan which helped the | 
“Jeep” factory roll over its quota. | 
Remember, three will still get you 


four! 


Hudson 


(Continued from Page 1) 


pointed out that today’s estimated 
market for new automobiles wi 
be over 16,000,000 cars by July 
1945. 

Pratt sees no easy road to suc 
cess for the dealer, even with this 
big potential market, unless the 
dealer works to get his share oc 
the business. Hudson factory is 
basing its merchandising approac 
to the postwar market on fou 
beliefs: 

1. Pre-war thinking will not be 
equal to the postwar job; 2. Pre- 
war products cannot meet the 
needs and expectations of post- 
war times; 3. Pre-war salesman- 
ship will not be good enough; 
4. Pre-war service will not be 
adequate. 


Pratt emphasized that Hudsojg 


service should leave no_ sore 
among Hudson owners, since they 
had been able to furnish grilleg 
and fenders and many of the items 
that were short. 

He also laid stress upon th 
point that, during the four-year 
“holiday” from car sales, habit 
buying had been interrupted and 
that buyers will shop around in 
the postwar period; that dealers 
must sell car features all ove 
again. This, he thought, would 
give Hudson dealers an oppor 
tunity to greatly widen their owne 
clientele. 

Dealers, to get their full share 
of the sales that will be available, 
must make every effort to get 
back into the good graces of thé 
public and rebuild the goodwill 
they enjoyed before the war, 
he emphasized. 


Dodge Raises 
Bofors Output 


DETROIT. — Two recent in- 
creases in production schedules a 
the Dodge division of Chrysle 
Corp. result in nearly doubling the 
output of parts for the Bofor 
40-mm. antiaircraft gun, according 
to Fred J. Lamborn, vice-president 
and general manager. 

“Chief reason for the stepped up 
production,” said Lamborn, “is the 
greater demand for the double 
barrel Bofors weapon used by the 
Navy. This gun is daily proving 
more valuable as defense against 
airplanes and small surface craft.” 

Dodge is producing approxi- 
mately 100 precision-machined 
parts and 80 forgings used in the 
manufacture of these 40-mm. guns. 

The increased Bofors contract 
also required 5,640 square feet ad- 
ditional floor space. 

Production time on the Bofors 
gun parts at Dodge has been re- 
duced 52 percent since the original 
estimate in 1941. 


Precisions Castings Gets 


Kalamazoo Subsidiary 
SYRACUSE, N. Y.—Precisions 


Casting Co. of this city, has 
acquired the Kalamazoo Plating 
Works, Inc., of Kalamazoo, Mich., 
as a wholly owned subsidiary, it 
was announced Friday. 

C. M. Hyde and W. C. Berry, 
both formerly of the Connersville 
(Ind.) Stamping Machine Co., have 
been appointed vice-president and 
general manager, and sales man- 
ager, respectively, of the Kala- 
mazoo plant. Stanley C. Frost re- 
mains as president. 

Precisions Castings also owns 
two diecasting plants in Fayette- 
ville, N. Y. and Cleveland. 


Md. Used-Car Dealers 


Held Lax on Ceilings 
BALTIMORE, Md.—As the 
new OPA price regulations for 
used-car sales went into effect, 
@ survey by the OPA indicated 
that approximately 50 percent 
of the used-car dealers in Mary- 
land apparently were not com- 
plying with the new rules. 
Numerous violations of the 
regulations were discovered, ac- 
cording to M. Shakman Katz, 
OPA price executive, who said a 
similar check would be made 
later. Price clerks of local ra- 
tion boards made the survey to 
determine whether dealers had 
copies of the regulations, and 
understood how to compute 
prices and tag cars properly. 
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The railroad that ran round the world 


Na. long ago LIFE went to a railroad party. 
A story about it appeared in LIFE, with this 
picture of a real, honest-to-goodness loco- 
motive that actually runs—on 650 feet of 


narrow-gauge track in a Hollywood back 


yard. 

Recently LIFE received a letter from the 
“President,” owner, and Chief Engineer of 
the Grizzly Flats Railroad. He said that let- 
ters had poured in from all over the world, 
from Italy to Australia, from people who 
had read the story in LIFE. Even three 
months later, they were still coming. 


Farmers, old ladies, kids, ex-railroaders, 
soldiers, sailors, and seabees, all reported 
their interest. The movie companies wanted 
to make shorts of the novel railroad. 


This avalanche of letters from a very 
short LIFE story demonstrates once again 
the huge size of LIFE’s reading audience 
throughout America and much of the rest 
of the world—millions of people who re- 
member what they read in LIFE and are 
often prompted to act upon what they read. 


Most of this country’s leading automobile 


makers know this. That’s why they use 
LIFE’s pages to keep their names in the 
public memory until the day when they can 
resume production. 


Week in and week out, LIFE has more 
readers than any other magazine! 





Unused Tag Tax 
May be Added 
To Car Price 


HOUSTON, Tex. — Houston Auto 
Dealers Assn. has received the 
following opinion by Charles P. 
Siess, attorney in the district of- 
fice of OPA. 

“You inquire whether a_ used 
automobile dealer may add the 
unused portion of the license plate 
tax when determining the maxi- 
mum price for a used passenger 
automobile. 

“Section 8 of MPR 540 provides 
that there may be added to the 
maximum price for the sale of a 
used car the amount of any fed- 
eral, state, county or municipal 
tax, upon, or incidental to, the 
particular sale or delivery or pro- 
cessing in connection with such 
sale. There may also be added to 
the maximum price the amount of 
any federal, state, county or muni- 
cipal tax on the use of such car 
which applies to any unexpired 
part of the period the tax covers. 

“We think there is no question 
but that a dealer may add to the 
purchase price any unexpired part 
of such tax under our regulations. 
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We understand that there is some 
question about this since Texas 
has some statute which might 
prohibit a dealer from adding this 
amount, However, as far as the 
Office of Price Administration is 
concerned, it would not be a viola- 
tion of our regulations for a dealer 
to add it. 

“We might also add that we 
understand there has been some 
question concerning the warranty 
clause; that some dealers have 
been warranting the automobile, 
but did not warrant the radio or 
heater. This is incorrect, and when 
a dealer warrants the automobile 
it includes not only the car, but 
the radio and heater. If you know 
of any rulings that might have 
been given contrary to this, we 
think you should immediately cor- 
rect them.” 


Conder Is Promoted 


By Perfect Circle 


HAGERSTOWN, Ind. — W. Blair 
Hartley, general purchasing agent 
of Perfect Circle Co., announced 
last week appointment of Richard 
Conder as purchasing agent of the 
Hagerstown plant. He _ succeeds 
Robert Borst, who joined the Navy. 

Until his advancement, Conder 
was assistant purchasing agent. 
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Raine Takes Issue With Dezendorf 


Replies to General Motors Official’s Statement 


Criticizing Virginia Licensing Law 


Eprror’s Note: In a recent talk ,; mobile dealers throughout the —" Vehicle Dealer Licensir 


before the Automotive Trade 
Assn. managers, John E. Raine, 

general manager of the Automo- 

tive Trade Assn. of Virginia, took 

issue with a statement by N. 
C. Dezendorf, assistant to GM 
Vice-President Albert Bradley, 

published June 12 in AvutTomo- 
tive News. Dezendorf’s  state- 
ment had criticized certain pro- 
visions of the new Virginia Motor 

Vehicle Dealers Licensing law. 
Here is Raine’s statement to the 
ATAM: 

At the time I agreed to talk to 
you on the Virginia Dealer Licens- 
ing Law, it was my intention to 
refrain from any mention of any 
opposition or to the source of that 
opposition that the Virginia dealers 
encountered in securing the enact- 
ment of their law, and I am going 
to adhere to that intention, except 
for one very recent incident, and 
I refer to that incident, only be- 
cause it is misleading to the auto- 
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xy 


wr® 


United States. 


The incident to which I refer is 
the publication by the Avutomo- 
tive News in its issue of June 12 
of a statement, which I am in- 
formed by a representative of the 
AUTOMOTIVE NEws was given to 
the Automotive News by N. C. 
Dezendorf, of General Motors, 
about June 1, and which state- 
ment contains various arguments 
by Mr. Dezendorf in his opposi- 
tion to the Virginia Motor Vehi- 
cle Dealer Licensing Law and 
which statement purports to be 
one made by Mr. Dezendorf to 
the board of directors of our 
Association. 

On March 28, in company with 
top ranking officials of Chevrolet, 
Chrysler, DeSoto, Dodge, and Pack- 
ard, Mr. Dezendorf appeared be- 
fore the board of directors of our 
association and read a prepared 
statement of the objections of 
General Motors to the Virginia 
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Drop a hint in Business Week — and it will be heard ‘round the business 


world. 


Take the case of the invitation that was attached to the report ''Industry 


Plans Pensions” in the April 22nd issue — an offer of reprints, at a price: 


within twelve weeks, 1100 readers paid $2500 for nearly 21,000 re- 


prints. Extra copies which they bought for good business reasons. 


The editors had important things to say about pensions, things of sound 


business usefulness to management-men . . . and, as a perfectly natural 


sequel, Business Week's readers responded (as they continually respond 


to the substantial journalism of this unique business-news weekly). 


It's good to know that the things you say to these management-men are 


headed for such hint-sensitive, active minds! 


ln May, a nation-wide Ross Federal survey showed company presidents voting 


Business Week ‘the one magazine most broadly useful to me as a management- 


man in business.’ Such reader confidence and reliance on Business Week is going 


to be of very special value to advertisers in the hard-selling days ahead. 


THe 


NEWS-BASE 


OF 


MANAGEMENT'S DECISIONS 


w. 
In that statement, objection 
were raised to certain provision 


in our law, which provisions, while 


in the original legislative bill 

introduced on Feb. 18, were amené 
ed out of the bill on Feb. 29 and 
were not in the bill as enacte 
by our legislature on March 11, 


and of course, could not have been_ 


in our law on March 28 when } 


Dezendorf made his original state-” 


ment, and which provisions were 
not in our law when Dezendorf 
requested Automotive News to pub- 
lish that statement, two months 
later. 

This was called to Mr. Dezen- 


dorf’s attention at the time hem 


stated his objections to our la 

to the board of directors of ou 
association last March, and was 
acknowledged by Mr. Dezendo 

and so recorded by a court sten- 
ographer who was present at our 
meeting. 

To be specific, 
statements, the Automotive News 
on June 12 reports Mr. Dezendorf 
as saying: 

“But the most important objec- 
tion of all appears to me to be 
the word ‘induce’ in connection 
with Section 19 and 20.” 

The word “induce” referred to 
by Mr. Dezendorf was in the or 
iginal bill as introduced in our 


legislature, but was stricken from 


that bill on Feb. 29 and that word 
appears nowhere in our law and 
as stated before, Mr. Dezendorf 
was so informed of that elimina 
tion when he voiced his original 
Objections on March 28, yet he 
requests publication of that state 
ment about June 1, two months 
later, which is published by the 
Automotive News on June 12 and 
which statement still contains the 
basis for his most important ob 
jection. 


Another very prominent General 
Motors division official, at a very 
recent dealers meeting, in criticiz- 
ing the “vicious Virginia Motor 
Vehicle Dealer Licensing Law’ 
stated that “if one dealer violated 
the law, that all dealers handling, 
the same make car could be penal- 
ized to the extent of having their 
licenses cancelled and be put ou 
of business.” 


This statement would be ri- 
diculous were it not for the fact 
that some dealers, outside of the 
State of Virginia, hearing such a 
statement and from such a source, 
might believe it to be so. There 
is no section in our law which 
contains such a provision and no 
section could possibly be so 
interpreted. 

The dealers of Virginia, whom I 
have the honor and privilege of 
representing, have a law, the pro 
visions of which they are thorough- 
ly familiar, and a law of which 
they are justly proud and unde 
which their interests are benefited 
and protected and one which they, 
will defend, but it is not within 
my province to recommend or ad- 
vocate that the dealers of any, 
state should enact a dealer licens- 
ing law, and I have no desire to 
continue to take issue with Mr. 
Dezendorf, but it is not fair to 
Virginia or to the Virginia dealers 
or to the automobile dealers of 
America, for anyone to voice ob- 
jections to provisions in the Vir- 
ginia law when there is absolutel 
no basis in our law for such ob- 
jections. The article published in 
Automotive News may influence 
dealers of other states to be op- 
posed to licensing laws, but this 
misrepresentation only adds to the 
resentment of Virginia dealers 
against certain factory policies, at 
a time when I am trying to im- 
prove and harmonize factory dealer 
relations within our state. 


I have such a high regard for 
Mr. Dezendorf and for the other 
factory official to whom I referred 
and have such respect for their 
integrity and judgment, that it 
is my belief that neither Mr! 
Dezendorf or this other factory 
official have ever read the Virginia 
Motor Vehicle Dealer Licensing 
Law but have blindly accepted 
what someone else has reported to 
them. 


I know this to be the case with 
(Continued on Page 40, Col. 1) 
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“HELL hath 


no fury... 
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THAT NEWSPAPER | 
OFFICE | 


“like a woman scorned” says the poet. But a 
close runner-up is the man whose name was 
spelled wrong in the newspapers! 

His patronym is frequently pushed around 
painfully ona letter or the circulars that clutter 
up his mail box, on tax bills and jury notices 
... and he doesn’t seem to mind so much. 

But if his favorite paper slips a notch in his 
nomenclature—it’s a personal affront. Other 
people and institutions may err about his name, 
but a newspaper ought to know better! ... In 
fact, he feels that his newspaper ought to know 
everything, and be always right! And every 
good newspaper tries haftd and steadily to 
deserve his good opinion. 


Tits good opinion is hard for a paper to 
live up to—easy for an advertiser to profit by! 

Confidence in a statement is conditioned 
by thesource !And the mere presence of an 
advertisement in a good newspaper is a 
tacit testimonial of its truth. 


The repute of a good newspaper generates 
responsiveness in the reader . . . and generates 
action as well as attitude. 

The confidence of the public that a news- 
paper has its interests at heart . . . puts spurs 
and striking power in newspaper advertising. 

The asset is intangible, but gets acceptance 
for advertising that few other media afford. 
And it’s an extra, not present on the rate card, 
not added in the invoice. 


Reaper responsiveness... plus the fact 
that newspaper advertising is specific, provides 
place and price and opportunity to buy. . . is 
comprehensive enough to catch a large portion 
of the current demand ... and another reason 
why newspaper advertising sells! 

Make newspaper advertising part of your 


sales program—because it benefits by the 


bond between paper and reader... closes 
2) the circuit more quickly between prospect 


“>i and purchase. 


Che Philadelphia Anguirer 


«the first advertising medium of Philadelphia . 


advertising . . . and is available to any newspaper for reproduction or publication, without credit... 


. . This advertisement is one of a series in behalf of newspaper 


Nationat ADVERTISING REPRESENTATIVES: Osborn, Scolaro, Meeker & Co., New York, Chicago, Detroit, St. Louis; Keene Fitzpatrick, San Francisco 
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While Industry Suffers... 
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Tires Wasted by U.S., 
Truckers Charge 


stances cited, that wasteful and 
inefficient use of truck-tire stocks 
by governmental agencies is hurt- 
ing civilian truck users engaged 
in the war effort were leveled here 
at a meeting sponsored by the 
Central Motor Freight Assn. 

Harry Chaddick, president of the 
association and head of the Am- 
erican Transportation Co., said at 
the session that 7 percent of the 
public transport trucks in the Chi- 
cago area in addition to many used 
by truckers are inoperative because 
of lack of tires. 

“In one place,” Chaddick added, 
“the Navy has 100 trucks in stor- 
age, all equipped with tires. For 
about a year, these trucks were in 
an open prairie, and the tires were 
allowed to deteriorate so that a 
hole can be poked into them with 
a lead pencil.” 

At a warehouse in South Bend, 
Chaddick said, the WPB is holding 
50,000 heavy-duty truck tires for 
use on Army trucks being produced 
by Studebaker. He claimed that a 
thirty-day supply would be suffi- 
cient. 

According to Chaddick and other 
speakers on the program, 64 mem- 
bers of the association have been 
forced to tie up 605 trucks for lack 
of tires and are operating 8,848 


CHICAGO. — Charges, with na| 


New Process 
Of Reclaiming 
Rubber Found 


AKRON.—A new process that 
greatly improves. the reclaimed 
rubber needed for tires and hun- 
dreds of other war products was 
announced last week by John W. 
Thomas, chairman and chief execu- 
tive of Firestone Tire & Rubber Co. 


The new reclaim results in a 
substantial increase in both tread 
wear and body performance of 
victory tires, he said, and shows a 
decided improvement over old 
types of reclaim. 

Paul D. Bowers, of the company’s 
Memphis plant, developed the new 
process, which is called flash 
devulcanization, by which the 
scrap is exposed to steam at very 
high pressures. 

The shortened devulcanization 
time preserves inherent qualities 
and consequently produces a re- 
claimed rubber with high tensile 
strength and resistance to abrasion. 

These qualities make possible 
the substitution of flash reclaim 
for the small amount of crude rub- 
ber still needed in each synthetic 
rubber tire, and an important sav- 
ing of crude rubber results. 

Thomas also announced the dis- 
covery By Firestone of new tech- 
niques for reclaiming synthetic 
rubber. The quality of reclaimed 
synthetic rubber, Thomas said, is 
equivalent to that of natural rub- 
ber reclaim, and in some respects 
is superior. 


Goodyear Makes 
Better Brake 


AKRON. — Developments in the 
Goodyear single-disc airplane 
brake have improved this new de- 
sign to the point where it can be 
considered for far heavier planes 
than those previously equipped 
with it, it was announced last 
week by C. O. Bell, manager of 
the airplane division of Goodyear 
Tire & Rubber Co., Inc. Besides 
a saving in weight, lower mainte- 
nance and replacement costs are 
claimed for the Goodyear brake. 

Pioneer in the manufacture of 
airplane wheels and brakes, Good- 
year has been exclusively respon- 
sible for the development of the 
single-disc type, introduced to the 
light aircraft industry just before 
Pearl Harbor. 

Goodyear brakes of multiple-disc 
construction are now being used 
on airplanes of all weights and 


classes, but the single-disc type in| Medal of Honor, clasped hands with two Goodyear 
. Beck and John Cunningham. 


| 
the past has been restricted to| 


special purpose light planes. 


vehicles without spare tires. 
Delays ranging from aé_ few 
hours to several days are being 
caused by lack of spares, and fatal 
accidents have increased, it was 
pointed out. Needless “red tape” 
in securing tires was also charged. 


Goodyear to Build| 


Plant in Kansas 


For Army Tires 


AKRON, O.—Announcement was 
made last week by P. W. Litchfield, 
chairman of the board of Goodyear 
Tire & Rubber Co., of the award 
of the first of the construction con- 
tracts for a new tire-manufacturing 
plant at Topeka, Kan. 

The new factory, a Defense Plant 
Corp. unit, will produce tires of 
large dimension for the mecha- 
nized equipment of the fighting 
forces. It is expected to be com- 
pleted and in operation about Jan. 
1, 1945, according to the announce- 
ment, and will employ approxi- 
mately 400 persons when full pro- 
duction schedules are attained. 

A subsidiary company, Goodyear 
Tire & Rubber Co., of Kansas, Inc., 
has been established to operate the 
new plant. 

The factory is to be constructed 
saw-tooth style of brick and steel, 
and will provide 200,000 square feet 
of factory floor space. 

The main plant is to be 900 feet 
long and 150 feet wide and will be 
partially two-story. In addition, 
there will be a power house, ma- 
chine shop and other auxiliary 
buildings. 

W. D. La Due, of the Goodyear 
engineering staff, Akron, will be 
resident engineer supervising 
construction. 

An employment office will be 
opened in Topeka by Goodyear in 
the late autumn for the recruit- 
ment of the needed personnel. 
The resident plant manager and 
his staff will be selected and an- 
— by Litchfield at a later 

ate. 


Rubber Solves 
Battery Problem 


NEW YORK.—A _ microporous, 
wafer-thin rubber is now replacing 
wood in the manufacture of stor- 
age batteries. Its use as a plate 
separator makes possible for the 
first time the shipment of these 
batteries to all battlefronts in a 
fully charged condition but with- 
out the acid and water heretofore 
necessary to insure the electrical 
charge as well as the life of the 
battery. 


This material was developed by 
scientists of the United States Rub- 
ber Co. It has millions of tiny 
cells per square inch. Unlike wood 
it will not buckle should the pro- 
tecting acid and water mixture be- 
come low or completely expended. 

Postwar possibilities of this de- 
velopment make possible large 
shipments of batteries to distribu- 
tion points without the previous 
weekly recharge which was neces- 
sary prior to the present era. 
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PER CENT OF GR-S 


“SYNTHETIC RUBBER TREAD; CARCASS NATURAL RUBBER 


CHART ABOVE depicts the approximate percentage of s 
rubber used in various makes of tires. This grap 


thetic and natural 
was issued by Goodrich. 


Rationing No Nearer? 


Hawaiian Action on Used Cars Held 
To Have No Effect on Mainland 


By William Ullman 
Washington Correspondent 

WASHINGTON. — Rationing of 
used passenger automobiles, which 
has been expected momentarily 
since the placing of a price ceiling 
on such vehicles July 10, may be 
said to be just where it was sev- 
eral weeks ago, so far as being 
put into effect is concerned. 

It may be said to be some closer, 
however, since OPA is all set with 
rating procedure should Elliott 
Taylor’s office get the green light 
from the Office of Defense Trans- 
portation. It is just that much 

closer, but not a step nearer be- 
cause ODT has not yet made up its 
collective minds. And ODT is the 
agency that will have final say in 
the matter. 

It is not denied that used-car 
rationing is now under very seri- 
ous consideration at ODT, but it 
has not been decided upon. 
Should ODT finally conclude that 
rationing is necessary, it will be 
because that agency will be pur- 
suing its appointed task of get- 
ting vital transportation into the 
hands of essential users. 

Just how much rationing of used 
passenger cars will aid our ailing 
home front transportation problem, 
if it will aid at all, is what ODT 
is trying to determine right now. 
Facts and figures statements and 
statistics running the entire gamut 
of necessary information are being 
assembled and upon these will rest 
the decision. 

The question is how much can 
it be served by used passenger car 
rationing. 

That question is yet to be de- 
cided. Meanwhile the many con- 
jectures relating to rationing are 
mostly off the beam. 

Promptly following the an- 
nouncement that rationing of 
used passenger cars was to be- 
come effective in Hawaii Aug. 1, 
many persons jumped to the 
conclusion that such action was 


SYMBOLIC OF AKRON’S “Tires for Victory’’ program, Capt. Don Gonttio, 


ace of the U. S 
builders, Ra 


Air Force, and Cpl. James Slaton, holder of the Congressiona 


Tire & Rubber Co. tire 
“We'll build ’em, you use ’em,”’ 


vowed the tire builders after they had heard Capt. Gentile and Cpl. Slaton 
make impromptu talks to employes in the tire factory. 


directly tied up with OPA activi- 
ties here, and that the island 

move was a trial balloon for 
contemplated similar action at 
home. 

It was nothing of the kind. 

Elliott Taylor’s office knew little 
or nothing about it. 

ODT had no hand in it. 

The matter was handled by the 
office of James P. Davis, OPA re- 
gional administrator for the terri- 
tories, and was the result of con- 
ferences and agreements between 
Davis’ office and the Hawaiian 
motor car dealers. 

The automobile situation is far 
more serious in the islands than 
on the mainland. There they must 
do the best they can with the few 
cars they have. Because of water 
transportation difficulties, the ter- 
ritories have not shared to any 
extent in the rationing of new cars. 

In every respect the situation 
was clearer cut in Hawaii. Es- 
sential land transportation to the 
Hawaiian defense fronts is vital 
every moment and drastic regu- 
lations for car sales is impera- 
tive. 

In any event no inferences can be 
drawn in connection with plans for 
rationing here. Experience may be 
helpful but there was no money 
business. 

All of which this correspondent 
gathered from conversations last 
week with officials at OPA, ODT 
and WPB. 


New Officers 
Are Named by 


Testing Society 


PHILADELPHIA.—P. H. Bates, 
chief of the clay and silicate prod- 
ucts division, National Bureau of 
Standards, has been nominated as 
president of the American Society 
for Testing Materials, it was an- 
nounced last week. 

Arthur W. Carpenter, manager 
of B. F. Goodrich‘s testing labora- 
tories, has been nominated for the 
vice-presidency. Those named for 
the executive committee are: 

W. C. Hanna, chief chemist of 
California Portland Cement Co.; 
L. B. Jones, of the Pennsylvania 
Railroad test department; J. T. 
MacKenzie, chief metallurgist of 
the American Cast Iron Pipe Co.; 
J. G. Morrow, chief metallurgist of 
the Steel Co. of Canada, Ltd.; and 
Sam Tour, president of Sam Tour 
& Co 


Official notice of election will be 
given at the ASTM annual meeting 
June 28 in New York City. 


Ask Tax Rebate 


CHARLESTON, W. Va. — Dulaney 
Motor Co. of Wheeling, has filed a 
petition with the state court of claims 
asking an award of $301, which, it said, 
represented an overpayment of gross 
sales tax in 1937. 


Democracy is the American way of 
life; let’s keep it that way. 
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U. S. Rubber Nets’ 
$5,852,827 for 
Six Months 


NEW YORK.—The United States” 
Rubber Co. for the first six months 


'of 1944 reported net income of 


$5,852,827, after all charges, includ- 
ing provision for federal and 
foreign income taxes and renego- 
tiation of war contracts. This is 
equal, after provision for $4 in 
dividends on the 8 percent pre-— 
ferred stock, to $1.85 a share on the 
1,759,092 shares of common stock. 

This compared with net income 
of $6,912,466 or $2.44 a share on the 
common stock after all charges and , 
after provision for $4 in dividends 
on the 8 percent preferred stock 
in the first half of 1943. # 

Consolidated net sales, exclusive 
of the volume of business done for 
the government on a cost-plus-fixed 
fee basis, amounted to 219,373,621 
before renegotiation. 

Sales and income before taxes 
and renegotiation on regular opera- 
tions were greater than for the cor- 
responding period of 1943. Provi- 
sion for federal and foreign income 
taxes and renegotiation of war 
contracts amounted to $28,492,214. 

In commenting on the report, 
F. B. Davis jr., chairman of the 
board, pointed out that United 
States Rubber Co.’s $25,000,000 pro- 
gram to increase tire facilities for 
military requirements and for es- 
sential civilian needs is nearly 
completed. 

“The enlarged Fisk plant at 
Chicopee Falls, Mass.,” Davis con- 
tinued, “has just been placed in 
operation, and the _ reconversion 
and expansion of the Eau Claire 
(Wis.) plant will be finished soon. 

“The changing over of the Eau 
Claire plant from the manufacture 
of small arms ammunition to the 
building of tires at the request of 
the government is one of the first 
major reconversions of the war.” 

With its increased tire produc- 
tion, the Fisk plant will produce 
approximately 15,000,000 pounds of 
tire materials a month which is 
nearly double its previous capac- 
ity, it was announced. 


Bendix Sets 
A Record on 
Starter Drives 


ELMIRA, N. Y.—Starter drives 
for a variety of Army and Navy 
automotive, marine and stationary 
engines are being produced here at 
the highest monthly rates in five 
years, it was disclosed last week 
by the Eclipse Machine division of 
Bendix Aviation Corp., pioneer de- 
velopers and producers of engine 
starting mechanisms. 


“Deliveries of Bendix starter 
drives, including not only basic 
automotive units, but also a great 
many special adaptations designed 
to insure efficient operation of 
Army and Navy vehicles and boats 
under all weather conditions, have 
doubled since Pearl Harbor,” a 
company spokesman stated. 


“Both standard and many new 
combat-proved applications for 
specialized engine starting service 
will be immediately available in 
quantity to help speed conversion, 
after victory, to peacetime produc- 
tion in the automotive and marine 
industries.” 


The Eclipse division, which pio- 
neered nationally adopted methods 
for mass-producing such precision 
ordnance equipment as 20 milli- 
meter automatic aircraft cannon 
and delicate mechanical time fuses, 
has in readiness plans for rapid 
conversion to peacetime produc- 
tion to avoid waste motion in sup- 
plying the automotive industry 
with starting mechanisms which 
have been standard for 20 years, 
it was stated. 


MacKenzie Gets 
U. S. Rubber Post 


NEW YORK.—Stanley W. Mac- 
Kenzie has been appointed director 
of purchases of United States Rub- 
ber Co. to succeed George M. Tis- 
dale, recently elected a vice-presi- 
dent and member of the executive 
committee of the company. 

In 1920 MacKenzie joined the 
U. S. Rubber in New Haven. In 
1932 he became purchasing agent 
=. the mechanical division at Pas- 
saic. 


v 
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The text of this advertisement consists, in its entirety, of an unsolicited letter written by a midwestern school teacher to John Shuttleworth, editor of True Detective and Master Detective. 


March 16, 1944. 


True Detective, 
205 E. 42nd Street, 
New York 17, N. Y. 


Dear Sir: 

A few months ago, I was quite perturbed about what 
was happening in my school room. A petty crime wave was in 
full swing...small articles had a habit of disappearing 
into thin air as well as money and war stamps. It worried 
me a great deal and I talked constantly about ill-gotten 
goods, all to no avail. I tried in every way possible 
without actually resorting to Gestapo methods to find out 
who the guilty children were, but was stymied at every turn. 

On my way home from school one evening, I dropped 
into a drug store and saw a copy of True Detective 
Magazine. As I glanced through it, I noticed 
an article on juvenile delinquency which 
intrigued me. I purchased the magazine and read 
EVERYTHING in it, that night. I had never read 
a detective magazine before and was very favor-— 
ably impressed by the high caliber of the 
stories and articles it contained. The next day 
I decided to try an experiment. I took the 
copy of True Detective Magazine to school with 
me and placed it on our school book shelf. 


hands reached for it. That evening I visited a newsstand 
and bought enough True Detective Magazines for the 
entire room. 

The following two weeks I devoted our language 
periods to discussion of "Crime Does Not Pay and Why", 
stories from your magazine. I really was pleased and 
agreeably surprised how much the children had absorbed. 
During these two weeks not a single item had disappeared 
from the room! I hoped but with some misgivings that the 
lesson would be a lasting one...and believe it or not it 
was. Everything in our room is running on an even keel 
and best of all, NOT ONE CHILD has had a finger of 
suspicion pointed in his direction. Every month a new copy 
of True Detective joins the well-—thumbed ones already 
in our library. 

I wish to thank the Editors of your excellent 
publication for doing a splendid work to 
alleviate crime and stop potential criminals 
before it is too late. I really feel that is 
exactly what happened in my school room. Please 
accept my sincere thanks and hope that you 
will continue to pursue your objective 
making the world realize that crime pays only 
in misery, heartache and wasted lives. 


Very truly yours, 


* This is a photograph of the letter comprising 
the text of this advertisement. The original 
is in the files of the magazine. For oovious 

reasons identities have been withheld. 


Toco of the eigt MACFADDEN PUBLICATIONS 


The Measure of a Magazine's Wor s Its 
: eto Society ARUE DETECTIVE - MASTER DETECTIVE 


Hold on Its Readers and Its Value to Society 


When our reading hour arrived, I noticed all (name withheld)* 
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ODT Simplifies 
Applications 


For Trucks 


WASHINGTON. A simplified 
application form for use in ac- 
quiring new commercial motor ve- 
hicles, designed to expedite action 
on applications and to reduce the 
information required from motor 
vehicle Operators, was announced 
last week by the Office of Defense 
Transportation. 

These forms (ODT-663) replace 
the old application forms (WPB- 
663). While the old forms may be 
used until Sept. 1, ODT prefers that 
the new forms be used now so as 
to speed up action on applications. 

On all applications for light and 
medium trucks or truck-tractors 
(below 16,900 pounds gross vehicle 
weight), with the exception of bus 
chassis, it will not be necessary for 
applicants to show the make or 
model designation on the applica- 
tion forms, although they: may do 
so if they desire. However, it will 
be necessary to show the gross ve- 
hicle weight of the truck or truck- 
tractor which the applicant desires 
to acquire. 

It will not be necessary to show 
the make or model designation on 
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trailer applications, with the excep- 
tion of tank trailers; but it will be 
necessary to show the carrying ca- 
pacity of the trailer desired. 

All certificates of transfer issued 
for light or medium trucks or 
truck-tractors, with the exception 
of bus chassis, and trailers, with 
the exception of tank trailers, will 
be applicable to any make avail- 
able. On all applications for trucks 
or truck-tractors over 16,000 pounds 
gross vehicle weight it will be nec- 
essary to show the make, model, 
gross vehicle weight, etc.; and cer- 
tificates of transfer issued for 
trucks Over 16,000 pounds gross ve- 
hicle weight will be applicable only 
to the make applied for. 


National Bearing Buys 


Arrowhead Rubber Co. 

REDWOOD CITY, Calif. — Na- 
tional Motor Bearing Co. of this 
city has purchased the Arrowhead 
Rubber Co. of Los Angeles it has 
been announced by Lloyd A. John- 
son, president of National Motor 
Bearing Co. 

Insurance of a steady supply of 
synthetic rubber flanges for the 
bearing concern was announced as 
the purpose of the transaction. 


Others are profiting from AN Want 
Ads, why not you? See inside backcover. 


Faerun: OF THOUSANDS of B.F.Goodrich 
all-synthetic Silvertowns are now on the 
cars of essential drivers. The most conserva- 
tive estimate of the distance they have run ts 


four billion miles. 


Parke P. Bryson of Lancaster County, Penn- 
sylvania, is just one of hundreds of car owners 


who have written in from every state of the 
union to tell of their experience with these 
new tires. His car is in Constant use on many 
kinds of roads. He bought one of the first 
sets of all-synthetic tires. When this picture 
was taken, they had gone over 41,000 miles. 

No tires ever made can go that far without 
good care, and Mr. Bryson follows the simple, 
well-known rules of wartime driving. And 
others are reporting similar results. Many 
have written that they have had at least as 
many miles as they ever got from prewar tires. 


Such performance reports come from B. F. 


Goodrich Silvertown users because B. F. 
Goodrich has had more experience with syn- 
thetic rubber than any other manufacturer. 
No other manufacturer made and sold tires 
containing synthetic rubber before the war. 
Before any other manufacturer even started 
to sell them, those made by B. F. Goodrich 
had completed an 80-million-mile road test on 
the wheels of American cars. That extra ex- 
perience can save you money, give you extra 
value in the new tires you buy today. 


Britain Wants Trained Salesmen 


Dealers, Recalling Days When Social-Climbing Amateurs 
Wrecked Trade, Seek No Postwar Repetition 


By R. Walker 
Staff Correspondent 

LONDON—(UTPS)—British mo- 
tor dealers remember well the 
prewar scramble for car salesmen, 
the gamble which each successive 
recruit represented, the successes 
and failures which resulted from 
the haphazard policy of recruit- 
ment for social status and pros- 
pective contacts, rather than for 
inherent skill, ability, training and 
experience. 

Admittedly not every salesman 
was a misfit, but local dealers re- 
cruited badly to a great extent. 
The son of a local doctor, minis- 
ter or manufacturer who failed at 
his selected job, turned car sales- 
man. He held the job until he sold 
cars, or failed to sell cars, to his 
immediate circle of wealthier 
friends and relatives. There his 
abilities ended. 

This memory is pertinent at 
present in view of British plans 
for postwar recruitment to the sell- 
ing side of the industry. Already 
British dealers have plans for the 


It’s easy 


i extension of British car sales, and 

they want the best possible labor 
in the distributing field as in the 
manufacturing plant. 

Evidence of this changed atti- 
tude is shown in the stated policy 
of one of the biggest units in the 
field, the Dunlop Co. Speaking to 
the Institute of Motor Trade in 
London, H. L. ‘Kenward, Dunlop 
sales director, said: 

“We shall need a different kind 
of man with a different kind of 
training. Those who today are de- 
manding a return to prewar pro- 
cedures are either singing a swan 
song or are the heralds of a third 
world war.” 

The postwar setup, as seen by 
Kenward, will require vocational 
training establishments for each 
industry or group of industries, 
maintained by the industry and 
offering a technical training as an 
alternative to a scholastic educa- 
tion. 

Before the war British industry 
employed 1,385,000 workers. Among 
them are many of undoubted 


to find out by asking any B. F. 


Goodrich dealer. He’ll tell you just what to 
do, will fill out all the papers for you, help 
you get a tire certificate, give you advice 
about recapping, repairs and other things. 
Ask him how to make your present tires last 
longer. Ask anything and everything you want 


You may be eligible for these new tires. 


to know about tires. Just look for a B. F. 
Goodrich sign. Drive in today. The B. F. 
Goodrich Company, Akron, Ohio. noe 


VOR AR 


B.E Goodrich 


FIRST IN RUBBER 


ability but there is not, at this 
stage any suggestion that the fu- 
ture leaders in the industry should 
come from this prewar group 


Actually the Society of Motor 
Manufacturers has issued notice 
inviting applications from trained 
executives to accept heavy respon- 
sibility in the plans now being 
matured by British manufacturers. 


Under these plans, the best men 
available will be located through- 
out the world to cover the group 
interests of British automobile 
makers. Cairo has been indicated 
as One strategic point at which the 
industry will locate an office, with 


India and Australia other countries. , 


The industry group idea which 
is currently supported in the na- 
tional sphere will inevitably apply 
in the local sphere too. Whether 
some profession will be established 
such as car advisor, on the lines 
of the present stockbroker, or in- 
surance, income tax or legal ad- 
visor, giving service at a stated 
fee, or whether a mutually financed 
bureau representative of all the 
makers and dealers is established 
in the main centers is not yet 
known. It is equally possible (but 
improbable) that Britain will re- 
turn to unrestrained competition. 

The fundamental British com- 
mercial strategy, at home and 
abroad, is to repair the war rav- 
ages by planned marketing, by 
economical group representation, 
by limited competition and by ex- 
change of data helpful to the in- 
dustry as a whole rather than to 
one unit. 

Plans now afoot will ensure that 
salesmen are really salesmen and 
that the industry does not suffer 
from the troubles which made it 
a gamble rather than a profession 
in the hectic prewar days. 

The possible market in Britain is 
immense, since the British are not 
car owners to the extent that 
Americans and Canadians are. 
Given intelligent legislation there 
is a market in Britain for all the 
established makes. 

That knowledge and certainty 
that heavy taxation will rob a 
firm of any excessive profit it 
may take, will tend to curb hectic 
cut-throat trading and give the 
new breed of motor salesmen and 
their employers a chance to revive 
the profession on a new footing. 


Courses Help 
Extend Life of 


Farm Vehicles 


ALBANY, Ga.—Automotive equip- 
ment, including tractors and 
trucks, are holding out in this sec- 
tion of Georgia much better than 
had been expected, according to in- 
formation told in recent meetings 
of agricultural leaders here. 

Improved methods which farmers 
have acquired in handling trucks 
and tractors can be traced to a 
great extent, speakers said, to the 
course which the vocational agri- 
culture departments of southwest 
Georgia high schools have been 
conducting throughout the past two 
years. 

Classes in Albany and surround- 
ing towns have been carried on at 
night, with instructions being given 
farmers on the best methods of 
caring for automotive machinery. 

It was revealed that knowing 
how to make minor repairs and 
knowing the principles of “better 
automotive care” prevents or post- 
pones major repairs. The mechani- 
cal classes have been well attended, 
and interest in learning machinery 
and conserving has been high. 

Haley Farms, operated by W. B. 
and J. T. Haley and Sons, has 
found it advantageous to keep a 
mechanic employed for the pur- 
pose of keeping farm automotive 
equipment in  good_ condition. 
Smaller farms are, in some cases, 
using part-time mechanics, while 
ordinary farmers are the ones who 
have been learning how to care for 
their own machinery. 


Hodo’s First Birthday 


MONTGOMERY, Ala.— Hodo Motor 
Co., headed by D. W. Hodo, celebrated 
its first anniversary July 14. It is a 


| Dodge-Plymouth automobile and truck 


dealer. 


A 


— 
all 
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The Boeing Super-Fortress, which, in its first exploits, served notice on the war lords that no Axis citadel is safe from its bombs 


IGH HoPES follow the giant B-29 Super- 
Fortress into battle, wherever it may strike. 
And with good reason. 


This mightiest of all bombers dwarfs the 
biggest of previous “heavies’”—in size, range, 
speed, ceiling and hitting power. 


It is manned by crews whose flying and bomb- 
ing skill has made itself felt on every front from 
Normandy to the Jap mainland. 


“Body” Sections Are Hudson-Built 


These dreadnaughts of the air have to be built 
right. And to Hudson has been entrusted not 
only the large scale manufacture of the huge 
outer wings, but the even more important 
assignment of producing three fuselage sections 
which comprise nearly half of the 98-foot 
“body” of this giant plane. 


In addition to the substantial contribution 
Hudson is making to the B-29 bomber program, 
there is also pouring from Hudson plants an 
endless stream of wings for Curtiss Helldivers; 
wings for new Lockheed fighter-bombers; arm- 
ored cabins for new Bell Kingcobras and a wide 
variety of other important war matériel. 


We are devoting to these tasks all the expe- 
rience of a veteran organization to which high 
precision workmanship has become a habit. 


OUR PLANTS ARE DEDICATED TO WAR 


HUDSON 


MOTOR CAR COMPANY 


DETROIT 14, MICHIGAN 


35 Years of Precision Manufacture 


Wartime driving 4as put automobiles to the severest test 
of all time. And Hudson owners have learned that their 
cars were truly “built to serve better, last longer and cost 
less to run.” Tens of thousands of extra trouble-free miles 
are proof of the value...to owners... of extra accuracy 
and care in manufacture. 


PRODUCTION...OUR DEALERS TO MAINTAINING WAR 


AR PRODUCTION is Hudson’s No. | Job 

V4 today. It shall go on, without pause, until 

Victory—along with the also important job of 

maintaining essential transportation on the 
home front. 


Hudson’s future, however, is in the automo- 
bile business. When the time comes, our com- 
bined peace and wartime experience will be 
turned immediately to the production of finer- 
than-ever Hudsons—backed by a sound, com- 
plete and well balanced marketing program. 


These cars will be sold by a well trained, 
hard-hitting organization, set to produce large 
volume under a franchise that will be fair, 
modern and profitable. 


Opportunity lies ahead—an opportunity, we 
believe, which has never come before and which 
will never be seen again in our lifetime. 
Hudson will be ready for it. 


Hudson workers, who have 
twice won the Army-Navy 
Production Award, and who 
fly the Bull’s-eye Flag for 


bond purchases, urge you to 


BUY WAR BONDS TO THE LIMIT 


TRANSPORTATION 
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Paint Industry Sees Boom 


In Automotive 


WASHINGTON. In the automo- 
bile industry's plans for larger- 
than-ever vehicle production as 
soon as its war job is finished, the 
paint industry sees greatly ex- 
panded markets for its industrial 
finishes. 

Paul G. Hoffman, Studebaker’s 
president, has predicted a market 
of 18 million cars and trucks in 
the first three years after recon- 
version has been completed. This 
amounts to a 70 percent increase 
over the three years prior to 1941 
and reflects the percentage of in- 
creased demand for special pro- 
duction finishes. 


Working to check 


Lockwood Gets Ad Post 


In Chrysler Division 

DETROIT. President David A. 
Wallace, of the Chrysler Division, 
Chrysler Corp., has announced the 
appointment of C. C. Lockwood as 
advertising business manager of the 
Division, reporting to George Miller 
sales executive. 


its potential 


Mark ket 


markets of the future in the at- 
tempt to aid in increasing employ- 
ment, the Postwar Planning Com- 
mittee of the National Paint, Var- 
nish and Lacquer Assn., has re- 
cently completed a study of the 
automotive industry’s prospects 
and an analysis of ways in which 
the paint industry can render more 
efficient service in the future. 


Color, in the form of gleaming 
finishes, it finds, will again be a 
trump selling card of the automo- 
tive industry. “Slim-lined, colorful 
vehicles will be a joyous eyeful for 
the men who have been driving 
dun-colored jeeps as well as for 
civilians who have kept rolling 
with retreads and a prayer that 
their faithful jalopies would not 
join the 5,000 cars now leaving the 
road daily,” the study said. 


Manufacturers of industry fin- 
ishes, long skilled in creating 
specialized finishes for specific pur- 
poses have, as a result of war as- 
signments, even more skill to bring 
to the task of developing new 
finishes for tomorrow’s trucks and 
cars, it was stated. 


L. E. JOHNSON (left), general man- 
ager of Harbor Chevrolet Co. in Lon 
Beach, Calif., ‘congratulates Buc 
Pryor, service salesman, on_ selling 
Ly 219.16 worth of customer labor, and 

360.76 worth of parts during June. 
According to Johnson, this performance 
is a new high record for service sales- 
men in the United States. During this 

riod, Pryor also sold 54 5,000-mile 
ubrications. 


Va. Trade Assn. Moves 


To Larger Quarters 
RICHMOND, Va. — Because of 
increase in volume of work, the 
Automotive Trade Assn. of Vir- 
ginia has moved to larger quarters 
in the Merchants National Bank 
Building, 1103 East Main St., op- 
posite the post office in Richmond. 


one does it-in Philadelphia 


The people of Philadelphia are easy to reach because one news- 


paper is read daily by nearly 4 out of 5 Philadelphia families. 


That newspaper has a circulation in excess of 600,000, the largest 


evening newspaper circulation in America. Which means that the 


country’s third largest market is substantially covered by one news- 


paper—and that newspaper is The Philadelphia Evening Bulletin. 


In Philadelphia—nearly everybody reads The Bulletin 


Early Action Asked... 


NAM Offers Program 
On U.S.-Owned Plants 


NEW YORK.—Plants and equip- 
ment not needed for war purposes 
should be returned to private in- 
dustry for production of civilian 
goods at the earliest possible date 
after men and materials are avail- 
able, the National Assn. of Manu- 
facturers urged last week in a 12- 
point program for disposition of 
government-owned plants, equip- 
ments and supplies. 

Formulated by an_ association 
subcommittee on disposal of war 
surpluses, headed by Charles W. 
Loos, vice-president, Curtiss-Wright 
Corp., and formally approved by 
the NAM board of directors, the 
program’s highlights are: 

1. The primary problems are the 
military security of the United 
States and the provision of em- 
ployment. 

2. The maximum employment will 
not be created unless plants and 
equipment not needed for military 
purposes are used in private pro- 
duction at the earliest possible 
date. 

3. Congress should establish a 
seven-man Surplus War Property 
Commission, independent of exist- 
ing agencies. This commission 
should be given authority of all 

| property acquired for war use, 
‘and not needed for national de- 
.fense. The commission should be 
| composed of members having at 
| least five years industrial or mer- 
| chandising executive experience. 
The commission should select its 
chairman, designate its secretary, 
!'and have power to employ techni- 
; cal assistants. 
| 4, A joint board of the armed 
forces should stipulate which gov- 
ernment-owned property and sup- 
| plies, including merchant vessels 
‘are needed for national defense. 
5. All government agencies and 
' departments 
| acquired for war use should estab- 
{lish inventory records. As soon 
' as property becomes surplus, the 
record thereof should be trans- 
ferred to the Surplus War Prop- 
erty Commission. 

6. Guides used in disposition of 
surpluses should be the _ rapid 
maximization of post-hostility em- 
ployment, the effects on existing 
enterprise, and the interests of 
the taxpayers. 

7. Surplus property might be dis- 
posed of by lease, with or without 
purchase or renewal options. 

8. Quantities of equipment and 
supplies released for sale should 
be in lots which would permit 
participation by small as well as 
large manufacturers, wholesalers 
and retailers, with price differ- 
entials between small and large 
lots limited to actual differences 
in cost of handling. 

9. In order to protect private 
enterprise from unfair competi- 
tion, it should be provided that 
disposition of any class of property 
would be made only after receiving 
the advice of a committee repre- 
senting the industry most directly 
affected. 

10. Surpluses held outside the 


possessing property | 


continental United States, its ter- 
ritories and possessions, compe 
tive with products of the U. S. 
should be disposed of abroad so 
far as possible. Such goods sole 
should be prevented from subse- 
quent entry into the U. S., terri 
tories and possessions. 

11. Recognizing the devastation 
which will have taken place 
throughout the world, the commis- 
sion would have the authority to 
dispose of surpluses in reconstruc- 
tion and rehabilitation through 
Other agencies created for such 
purposes. 

12. The armed forces should be 
advised by Congress that it is 
the national policy that the ar- 
senals and navy yards should con- 
tinually be maintained in accord- 
ance with the best technique and 
developments, with the understand- 
ing that as far as feasible private 
manufacture would be utilized for 
all production. 


Death Defying 
Thanks to Chrysler Shells, 


Dogs Brave Gunfire 

DETROIT.— Recent news dis- 
patches from the Normandy front 
have mentioned the Army dogs 
used on patrol duty and in “Jerry 
hunting” in the wheatfields and 
hedgerows of the “scrambled” bat- 
tlefields. 

They tell how these dogs leap 
into the muzzles of blazing pistols 
and rifles to bring down the enemy. 

Chrysler’s Evansville ordnance 
plant is partly responsible for the 
training of these dogs, it was re- 
vealed recently by General Man- 
ager Charles Jacobson. 

The plant fabricated 5,000,000 
rounds of special ammunition to 
be used in training the dogs. Dog 
| training ammunition is primarily 
45 caliber blanks. 

When a dog is selected for train- 
ing, one of his first ‘treatments’ is 
against gunfire fright. Blank cart- 

ridges are first fired over his head 
until he no longer flinches, then 
‘are fired into his face at close 
range until the dog is convinced 
‘they are harmless. 

As a result they fearlessly come 
to grips with the enemy. 
iat ot en 


Hazlett Is Appointed 


'J & L Sales Chief 
PITTSBURGH.— Jones & Lau- 
ghlin Steel Corp. announces the fol- 
lowing changes in its organization: 
Lewis M. Parsons has resigned 
as a director and a member of the 
executive committee, and as vice- 
president in charge of sales, of the 
' corporation. 
| Adam J. Hazlett, general man- 
ager of sales, has been elected vice- 
president in charge of sales of the 
corporation. 
| John W. Reavis, a member of 
the law firm of Jones, Day, Cock- 
ley and Reavis, of Cleveland, has 
been elected a director of the 
corporation. 


EXICO CITY 
and Monterrey 


American Airlines provides swift, daily service to these impor- 


tant Mexican cities. Please make reservations well in advance. 


Call the nearest American Airlines Office 


AMERICAN AY 


7 AIRLINES % 


ast 
ROUTE OF THE FLAGSHIPS 
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PARTNERS FOR PROGRESS 


419 dealers have flown the Goodyear flag 
for 25 years or more . . . 1269 for 20 years 
or more ... 2594 for 15 years or more . 
4268 for 10 years or more . .. a record of 
long and successful association unmatched 
in the industry. 


n 


Some of my friends said it couldn’t be done — not right 


now anyway, when I started modernizing my four Detroit 
stores. Well, I think these pictures speak for themselves! 


**My men really went to town in cleaning up outside 
and inside, following a pattern advised by Goodyear. We 
built up our line of car and home supplies and redesigned 


all our displays. 


“Our stores now are clean and neat and streamlined 
for new business. They make it easy for customers to 
buy. And results already show that’s exactly what cus- 


tomers want. ae 


, 


eee 


GoopvEar is and will continue to be the leading 
“Dealer Company”—in fact as well as in name 
and reputation. 


It is our policy to give Goodyear Dealers 
active support and useful selling help. We offer 
to all the benefits of our wide experience in mer- 
chandising — covering store fronts, floor layout, 
identification, displays, advertising, store fixtures 
and store lighting. 


All this is one small part of a continuing pro- 
gram of all-out merchandising aid set up to help 
Goodyear Dealers do a good selling job today — 
and a bigger and better one tomorrow. 


For many years, the Goodyear franchise has 
been the most valuable and the most valued in 
the industry. But all sales-and-service records of 
the past are bound to be surpassed in the future 
— and, we sincerely hope, in the very near future. 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 
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Plant in Elmira 
Shifted to Bendix 
For B-29 Output 


ELMIRA, N. Y.—Appointed as 
Official operating agency for the 
United States Army Air Forces, 
Eclipse Machine Division of Bendix 
Aviation Corp. will take over 
operation of the Navy-Remington- 
Rand “N” plant here, to expand 
mass production of vital new 
equipment for the B-29 Super- 
Fortresses, it was disclosed last 
week. 

Production of the new equipment, 
developed by Bendix and Eclipse 
experts over a period of 15 years 
in conjunction with Army Air 
Forces engineers will get under 
way as soon as possible, it was 
stated in a ‘joint announcement by 
Eclipse and the Army Air Forces 
officials. 

Carl L. Norden Co., which has 
operated the plant as managing 
agent for the Navy since Nov., 1943, 
now is gradually terminating its 
production of Norden bombsights, 
having fulfilled the Navy’s re- 
quirements, it was recently 
disclosed. 

As soon as accountability for the 
structure officially passes from the 
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Navy to the Army Air Forces, the 
factory will be designated as 
“Eclipse Plant No. 3,” it was stated. 
The division operates two other 
Bendix-owned plants in Elmira. 

More than 400,000 square feet of 
floor space in the newly acquired 
plant will be utilized mainly for the 
multitude of precision manufactur- 
ing processes involved in mass pro- 
duction of the new B-29 equipment, 
Eclipse officials said. 


Eclipse also will continue pro- 
duction of 20 millimeter automatic 
cannons, mechanical time fuses, 
ordnance equipment, aircraft mag- 
netos and Bendix starter drives. 


The plant to be taken over by 
Eclipse was built by the Navy 
Bureau of Ordnance and completed 
late in 1942. Production was 
launched by Remington-Rand, Inc., 
in the summer of 1943. 


In Nov., 1943, the plant was 
turned over to the management of 
Norden Co. 


Extruding Explained 


Comprehensive data for industrial 
engineers and designers about’ the 
process of extruding, and products 
that can be made thereby from natural, 
synthetic and reclaimed rubber and 
from plastics, is contained in a new 
12 page illustrated catalog just issued 
by the industrial products division of 
B. F. Goodrich Co., Arkon. 


A Glance at Postwar World... 


Upham Asserts That Transportation 
Must Employ a Million More Men 


WASHINGTON.—To hold up its 
end in meeting postwar employ- 
ment demands, highway transporta- 
tion alone will have to provide 
about one million more jobs than 
it has ever done before, accord- 
ing to studies of the American 
Road Builders’ Assn., made public 
here last week by Charles M. Up- 
ham, engineer-director. 

Such an increase would swell 
employment in highway transporta- 
tion to approximately eight million 
workers, Upham declared. 

“Prior to the war,” said Upham, 
“highway transportation, which 
includes automotive and acces- 
sory production, employment in 
garages, salesrooms, filling sta- 
tions, bus and truck drivers and 
highway construction and main- 
tenance workers, totaled approxi- 
mately seven million, or about 
one-seventh of all people gain- 
fully employed. 


“Various estimates have been 


individuals on the postwar job 
need. The records show that in 
1940 there were approximately 46 
million people working and eight 
million people either jobless or 
engaged in emergency work. Au- 
thorities are in general agreement 
that the postwar labor force will 
total approximately 56 million. On 
that basis it is obvious that jobs 
must be found for from nine to 10 
million more workers than were 
employed before the war.” 

Upham predicted increasing 
doubt as to whether business and 
industry can provide the jobs 
needed when 10 million servicemen 


| made by authoritative agencies and 


‘and 20 million war workers are 


released. 

“Public works construction 1s 
now appearing as an urgent 
necessity to supplement employ- 
ment by business and industry 
even though prewar activity is 
materially exceeded,” he declared. 


Green gold... not just the basis of a lawn 
or a base for a golf ball, but national resource 


No. 1, responsible for more Westward emigration 


than Sutter’s gold... Now the current agricultural 


revolution re-discovers new values, virtues, strains 


and species in GRASS!... Names meaning nothing 


to city dwellers... Lespedeza, Ladino, Fescue, bromes, 
vetches, Sudan, redtop, birdsfoot trefoil, bluestems . . . hold 
new hope and profit for farmers... Antidote to 


erosion, soil restorer, prime source of proteins plus 


vitamins A, B1,D,G... grain saver, cutting the cost 
of beef, milk, mutton, pork . . . superior poultry feed 
when silaged with molasses, best potential profit crop 


on the best land—GRASS! 


New strains, seed combinations, new techniques 


of planting, grazing, harvesting are under test in the 


agricultural colleges, experimental stations, thousands of 


pasture lots... the widest research in history, exceeding 


in scale and significance any single industry effort! . . . 


Reported regularly by SuccessFuL FARMING is the new 


saga of grass as prime business news for the nation’s most 


progressive farm group... for the profit of 42% of the 


fi 


« 


irmers in the thirteen Heart states plus Pennsylvania 


and New York... farm families with better land, more 


power lines, more electrically lighted homes and the largest 


investment and cash income of all US farmers! 


Free from many urban expenses, major sustenance 


well secured, this SF audience has a larger margin for spending 


or saving than most high-bracket urban incomes, represents the 


world’s best, ready peacetime market for new cars, used 


cars, light trucks, tractors, farm machinery . . . And 


SUCCESSFUL FARMING represents the best, direct and 


productive approach to the best farm prospects . . . 


a medium that intelligent management will not 


ignore for postwar volume and profit . . . Ask for 


supporting evidence! . 


. . SUCCESSFUL FARMING, 
Des Moines, New York, 


Chicago, Atlanta, 


San Francisco, Los Angeles. . . 


“Soundly planned public works 
projects, which will stand the tes 
of need, are an excellent means of 
supporting and extending private 
enterprise. 

“Highway transportation ranks 
head and shoulders above other in 
dustries as an employer, yet that 
entire industry is dependent upo 
public works—good roads and 
streets. It is doubtful that even 
the prewar employment level o 
the industry can be reached unless 
a large scale road and street con- 
struction program is initiated. 


“Highways, inadequate before the 
war, are in such condition that 
postwar traffic will be greatly dis- 
couraged unless a widespread im- 
provement program is adopted.” 
Upham warned. He stated that “un- 
less congestion is removed from 
the cities and rural roads improved, 
and unless motor vehicle death and 
accident rates are reduced, car 
sales, highway usage and highway 
transportation jobs will suffer,” 
adding: 

“Road and street construction 
constitute the backbone of public 
works construction. Importantly, it 
is vital to the nation’s economic 
health in that it provides a multi- 
plicity of jobs benefiting workers 
in many other industries including 
the railroads, mines, mills and fac- 
tories. Given a chance, highway 
construction will enable the overall 
business of highway transportation 
to take up its share of postwar 
employment.” 


Convair Plants 
Tops in Efficient 
Plane Output 


SAN DIEGO, Calif. — Consoli- 
dated Vultee Aircraft Corp.’s San 
Diego and Fort Worth plants now 
hold the two top positions in the 
United States in the efficient pro- 
duction of heavy bombers, Harry 
— president, revealed last 
week. 


Official War Production Board 
figures show the company’s Fort 
Worth division has achieved a re- 
duction of 56 percent in manhours 
required to build B-24 Liberator 
bombers to advance from ninth 
place to a position second only to 
the parent San Diego division. 


“This is the result of steps taken 
recently to further improve the 
already good production record,” 
Woodhead said. 


Daily output per man doubled in 
a five-month period at Fort Worth, 
enabling the plant to achieve an 
extraordinary reduction of 51 per- 
cent in personnel involved directly 
in B-24 production. During the 
same period the plant’s Liberator 
output, scheduled rigidly by the 
Army Air Forces, climbed 1.4 per- 
cent. This represents probably the 
most rapid manhour reduction in 
history of the B-24’s manufacture. 


The Fort Worth plant, in addi- 
tion to rolling Liberators from a 
long, continuously-moving assem- 
bly line, also is building four other 
Convair-designed types of aircraft, 
all as large or larger than the B-24, 
most of which still are restricted as 
to details by military censorship. 


Differential Corp. 
Appoints Oltman 


DETROIT.—Charles S. Ash, 
president of Differential Wheel 
Corp., announces the appointment 
of L. M. Oltman 
as staff executive 
in charge of the 
truck and bus di- 
vision. 

Oltman will 
handle the intro- 
duction of the 
new heavy duty 
front axle with 
steering dual 
wheels. 

For the _ past 
seven years Olt- 
man was with 
Dodge division, Chrysler Corp., as 
a truck sales executive. 


v 





his is a vital 
Military Road. 
Enemy dynamite 
has made 


it Useless. 


This is a Power 
Shovel that can 
clear the Road 
and level the 


Hill in no time! 


Thanks to Superfinish 
this engine has the 
Smoothest moving parts 
in the world. Now the 
Shovel can dig harder 
with fewer repairs... 
speeding the road 

to Victory! 
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This is an 
important Air- 
field. A low Hill 


makes landings , b 


and takeoffs jm 


te 
> 3 


Dangerous. 


2. 


Its power comes 


from a mighty 


Chrysler Industrial ‘ 


engine that’s Super- 
finished like the 
engine in your 


Chrysler car. 
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Superfinish was 
developed in 1935 by 
Chrysler Division 


WAR PRODUCTS OF CHRYSLER DIVISION 
Industrial Engines «+ Marine Engines 
Marine Tractors «+ Navy Pontoons 
Harbor Tugs - Anti-Aircraft Cannon 
Parts - Tank Engine Assemblies - Tank 
Parts - Airplane Wing Panels « Fire- 
Fighting Equipment « Air Raid Sirens 
Gun Boxes «+ Searchlight Reflectors 


CHRYSLER 


DIVISION OF CHRYSLER CORPORATION 


The nation-wide Chrysler Dealer 
Organization offers owners 
service facilities to meet their 
wartime transportation needs. 


BACK THE ATTACK WITH WAR BONDS! 
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Speeds Plane Output | 


Consolidated Develops 
‘Toolite’ Substance 
NEW YORK.—An extraordinary 
new plastic, lighter than mag- 
nesium, is now being used to 
speed aircraft production, accord- 
ing to Consolidated Vultee Aircraft 

Corp. 

Used to form tools, the new 
substance is called “toolite’ and 
was developed by Emric W. Ber- 
ger, chief of manufacturing re- 
search for the company. A thermo- 
setting plastic, toolite is not a 
substitute for metal although it 
possesses physical properties super- 
ior in some respects to either 
aluminum or steel. 

Principal advantage of the new 
plastic is speed in fabricating 
form blocks, dies, drill jigs and 
fixtures. Cast to close tolerances, 
valuable time of machinists is not 
required in finishing toolite forms. 

Compressive strength of the plas- 
tic is said to range from 10 to 20 
thousand pounds per square inch, 
it can be cast to within 1/32 of an 
inch of an exact size and can be 
machined with the same facility 
as hard wood. 
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‘Canadian Transport Men Fearful... 


'Ask Federal Curbs 


BEN TRAVIS and William R. Cornelius recently opened a Chrysler —— 
8 


in this modern building at 4242 Crenshaw Blvd., Los Angeles. 
of good used cars was among their assets when they opened their doors. | 


WPB Releases 
Building Parts 


WASHINGTON.—The War Pro- 
duction Board has removed restric- 
tions on the sale of 26 types of con- 
struction equipment and made 
other changes to decrease paper 
work in the administration of 
Order L-192, which controls the 
manufacture and distribution of 


A fine stoc 


construction machinery, equipment 
and repair parts. 

Included are: 
Angledozers 
(for mounting on tractors of 25 
drawbar H.P. or less); bulldozers 
and modifications (for mounting on 
tractors of 25 drawbar H.P. or 
less); graders, under truck type 
(for mounting on tractors of 25 

H.P. or less). 


Others are profiting from AN Want 


Ads, why not you? See inside backcover. 


and modifications 


MONTREAL. Unless govern- 
ment limitations are imposed, there 
is a danger that railways will 
create a “complete monopoly of 
land transportation” through estab- 
| lishing highway services, the Ca- 
nadian Automotive Transport Assn. 
stated in a brief presented to the 
‘Canadian House of Commons re- 
construction committee. 


The brief said the entry of 
| railways, into the field of high- 
way transportation should, in the 
public interest, be limited to the 
extent that they will only be 
permitted to operate highway 
services as part of a combination 
of through rail-highway traffic. 
“The motor transport industry 
is unique in that it allows thou- 
sands of individuals to operate 
their own business on a sound 
| basis,” said the brief. 

“This opportunity to re-establish 
many present members of the 


Never Underestimate the Power of a Woman! 


The normal “working force’ of women in the United States 
(according to 1940 figures) is 13,000,000. 


me JOURNAL 


armed services will be minimized 
if the railways are permitted to 
control or become large highway 
operators.” 

Federal legislation to control 
railways’ expansion in highway 
traffic should be passed, the report 
advised. 

Other recommendations were: 

That regulation of interurban 
motor freight carriers be re- 
turned to provincial authorities 
at the earliest moment after the 


war. 

That surplus automotive equip- 
ment and supplies for sale after 
the war should be sold by the gov- 
ernment through regular trade 
channels at fair prices. 

That the three cent federal gaso- 
line tax be removed, with the as- 
surance such “discriminatory 
taxes” will not be imposed in the 
postwar period. 

That truck traffic be allowed on 
trans-Canada highway sections 
running through national parks in 
western Canada. 

That, the federal government 
should repeal sections of the Trans- 
port Act which permit railways to 
enter into individual agreements 
with shippers on charges. The 
brief said the sections gave the 
railways a weapon by which they 
could use their financial resources 
to institute “ruinous competition” 
with highway transport. 

That customs regulations be 
amended to permit trucks to carry 
“in bond” goods in transit to facili- 
tate traffic between Canada and 
the United States. 

From the 70,000 employes of “for- 
hire” interurban carriers, about 
32,000 men have enlisted in the 
services, said the brief. 

In the task of re-employing 
these men, it was proposed to set 
up a registry within the industry 
of men returning who through 
prewar or war experience will be 
adaptable to the needs of the in- 
dustry. This, together with a 
short vocational training  re- 
fresher course, established with 
government cooperation, should 
assist in the readjustment to 
civilian occupations. 

“At least 15,000 will be needed 
to fill the current manpower short- 
age,” said the brief. 

“The remainder will be employed 
as a result of an anticipated in- 
creased demand for motor trans- 
port services and to replace the 
many persons now employed in 
our industry who will, no doubt, re- 
turn to prewar non-essential occu- 
pations.” 

The brief said commercial motor 
vehicle registrations rose from 
9,611 in 1918 to 248,094 in 1943, with 
the investment in terminals and 
equipment operated by the owners 
of these vehicles estimated at about 
$500,000,000. 

“In the neighborhood of 450,000 
persons (nearly three times as 
many as those employed by all 
railroads in Canada) are directly 
employed in their operations and 
Maintenance,” it continued. 

The Alaska Highway was termed 
a “shining example” of how motor 
trucks can be utilized to open up 
new territories faster and more 
economically than any other type 
of transportation service.” 

The association said it was in 
favor of interurban carriers co- 
ordinating their plans with those 
of other industries which made 
submissions to the reconstruction 
committee. 

“We note with regret, however, 
that the railways and railway 
labor unions have seen fit, in 
their briefs, to try to bulldoze 
your committee, and especially 
the public, by singling out our 
industry for special and unwar- 
ranted attack,” the brief said. 

The railways had contended mo- 

tor transport should be regulated 
and. controlled as a service both 
complementary and supplementary 
to railway service, but the associa- 
tion brief said such regulation 
should be influenced solely by the 
public interest. 

“The motor transport industry 
is in favor of cooperating with the 
railways to coordinate rail and 
highway services but such a 
scheme should be based on equality 
of direction,” said the brief. 


v 
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our of Every 


cars and trucks in use today is a Chevrolet! 


—all the more reason why Chevrolet 
dealers the country over take pride 
in living up to this pledge: 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 


BUY MORE SPEED THE VICTORY 
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Ford Technique 
Adds Strength 
To Landing Gear 


DEARBORN.—Returning from a 
bombing raid over Nazi fortifica- 
tions and industries, crew members 
of a Ford-built B-24 Liberator 
bomber stake their lives and 
$180,000 worth of airplane on the 
ability of the landing gear to 
“carry the load” as the great ship 
glides to rest. 

Sometimes the landings are 
rough. Enemy flak may have car- 
ried away control surfaces, or 
jammed the controls so that the 
utmost combined strength of the 
pilot and co-pilot is needed to keep 
the ship level. Sometimes one or 
more of the engines is deadweight, 
making the approach difficult . 

Bearing the brunt of the shock 
as the heavy craft lands is the cen- 
tral unit of the landing gear, a 
steel casting called a pivot. 

Ford pivots merit the faith of 
bomber crew members, because 
each one represents years of ex- 
perience in the art of centrifuga 
casting—the casting of high-quality 
steel in a spinning mold. In this 
process, centrifugal force whirls 


the molten metal to the outside of 


In the “Queen's” kitchen stainless 
steel now goes § times as far! 
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on tour of the United States, visited with C. 
Calderon is a distributer 


Export division. 
DeSoto cars in his area. 


the mold, resulting in a more uni: 
form casting with fine structure. 
The process of casting metal 
centrifugally was conceived about 
1809, but was not applied commer- 
cially until the Twentieth Century. 
It was not used widely until in 
comparatively recent years, when 
Ford was among the first to apply 
it to production of automobile 
parts. In May. 1937, Ford began 
casting transmission cluster gears 
and ring gears by this method, and 


Another triumph for 


America’s know-how 


with metals... 


Everywhere in the galley of that queen of 
the seas—the aircraft carrier—there’s the 
gleam of stainless “‘clad”’ . . . on tables and 
lockers ... around ranges and refrigerators. 

What a time and work saver it is. One 
wipe and it’s clean. Truly, the ‘“Queen’s” 
kitchen is demonstrating a trend that the 


nation will follow when 


the war is over. 


Stainless steel is a costly and critical 
alloy—so American ingenuity has found a 


way to make it go five 


times as far! 


The Ingersoll Division of Borg-Warner 


has perfected a means 


of wedding a thin 


surface of stainless steel to a much less ex- 
pensive low-carbon steel base. This eco- 
nomical new “‘IngAclad”’ is being produced 
for the galleys of our aircraft carriers and 
for many other wartime needs. 

**IngAclad” is one of a hundred products 
that pour from the mills and factories of 
Borg-Warner into the hands of our armed 
forces. And all give evidence that our fight- 
ers are getting the finest. 

For years Borg-Warner’s many units 
have made a vast variety of essential equip- 
ment for the farm and home and for trans- 
portation . . . products that benefit almost 
every American every day. 


Partners with the automotive industry 
from the start, Borg-Warner supplies 
these and other essential parts... 


TRANSMISSIONS = TRANSFER GEARS 


SYNCHRONIZERS CLUTCHES 
UNIVERSAL JOINTS AND 
FLUID COUPLINGS 


OVERDRIVES 
CLUTCH SPRINGS 
DRIVE SHAFTS 


Pett Tt Litt 


CARBURETORS RADIATORS 
TAPERED WHEEL DISCS 


B. Thomas, president of Chrysler 
for Dodge cars and trucks and 


The Time Is Now 


Keystone Club Urges Immediate Action 
Lest Postwar Traffic Tolls Soar 


HARRISBURG, Pa. — Fearful of 


“The late president of the club 


heavy casualties in postwar motor-; J. Borton Weeks, summed up the 
ing unless steps are taken now to situation in these words: 
provide for future safety, Keystone | 
Automobile Club asserts that “very executive branch of state govern- 
little, if anything, is being done| ment with vision to see the prob- 
by government—national, state or, lem as a whole, with capacity te 
local—to anticipate the safeguards, plan for its comprehensive treat- 
;needed and prepare for the day ment, and with power to see that 
when all America is again moving an extensive safety program 


on wheels.” 


“ ‘There must be someone in the 


carried out day by day and year 


| “Although,” said the statement,’ by year.’ 
SR. AND SRA. GONZALO CALDERON, E., of San Jose, Costa Rica, recently issued by J. Maxwell Smith, club} 


president, “billions in revenue have set-up 


“We look 
in Pennsylvania or 


in vain for such a 
any 


flowed into public treasuries from neighboring state. There are, it is 


-| taxation of the motorist, only a;true, men in state governments 


within the next three years the minute fraction of the total has; ‘with vision to see the problem as 
number of firms capable of casting been expended on highway safety, a whole,’ but unfortunately, ou 
, which, generally speaking, still re-' governments have not seen fit to 

Before Ford began production of mains a stepchild of government. allow them to plan comprehensively 
heavy bombers, landing gear pivot In years past it has been one of|or follow through with authority. 


centrifugally quadrupled. 


hinges were constructed of several the most talked-of subjects, and 


“In Pennsylvania, for example, 


rolled pieces welded together. Ford in the years to come it will be a, at least six important agencies are 


technicians saw an opportunity to 
increase the tensile strength of the 


, dominant topic. 


“For many years Keystone Auto- 
unit and to greatly reduce both mobile Club has urged upon the 


dealing with some aspect of the 
highway safety problem—Bureau 
of Motor Vehicles, Bureau of High- 


man-hours and materials through | states acceptance of full respons- way Safety, State Police, State 
application of the Ford developed , ibility for inaugurating a compre-; Highway Department, Department 


method of casting. 


|hensive safety program. 


BORG-WARNER 


Peacetime makers of essential operating parts forthe automotive, aviation, marine and farm implement industries, 


and of Norge home appliances .. . these units which form the Borg-Warner Corporation are today devoted exclusively to the 
needs of war: BORG & BECK * BORG-WARNER INTERNATIONAL ¢ BORG-WARNER SERVICE PARTS * CALUMET STEEL* DETROIT GEAR AIRCRAFT PARTS ¢ 
DETROIT VAPOR STOVE « INGERSOLL STEEL & DISC * LONG * MARBON * MARVEL-SCHEBLER CARBURETER * B-W SUPERCHARGERS, INC. « 
MECHANICS UNIVERSAL JOINT *¢ MORSE CHAIN e NORGE * NORGE MACHINE PRODUCTS * PESCO PRODUCTS * ROCKFORD CLUTCH ¢ SPRING DIVISION ¢ 
WARNER AUTOMOTIVE PARTS * WARNER GEAR 


of Public Instruction, Public Utili- 
ties Commission. While in recent 
years conferences of officials in all 
these departments and bureaus 
have tended to reduce the inde- 
pendence of action which formerly 
existed, there still is lacking a co- 
ordinator with real powers to deal 
with the problem. 

“If lives are not to be lost need- 
lessly in the resurgence of motor- 
ing after the war, now is the time 
for action on the home safety 
front!” 


Auto Crisis 
Seen Result of 


Owner Waste 


HARRISBURG, Pa.— Declaring 
that many motor car owners are 
“losing all sense of perspective in 
wasteful and reckless use of motor 
vehicles,” Keystone Automobile 
Club has issued a warning that a 
crisis in transportation will in- 
evitably follow continuance of 
present practices. 

“Acutely conscious of the 
dwindling stockpile of America’s 
essential motor cars, we feel im- 
pelled to warn of impending 
disaster in the field of private 
transportation,” said J. Maxwell 
Smith, president of the club. “This 
can be averted only if immediate 
and continued steps are taken by 
each individual car owner to con- 
serve his vehicle for the duration 
of the war and the years follow- 
ing—until such time as new vehi- 
cles are rolling off the assembly 
lines. 

“Even the most casual observa- 
tion,” he continued, “discloses 
marked change in the driving 
habits of motorists since the tempo 
of war has increased and the suc- 
cesses racked up by Allied arms 
bring hope for early termination 
of the world conflict. There ap- 
pears to be a reckless disregard 
of consequences. And, coincident 
with this change in attitude is a 
sharp decrease in the number of 
vehicles fit for operation. Each 
day thousands of cars are added to 
the nation’s scrap heap, many of 
them needlessly. 

“Goverment concern in the situa- 
tion is reflected in a tightening of 
ration rules governing the transfer 
and sale of 1942 automobiles, in 
the imposition of ceiling prices on 
used automobiles and in refusal to 
increase gasoline rations. Nearly 
4,000,000 motor vehicles went out of 
use in 1942-43, and it is obvious the 
mortality this year will be even 
heavier unless drastic measures 
are taken for car conservation.” {| 


Powers Is Promoted 


By General Tire 


AKRON.—J. E. Powers has as- { 
sumed special sales duties in the 
tire department, L. A. McQueen, 
vice-president in charge of sales of 
General Tire & Rubber Co., an- 
nounced last week. Powers has 
been serving as manager of the 
New York branch. David Coan, 
Buffalo territory salesman, replaces 
Powers in New York. 


All Wars End! There'll be Cars and 
Trucks and Tires to sell again. 
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Needles and nails made his first watch tools . . ‘ 


HE March wind rattled the window. 
But the kerosene lantern on the floor 
gave a glow to warm the boy’s feet. 

Then his head bent even more closely to 
the work. He nudged the balance wheel— 
and life came back into the timepiece. 

Watch repairing was coming easier to 
young Henry Ford. He had started at 14 
and the first watch (today in his collection 
at Dearborn) had been mended with a shin- 
gle nail, a corset stay, and knitting needles. 
Now he had real tools. After school, he was 
watch repairer to the neighborhood. 

Everyone was enthusiastic about his 


work, particularly because he didn’t charge 
for it. But it wasn’t money that Henry Ford 
was interested in. Here was opportunity to 
learn by doing—he was making the most of it. 
Years later, the watchmaker’s touch and 
the creed of precision learned by Henry 
Ford in those winter nights were to guide the 
building of 30 million cars and trucks. More- 
over, it was Mr. Ford’s knowledge of watch- 
making that prompted inauguration of the 
assembly line. This in turn brought shorter 
working hours, increased wages, made life 
easier, and is now speeding equipment to 
preserve our American way of living. 
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New cars belong to the future. But when 
tomorrow’s Ford, Mercury and Lincoln 
cars arrive, they will reflect anew the 
watchmaker’s skill, the accurate workman- 
ship, and the engineering resourcefulness 
that are typical of Ford Motor Company. 

As in the past, they will be motor cars 
that are reliable and economical, smart and 
comfortable. And they will be priced with- 
in the means of the greatest number. For 
Mr. Ford has declared: “‘The profits we are 
most interested in are those the public gets 
from using the things that we produce. The 
only real profit is the public benefit.” 


FORD MOTOR COMPANY G3? 
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Many Postwar Uses Seen 


For Stark Mills’ Asbeston 


HOGANSVILLE, Ga.—A promise 
of coverings for the seats of buses 
and automobiles, as well as suits 
for employes working in mills and 
plants where sparks fly continu- 
ously, is evident in the develop- 
ment of Asbeston, a _ fireproof 
material now being manufactured 
from the asbestos mineral by Starlk 
Mills, at Hogansville, a unit of 
the United States Rubber Co. 


While today the plant is devoting 
100 percent of its Asbeston produc- 
tion to the prosecution of the war, 
officials of the company state that 
the material will be used in many 
ways for civilian articles once guns 
have ceased. Included in the uses 
may be long gloves or gauntlets 
of the fabric, intended to protect 
the hands of mechanics and others 
in danger of receiving burns, the 
company announcement said. 


Asbestos arrives at the Hogans- 
ville plant from Canada, Russia 
and South Africa, in powdered 
form, which is then fabricated 
into Asbeston yarn through pro- 
cesses developed by United States 


Rubber Co. personnel. It was de- 
veloped in the general laboratories 
of the United States Rubber Co., 
in Passaic, N. J., when chemists 
under the direction of B. H. Foster 
found asbestos could be fabricated 
in a lightweight yarn. 


This yarn, when manufactured 
in a garment such as is being made 
for firefighters in military service, 
weighs not more than eight to 20 
ounces to a square yard compared 
with the ordinary asbestos material 
weighing from two and one-half to 
three pounds a square yard. 


This material, the company of- 
ficials state, will probably find a 
use in the manufacture of light- 
weight jumper suits, aprons, and 
other protective garments for em- 
ployes in mills and plants where 
sparks fly continuously. Many 
plants may also purchase Asbeston 
blankets to protect their employes 
involved in hazardous occupations. 

Production of Asbeston was 
started at Hogansville in 1941, and 
when the war came, production 
was expanded to take care of more 


military needs. A new building is 
now being erected at the Stark 
Mills, of which A. C. Link, is fac- 
tory manager. 


The Asbeston output there will 
be increased by 50 percent. These 
increased facilities will mean still 
greater possibilities for household, 
manufacturing and civilian uses. 


Veterans Form Club 


At Stewart-Warner 


CHICAGO.—More than 8,000 con- 
secutive years of service with 
Stewart-Warner Corp. was repre- 
sented at a dinner held recently at 
the Lake Shore Club here where 
272 of the firm’s employes with 25 
or more years of service formed a 
self-governing group known as the 
ee Quarter Century 

ub. 


Special tribute was paid _ to 
Phillip Willet, a caster inspector 
who has worked for the Bassick 
Co., Stewart-Warner subsidiary in 
Bridgeport, Conn., since Aug., 1891. 
Second honors also went to a 
Bassick employe, Miss Josephine 
Sailer, who started in Dec., 1892. 


Want to buy or sell new or used 
cars? Classified Want Ads (see inside 
back cover) will solve your problem. 


Just 10 Per Dealer... 


Albuquerque Finds 
300 Cars for Sale 


ALBUQUERQUE, N. M.— 
(UTPS)—As ceilings went into ef- 
fect, Albuquerque’s used car stock 
was estimated at less than 300 
cars, formerly little more than a 
good month’s business for a large 
dealer. Most used cars offered for 
sale by dealers are of the later 
models, guaranteed. It is believed 
that among the 25 used car dealers 
in the city 10 used cars on hand 
is a generous average. 


Service business is up from 50 
to 100 percent among the city’s 
five leading dealers. Galles Motor 
Co. has recently expanded to take 
in a former competitor’s plant, 
where a body and paint shop has 
been established. 


Galles, General Motors dealer, is 
making good use of interchange- 
able parts and good salvaged parts. 
The company has the largest sup- 
ply of parts in its history. 

Oden Motor Co., also GM dealer 


finds parts easier to get. Both gre. 
rendering service to other dealers, 
garages and mechanics both local- 
ly and in a wide area of the s a 

Larger repair jobs are com 
into Albuquerque from _ outside 
towns, because of shortage of p@iie= 
and mechanics. 

Albuquerque dealers with large 
service departments look forw@ijaes 
to a much easier situation as te 
getting mechanics, who practicg 
all work on a 40-60 comm ra 
basis. Workers are returning from 
war plants in other states, whgre— 
they formerly went for , 
wages, and a considerable numbe 
of men are being returned to jo 
Mexico from the armed servite® 
with honorable discharges, enlarg- 
ing the available manpower sup@ijer 

The Joe Heaston Motor Co., Fora 
dealer in Albuquerque, is rebuild- 
ing motors, averaging two a — 
and selling them throughout New 
Mexico. 


Galles Motor Co., which Ea 
doubled its service business over 
the volume o ftwo years ago is J 
finding the Interchangeable Pati 
catalog for cars and trucks, espe- 
cially for Oldsmobile, Buick, Pan. 
tiac and GMC trucks useful. 

The service department is always 
on the lookout for critical itqpage 
in the salvage yards, especiaiy 
chrome grilles, gears and ball bear- 
ings. They are remaking fen¢ = 
by putting parts of damaged ones 
together. 


War Demands elt 
e 
Forcing Guayule 
e° * * . 

Crisis in Mexico 

MEXICO CITY.—(UTPS)—_M@jae_ 
co will probably be able to export 
slightly more guayule in 1944 than J 
during 1943, but it is evident t 
the saturation point of production 
under present conditions is alreggy_J 
close at hand, according to a st@Zy~ 
of the country’s rubber situation 
recently completed by the Mexigan— 
Ministry of Agriculture. 

Last year, the report showed, 
Mexico produced some 84,000 = 
of crude guayule, of which 8,¥ol 
tons were shipped abroad. 

While government experts = 
pressed confidence that these fig- 
ures can be equalled or exceeded 
this year, they nevertheless wa ’ 
that the intensive methods of ex- 
ploitation made necessary by the 
war are already taking their - 
If production is to be maintained 
at this level in 1945, they add, she 
number of plants under cultiva 
will have to be_ systematically 
increased. : 

Three conclusions were reacfted 
by the agricultural authorities as a 
result of their survey: = 

(1) Synthetic rubber is not elimi- 
nating the demand for the natural 
product. = 

(2) Chemistry has neither found 
nor appears about to find a satjs- 
factory substitute for natural - | 
ber in the manufacture of auto- 
mobile tires. 

(3) Mexico prossesses import 
rubber reserves which should be 
developed in the interest of bgéh 
the good neighbor policy and 
own economy. 


WE WAVE WHAT TT TAKES! 


a 


Columbus, and the Central Ohio area served by The Columbus 
Dispatch, is rated by many manufacturers and agencies as 
America’s No. 1 test market. 


Pan-Am. Highway Joins 
Mexico to Guatemala J 
MEXICO CITY.—(UTPS) — Two 


Excellent economic balance between Industry, Agriculture, 
Commerce and the Cultural pursuits... Population growth and 


more “good neighbors” will gbe 
income increases ... assure maximum sales results. 


linked by automobile for the fe 
time at the end of this year when 
the Pan-American highway sectjapel 


between Mexico City and ne 
Guatemalan frontier is completed, 
it is announced by the Mexi -* 
Ministry of Communications. 

While the beginning of 1945 will 


see the road paved only as fa — 
OHIO’S GREATEST HOME DAILY : 


Oaxaca, key city for the distribu- 
tion of the raw materials of 
southern Mexico, breaches now — 

The Columbus Dispatch coverage effectively extends over 29 Central Ohio Counties. ..in the area are 77 towns over 1000 population 

— eight of them over 20,000 — and 56,575 grade A farms . . . 1555 manufacturing plants are diversified as to products, and are 

largely locally owned . . . Cash farm income is up 100% since 1939, and industrial employment has increased 48.6% . . . In this healthy, 


ing driven between Nejapa and 
Tequisatlan will make automobile 
prosperous area The Dispatch is read in ‘more than twice as many homes as any other medium. 


travel possible to the Isthmus g 
Tehuantepec. 

Termination of the highwaygis 
expected to give great stimulus®t0-g 
commercial automotive traffic be- 
tween Mexico and Guatemala. 


NATIONAL REPRESENTATIVES — OMARA & ORMSBEE — NEW YORK e CHICAGO e DETROIT © SAN FRANCISCO © LOS ANGELES 
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Esquire devotes liberal space to fine art reproductions. 
It’s been one of the magazine’s policies right from the 
start. Esquire readers, we’ve found, are apt and ardent 
in their appreciation of the arts. 

Superb color reproductions pass in review through each 
Esquire issue. Paintings by talented new artists, and works 
of established painters commissioned by the magazine. 
Thoroughbred horses, game birds, scores of other art sub- 
jects which suggest framing. Stirring depictions of the ex- 


ploits of America’s war heroes. Thousands of readers 
request reprints. And what’s more, get them. Esquire can- 
vases are frequently on exhibition in leading art museums 
over the nation. 

In the art category, too, are Waxman’s famed dog 
photos. Not forgetting Anton Bruehl’s distinctive color 
photography. It’s Esquire’s policy to satisfy its readers’ 
taste for good American art. To advertisers this means a 
common meeting ground with those who appreciate and 
can afford quality. 


Esquire is not only a magazine... IT’S AN INSTITUTION 
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Many Uses Seen 
For Reclaimed 
Synthetic Rubber 


ST. LOUIS.—Reclaiming of syn- 
thetic rubber, long thought im- 
practical, has been successful at 
the Midwest Rubber Reclaiming 
Co., of East St. Louis, IIll., and is 
today opening a field for use in 
hundreds of household articles. 

The largest user probably will be 
the automotive industry as the use 
of reclaimed rubber will be mainly 
an extender of synthetic and real 
rubber, and the product is said to 
have equalled reclaimed natural 
rubber. 

The reclaiming process was de- 
veloped by the Midwest Co., largest 
of its kind in the United States, in 
cooperation with the Massachusetts 
Institute of Technology to replace 
the Far Eastern rubber supply 
lost in the war. Col. Bradley 
Dewey, rubber director of the 
WPB, made a recent inspection of 
the East St. Louis plant, and said 
the product, combined with syn- 
thetic rubber, wili find many uses 
in the postwar world. 


BACK THE 
ATTACK 
BUY 
BONDS 


Do your customers say “Why spend money on an old 
car with an A sticker?” Then it’s time to persuade own- 
ers to keep their cars in good condition. Every dealer 
knows that useful transportation should be conserved— 


in these war years—by timely reconditioning. Every 


dealer also knows that 


manship and terms that satisfy helps make new friends. 


UNIVERSAL C.I.T. 
CREDIT CORPORATION 


ONE PARK AVENUE 
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M. C. HOLTER and an employe of Pullman Northwest, Inc., Pullman, Wash., 
' subsidiary of Brown & Holter Chevrolet Co., checking on a shipment of 4-inch 
Macomb strainers, 2-inch Macomb strainers and spare baskets. 


castings for LST’s in no way detracts from the dealership’s efforts to 
transportation. The two operations are kept entirely separate and do 
conflict with the service program. 
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Holter is 
emphatic when he says that work on $267,250 in naval contracts for bronze 


Methods Now ‘Ineffective’... 


Regulation W Called 
Key to Credit Control 


BUFFALO, N. Y. “Sound 
arguments can be advanced for 
amendment of the Federal Reserve 
Act with a view toward establish- 
ment of a statutory basis for con- 
tinuance of consumer credit con- 
trol along the lines of Regulation 
W,” it was declared in an address 
here recently by Alfred A. Buerger, 
counsel for personal loan and time 
plan departments of the Marine 
Trust Co. of Buffalo and affiliated 
Marine Midland Banks. 

Pointing out that the Federal 
Reserve System “was intended to 
provide controls over the expan- 
sion and contraction of credit,” he 
said: 

“The almost universal excess re- 
serves of member banks and the 
tremendous expansion of consum- 
er credit since the enactment of 


| the Federal Reserve Act have ren- 


“hot | dered 


ineffective the principal 


|methods of credit control provided 


RECONDITION,y~ , 


Actual size of poster:— 
45” long, 35” high. 


BY THOUSANDS OF DEALERS 


—this big, FREE 3-color display sheet helps keep repair shops humming. 


a major repair job with work- 


So again Universal C.I.T. cooperates, through its new 
dealer service ... the Financing of Reconditioning and 
Repairs, including car and truck Accessories. 

Check—against the field—these customer-making and 
customer-keeping features of Universal C.I.T. service, 


designed to help maintain transportation. 


Ge 


Mail this coupon to our nearest office ... 


Yes, I can use ...... 
display sheet. 


NAME 


ADDRESS. 


NEW YORK 16, N. Y. 


free copies of your new 3-color 


by the act—adjustment of reserve 
requirements, adjustment of re- 
discount rates and open market 
operations. 

“In any event,” he predicted, 
“continuation of Regulation W 
on a somewhat revised basis 
seems likely during at least the 
early part of the postwar period.” 


Speaking before representatives 
of Banconsumer Service Corp., an 
association of New York, Penn- 
sylvania and Ohio banks engaged 
in extension of consumer credit, 
Buerger further declared: 


“From the viewpoint of the self- 
interest of your banks, continu- 
ance of Regulation W or its equiv- 
alent on a reasonable basis may 
tend to discourage re-entry into 
the consumer credit field of those 
of your competitors whose no- 
down-payment, long., term credit 
plants have forced your institu- 
tions, as a matter,of competition, 
to exceed the limits of what many 
of you conceived to be sound bank- 
ing practice. 


“One of the greatest abuses 
in the business of purchase fin- 
ancing has been the offering to 
dealers of rebates out of finance 
charges as an inducement for 
them to use a particular finance 
plan. Happily that practice, which 
enables a dealer to obtain at 
the expense of his customer a 
higher price for selling on time 
than he would if he sold for 
cash, has not been prevalent 
among banks and trust com- 
panies. 


Buerger said the legislatures of 
at least six or seven states, in- 
cluding New York, have conducted 
investigations of consumer credit 
practices with more such inves- 
tigations pending. 

“When the time for them arrives, 
I hope and expect that the banks, 
trust companies and national 
banks will be proud to open their 
books and practices to public scru- 
tiny, and not only to justify their 
consumer credit policies, but to 
point to them with pride,” he 
asserted. 


ay $3,705 
In Richmond 


» 

} RICHMOND, Va.—Settlement of 
riple damage claims arising from 
charges of selling used trucks 
above ceiling prices has netted the 
United States Treasury a total of 
$3,705.73, it was announced here 
recently by Robert W. Keyser, 
senior enforcement attorney of the 
district OPA office. 


This figure includes the dam- 
ages settled by the Richmond dis- 
trict office from March 13 to July 
14. Some of the collections have 
been made through local police 
panels in the district, and others 
through the office of Herbert T. 
Williams, district enforcement 
attorney. 


Recent figures from the district 
OPA office in Roanoke, Va. show 
that $2,571 was paid the Treasury 
from that district for damage 
claims on used truck ceilings in 
May and June. 


= 
Horine Returns 
To Mack Sales 

NEW YORK. — Return of M. C. 
Horine as Mack sales promotion 
manager following his resignation 
from the War Production Board 
was announced last week by C. T. 
Ruhf, president of Mack Trucks, 
Inc. For the past year Horine had 
been research consultant to the di- 
rector of the automotive division of 
WPB in Washington. 

During the period from February, 
1942, to June, 1943, prior to his 
WPB appointment, he was engin- 
eering consultant to the Quarter- 
master General, continuing to serve 
the Chief of Ordnance in a similar 
capacity after motor transport was 
transferred from the Quartermas- 
ter Corps to Ordnance. 
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OST AU MM OMT Ha 
IN J DIFFERENT FORMS! 


The Saturday Evening Post is reaching the fighting fronts by hundreds of thou- 


sands — going out there where reading is worth more than its weight in gold — and 


where, next to home, a man wants news of home more than anything else on earth. 


7 HE GETS THE POST JUST AS YOU SEE IT 


There’s rarely a mail without letters from the far places of the world— 
letters that tell us of worn, battered copies of the Post going from man 
to man. It’s on the subs and ships. It’s on the planes and in the fox-holes. 
And these are more than just letters from lonely kids away from home. 
They show these kids are thinking as they fight—looking forward to 
their day at home. And they’re putting their stamp of approval on what 
the Post is—and what it stands for. 


? HE GETS AN OVERSEAS EDITION OF THE POST 


Published at our own expense—an overseas edition of the Post is distrib- 
uted by thousands, absolutely free to members of the fighting forces. Forty- 
eight pages of stories, articles and features (without advertising) selected 
from a month’s editions of the Post, printed on light stock, and rushed, 
through War Department cooperation, to the men on the battle fronts. 


j 


i 


ep HE GETS HUNDREDS OF THOUSANDS OF POCKET-SIZE POST'YARNS 


The pick of Post reading—selected by the editors and reprinted in 
500,000 lots in pocket-size—each containing three complete Post stories 
or articles—and distributed at intervals among fighting men on all 
fronts. A priceless gem of reading that adds practically no weight to a 
man’s equipment—is easy to carry and may be passed from man to man. 


Thus is the name and leadership and tradition of The Saturday 


Evening Post being kept alive among the millions who now fight. 


TOOAY- MILLIONS OF FIGHTING MEN 
TOMORROW - MILLIONS OF BUYING MEN 
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SA? 


" Just this... 


As one of America’s great industrial enterprises, 
Nash was making significant progress in the days 
of peace. Now that progress has been accelerated 
tremendously by our ever-increasing production to 
meet the demands of Victory... 


Today, with vastly increased strength, with new 
and greater facilities, with new skills—Nash recog- 


nizes a greater obligation, not only for now but for 
the future. 


_ For now— war production — all out —100 per cent 


Then quick reconversion, the 
maximum of employment, the utilization of every 
new ability, every new facility, every new skill we 
have acquired . . . to build products for peace... 


A new and finer Nash “600” in the lowest-priced 
field ...a new and finer Ambassador Six in the 
medium-priced field...and with them a new and 

greater franchise opportunity than Nash dealers 
have ever known before. 


Only in this way can we discharge our obligation 
to the men who are now in the armed services —to 
our dealers — to our employees — to our country. 


NASH —<* 


of NASH-KELVINATOR CORP. ete _—_ 
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Ex-OPA Men 
To Face Ration 
Abuse Charges 


SCRANTON, Pa.— Criminal in- 
formation charging four former 
top officials of the Scranton dis- 
trict Office of Price Administration 
and three other persons with vio- 
lating rationing regulations, has 
been filed in the U. S. District 
Court here. 

Judge Albert L. Watson issued 
bench warrants for all the men 
and set Aug. 8 for their arraign- 
ment. 

The action, culminating weeks 
of investigation into affairs of the 
district OPA, followed the suspen- 
sion of six officials and the subse- 
quent dismissal of four of them. 

In one information, containing 23 
counts, Arthur A. Maskery, dis- 
trict rationing representative, was 
charged with illegal transfer of| 
coupons for more than 6,600 gal- 
lons of gasoline to Henry C. 
Walsh, former district mileage rep- | 
resentative. Walsh was charged | 
with unlawful possession and} 
transfer of coupons for 307,000 gal- | 
lons of gasoline and with illegally 


dd Famou 
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To Check Soaring Death Tolls... 


40 National Groups Map Program 
For Postwar Highway Safety 


acquiring, possessing, and selling 
coupons for 80,000 gallons. 

George A. Nesbit, Scranton, was 
charged with illegal possession and 
sale of coupons for 80,000 gallons 
of gasoline, allegedly purchased 
from Walsh. 

Sidney Friedman, Scranton serv- 
ice station operator, was charged 
with illegal purchase of coupons 
for 22,000 gallons of gasoline. 


Salute to Tracks 


Mighty Wartime Role 
Depicted by ATA 


WASHINGTON.—A pictorial re- 
view of the mighty job trucks are 
doing in the war theaters as well 
as on the home front is contained 
in a booklet, “Trucks Go to War,” 
compiled by the American Truck- 
ing Assns. 


Trucks are shown pulling “Long 
Toms” up the road to Rome, com- 
ing down the ramps of landing 
craft, hauling logs out of the deep 
woods, transporting planes and 
parts of ships—doing a job in 
India, in North Africa, in Iran, in 
the Aleutians, wherever on earth 
there’s a job to be done. 


To feel the pulse of the industry. 
consistent reading of Automotive News 
a necessity. 


s Combinations 


is 


PHILADELP 
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CHICAGO. — Warning that “a 
high traffic toll cannot and will 
not be tolerated in America after 
the war,” 40 national organizations 
have jointly released through the 
National Safety Council a com- 
prehensive action program for 
postwar highway safety. 


Enactment or revision of regu- 
latory and enabling legislation is 
urged to provide for the building 
of safety into all new highway 
construction and improvements, 
competent state and city traffic 
engineering, rebuilding of de- 
pleted police departments with 
provision for adequate personnel 
training, greatly expanded facili- 
ties for vehicle inspection, great- 
er specialization in handling of 
traffic cases in court, expanded 
facilities for improved driver 
licensing, expansion of accident 
reporting and analyses, expan- 
sion of safety instruction in 
schools, including driver training, 


PHIA RECORD 


COO Tern 


and safety education programs 
for adult drivers and pedestrians. 
In appraising the postwar traffic 
outlook, the sponsoring organiza- 
tions foresee numerous problems 
whose solution will require “an 
informed public opinion and a 
broader degree of cooperation and 
coordination among all of the 
agencies involved, government or 
otherwise.” 


These problems are seen arising 
from such factors as inadequate 
maintenance of vehicles, delayed 
construction of streets and high- 
ways, lowered experience of many 
drivers as a result of restricted 
driving, depreciated government 
and civic accident prevention pro- 
grams because of personnel short- 
age, neglect of pedestrian mea- 
sures, possible changes in the gen- 
eral pattern of traffic in many 
communities, delayed installation 
of street and highway lighting, and 


\depreciation of vehicle headlights. 


There have been many famous combinations whose names have become 
household bywords. Adam and Eve, Damon and Pythias, Gilbert and 
Sullivan, Weber and Fields—and a host of present day “twosomes” that 
Junior can rattle off without half trying. 


Ancient or contemporary, these “double feature” personalities all achieved 
a permanent niche in the Hall of Fame because they produced outstanding 


results. To these historic combinations—now add “THE RECORD—and 


ONE Other,” for the same reason. 


Advertisers who know Philadelphia, know that there is no such thing as 
an editorial policy broad enough to bridge the gap between the liberal and 
conservative point of view—the great divide that determines the deep-rooted 


newspaper preferences of otherwise similar Philadelphians. 


Philadelphia traditionalists read one, or both, of the city’s two conservative 
newspapers. Liberal-minded Philadelphians buy, believe in and support 


The 


Record. 


That’s why the combination that clicks most frequently for most advertisers 
‘s “THE RECORD—and ONE Other”—the newspaper buy that gives you 
both sides of the great Philadelphia market (3rd largest in America). 


tT TAKES THE 
AND 


RECORD 


ee — DHTLADELPHIA RECORD 


QUARTER MILLION DAILY - HALF MILLION SUNDAY 


Represented Nationally by George A. McDevitt Co.—New York, Chicago, Philadelphia, Detroit, Cleveland 


Recognizing that there is no 
easy panacea for these and other 
postwar traffic problems, the pro- 
gram points out that measures 
must be fitted to local conditions 
as problems develop. It calls for 
immediate action in every com- 
munity and state to prepare in 
advance to meet the complex 
problems and pledges cooperation 
to federal, state and local offi- 
cials. 

Published in a 20-page pamphlet 
entitled, ‘“Danger—tTraffic Jam 
Ahead,” the program was drafted 
by a special committee headed by 
Kenneth B. Colman, a_ business 
man of Seattle, Wash. 

“America,” Colman said, “cannot 
socially countenance nor financially 
afford the tragic waste represented 
by the 39,969 traffic deaths in the 
last prewar year of 1941. Highway 
accidents have taken 750,000 Amer- 
ican lives since 1900. Action now is 
essential. 

“Plans for handling postwar traf- 
fic must be ready in every com- 
munity and in every state. These 
plans must be put into effect the 
instant it is possible to do so. 

“The importance of this is indi- 
cated by the fact that traffic deaths 
have been on the upgrade for the 
last eight months, even with the 

sharp restrictions on wartime high- 
way use.” 


Show Lighting 
Seen Tripled 


| In Postwar 


PITTSBURGH. — Postwar shop- 
pers will select merchandise 
“dressed up” in three times the 
artificial illumination of recent 
years, a Westinghouse lighting spe- 
cialist predicted recently. 

Speaking to members of the 
Dover Chamber of Commerce at a 
dinner meeting, Kilpatrick, illumi- 
nating engineer for the Westing- 
house Lamp Division at Bloomfield, 
N. J., said: 

“Such lighting values would have 
; been considered excessive before 
| the war, but workers who have 
been enjoying cheerful, easy-on- 
| the-eye illumination in war plants 
j; are going to expect more than pre- 
war lighting standards when they 
shop. 

“Postwar lighting is already here 
as far as many of our war plants 
are concerned. The prewar aver- 
age of illumination in industry, for 
example, has been boosted five 
times. 

“Store lighting must provide 

| more than just the illumination for 
merchandise inspection. It should 
call attention to certain display:, 

| it should point up interior designs 
and it should lend a cheerful, at: 
tractive atmosphere for both the 
customers and store employes.” 

| Contending that “saleability is in 
direct proportion to visibility,” Kil- 
patrick added that “no matter how 
elaborate and expensive a store re- 
modeling project may be, the result 
continues to be drab and unattrac- 
; tive if the illumination is inade- 
| quate.” 


Hudson Names DeVault 


To Cincinnati’ Post 

DETROIT.— Appointment of 
Harry E. DeVault as special repre- 
sentative of the Hudson Sales 
Corp. in Cincinnati, of which C. 
R. Collins is zone manager, was 
announced last week by George R. 
Pratt, general sales manager of 
Hudson. 

During the last two years De- 
Vault has been in government serv- 
ice in the petroleum products 
division. DeVault brings to his 
new work 22 years of automotive 
experience, the last 10 years being 
in the Cincinnati territory. 


New Nox-Rust Office 

CHICAGO. — The Nox-Rust Corp., 
manufacturers of specification rust 
preventives, has opened a district office 
; to serve the state of Michigan at 433 
New Center Building, Detroit 2. 

E. J. Johnston, formerly service en- 
gineer for the Shell Oil Co., has been 
appointed district manager. ae 
| Mollhagen, formerly chief metallurgist 
' for Motor Products Corp., is associated 
with Johnston as technical engineer, 


v 





, 1944 31 


NO. 23, LANCASTER, PENNSYLVANIA 


t sanether ranches€ 
AN INSTITUTION - J 


AUTOMOTIVE NEWS, AUGUST 7 


HOW DEALERS FEEL ABOUT OLDSMOBILE . 
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—SAYS 
OLDSMOBILE DEALER 


JOHN S. GROFF 


HE horse and buggy business was still good 27 years ago 

when John Groff started selling Oldsmobiles. Closed 
cars had just come into the market. Paved highways were 
almost unheard of. 


That was 1917, the auto industry’s first “billion dollar year” 
—a pretty good time to get into the automobile retailing 
business with the right line of cars to sell. 


Today, after more than a quarter century of continuous as- 
sociation with America’s oldest motor car organization, dealer 
Groff says he not only had "an excellent product year after year,” 
but that he also received "intelligent and constructive assistance”’ 
from Oldsmobile, “through well balanced programs designed to 
meet existing conditions.”’ 


It’s those “programs” that have meant so much to Oldsmo- 
bile dealers during the war while there was no revenue from 
new cars. Programs to build service volume, and programs 
to help the dealers handle it! Programs to find used cars, 
and programs to sell them! Shop productivity programs, 
manpower programs, training programs . .. Oldsmobile left 
no stone unturned to give its dealers the kind of help they 
needed. Dealers who’ve “stuck with the ship” five, ten, 
twenty years and longer, are deserving of everything a fac- 
tory can do to help them keep in a sound and profitable con- 
dition through tough as well as good times. 


At least, that’s how Oldsmobile feels about it! 


READ WHAT OTHER DEALERS, TOO, 
SAY ABOUT OLDSMOBILE 


PITTSBURG, KANSAS—‘‘Since you have 
worked with us so closely, it makes 
us feel that really a kind of partner- 
ship does exist between you and 
your dealers and that you identify 
your success with theirs.” 
—DOWNTOWN MOTOR COMPANY 


NEWARK, N.J.—“‘A great deal of credit 
for any success we have had during 
the past two years should be credited 
to both the Oldsmobile and zone 
office personnel for the innumerable 
helps extended us.”’ 

—MALLON OLDSMOBILE CO. 


STERLING, COLO.—‘‘Oldsmobile has al- 
ways been ready to help us over the 
‘rough’ spots. They have been like 
‘partners’ to us in all our fights; have 
provided programs that have dove- 


tailed perfectly into our problems.”’ 


— BILL'S MOTOR COMPANY 


DURHAM, N.C.—‘‘It seems that Olds- 
mobile has been a partner in busi- 
ness with me, always willing to dig 
in and help when the going was 
tough and join in the rejoicing when 
things were clicking.” 

—UZZLE MOTOR COMPANY 


ROCHESTER, N.Y.—‘‘l was greatly in- 
fluenced in my decision to own my 
merchandising facilities by my con- 
fidence in your organization and in 
the future of Oldsmobile and by my 
belief that the automobile business 
in general will prosper more than 
ever before in the years just ahead.” 

—FINCHER MOTORS, INC. 


COLUMBUS, OHIO—"‘It is your sound 
leadership and straight thinking that 
makes us feel so happy to be affili- 
ated with your organization and to 
have the privilege of having the 
Oldsmobile franchise.” 

—BUCKEYE MOTOR CAR COMPANY 


YOU UT CAN ALWAYS COUNT ON 


FULDSMOBILE 


AMERICA’S OLDEST 
MOTOR CAR 
ORGANIZATION! 
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Six Are Added 
To Studebaker 
Field Staff 


SOUTH BEND.—-Six more men 
have been added to the Studebaker 
field staff, K. B. Elliott, vice- 
president announced last week. 
Five of these are assigned to vari- 
ous branches as business-manage- 
ment representatives and the sixth 
becomes a_ district manager in 
Studebaker’s Dallas branch. 

R. W. Starr brings to his new 
district-manager role in Stude- 
baker’s Dallas branch six years’ 
experience in the automobile busi- 
ness. He has been successively 
retail salesman, sales manager and 
partner in a Michigan dealership. 
Also to Dallas in a_ business- 
management capacity goes J. O. 
Stone, who entered the automobile 
business in 1936. 

The four remaining new busi- 
ness- management representatives 
have been assigned to some of 
Studebaker’s Midwestern branches. 
Oscar Lindem, now in St. Paul, 
has been associated with the in- 
dustry since 1929 as retail sales 


AUTOMOTIVE NEWS, AUGUST 7, 1944 


™-73 


“We're just MADE for each other-—-I water his Victory 
Garden and he stakes my tomato plants!” 


trict manager. W. H. Bonner has 
handled automotive accounting and 
merchandising assignments since 
1938, and now goes to the Kansas 
City territory for Studebaker. 
Several years of dealer account- 
ing and contact preceded F. J. 
Brown’s present assignment to the 


now working throughout Stude- 
baker’s Cleveland branch, has a 
background of many years in cost 
and systems work, during which he 
made extensive contacts among 
automobile dealers. 


To feel the pulse of the industry, 
consistent reading of Automotive News 


Road Subsidies Hit 


| Princeton Professor 


Joins Senate Group 


In Decrying Postwar U. S. Aid 


NEW YORK. More liberal 
postwar federal subsidization of 
highways and other public works 
projects of states and cities is 
opposed by Harley L. Lutz, profes- 
sor of public finance, Princeton 
University, in the current issue of 
The Tax Review bulletin of the 
Tax Foundation. 

Assertion by the Senate Com- 
mittee on Postwar Economic 
Policy and Planning that “the 
fiscal position of the states has 
improved to such an extent in 
recent years that there probably 
is neither reason nor justifica- 
tion for federal subsidies to the 
states for public works” is cited 
by Lutz in contrast to the re- 
port of the House Committee on 
Roads, recommending passage 
of the Federal-Aid Highway Bill 
of 1944 which would authorize 
appropriation of $1,500,000,000 to 
become available as federal road 


manager, sales supervisor and dis- 


South Bend branch. 


D. W. Wilson, 


is a necessity. 


Sif ighway home 


You're not riding to school or coasting to 
the grocery these days, Jimmy. You're 
rocketing over ocean stretches and solid 
jungle in a high-flying kite with 2,000 
horsepower packed into its nose. But New 
Departure, who made the coaster brakes 
and bearings in that good old bike, still 
rides with you, still helps to get you 
smoothly and safely home. 


The bike you pedaled, the car you drove, 
your roller skates, the refrigerator you 
owned — all ran on ball bearings of many 
kinds and sizes. Nothing added so much 
to smoothness and economy. 


The General Motors plants that produce 
under the name of New Departure were 
specializing in ball bearings before the 
motorcar was born. And they built up, 


year by year, a great fund of experience. 
Every Sunday Afternoon — GENERAL MOTORS 


KEEP 
AMERICA STRONG 


* 
“| Buy More War Bonds 


They helped to reduce friction and post- 
pone wear wherever shafts turned. 


And then, right out of the blue came 
December 7, 1941. Engineers in industry 
and the armed forces wrote specifications 
for ball bearings into every kind and type 
of war machine. 


What were once busy factories bloomed 
into enormous plants that made millions 
of ball bearings for planes, cars, ships and 
tanks — more ball bearings than produced 
by all America’s enemies put together. 


They are serving in props, engines, super- 
chargers, turrets, bombsights and fire 
controls. Some are big. Some are 
smaller than the head of a pin. Bear- 
ings so tiny and exquisite had never 
been made in this country before, but 
General Motors.engineers took the 


SYMPHONY OF THE AIR— NBC Network 


CHEVROLET « 
CADILLAC . 


job of making them. Years of working 
for more and better things for more 
people had given them all the needed 
knowledge. 


They had this knowledge because we live 
in a land where just rewards have always 
stimulated men to new accomplishments. 


That idea helped provide a rich, full life 
for prewar America. It has helped produc- 
tion for war in countless ways. 


And it promises more and better things 
for more people in the peaceful years 
ahead. 


(GENERAL Motors 


“VICTORY IS OUR BUSINESS” 
PONTIAC « 
BODY BY FISHER « 
GMC TRUCK AND COACH 


OLDSMOBILE « BUICK 
FRIGIDAIRE 


| grants at the rate of $500,000,000 


in each of the three successive 
postwar years. 


“The Senate committee,” he 
points out, “does not propose that 
there be no public works. On the 
contrary, it advises that careful 
consideration be given to the prep- 
aration of a portfolio of useful 
public works than can be started 
quickly and terminated quickly. 
These projects would be utilized 
only when necessary.” 


Although agreeing that the fed- 
eral aid issue should be cleared 
up promptly so the states and 
cities can proceed with their post- 
war planning, Lutz expresses be- 
lief that passage of the proposed 
highway bill, assuring more lib- 
eral federal aid than heretofore, 
would be “the wrong answer,” for 
the following reasons: 


“First, the burden of federal ex- 
penditures will be so heavy after 
the war, because of inescapable 
costs for interest, the defense es- 
tablishment and the care of vet- 
erans, as to demand the utmost 
prudence and economy elsewhere 
in the budget. 


“Second, the necessary and in- 
escapable expenditures will involve 
taxes far heavier than any ever 
before borne during peace. Despite 
the fact that there may be a sub- 
stantial national income and that 
more may be left after the taxes 
than was available when both the 
income and the taxes were lower, 
it is undeniable that heavy taxes 
are, in themselves, a deterrent to 
economic activity. 


7 “Third, the states have steadily 
improved their financial situa- 
tion in recent years, both by re- 
ducing outstanding debt and by 
accumulating surpluses which in 
some cases are substantial. There 
is no warrant for bringing in 
federal money to do a job which 
the states are financially capable 
of doing. If the states are there- 
by relieved of using their own 
funds and, where necessary, their 
own credit for such local im- 
provements as may be needed, 
these funds will then be avail- 
able for projects which may be 
ry less necessary and less use- 


“Fourth, the scheme emphasizes 
anew the futility of the vicious 
circle of federal taxes and federal 
subsidies which return a large part 
of the taxes to the places or sec- 
tions where they are collected. The 
federal grant has been a powerful 
demoralizing influence on _ local 
morale and local fiscal policy. 


“An excellent opportunity for 
breaking this sequerce in the post- 
war period will be afforded by the 
fact that the states will be in such 
a strong position as to look after 
their own. Let them agree to elim- 
inate the federal grants for street 
widening, parking lots and other 
purely intraurban traffic adjust- 
ments, along with most or all of 
the other subsidies. Let them de- 
mand substantial reductions of the 
federal tax load.” 


Timken Roller 
Gets New Plant 


CANTON, O.—Leasing of a third 
building at Zanesville for bearing 
production was announced recently 
by officials of the Timken Roller 
Bearing Co. The new plant is ex- 
pected to begin operations early in 
October with at least 200 employes. 

Elmer Sweitzer, manager of the 
two other Zanesville plants, which 
will have a combined payroll of 
about 450 employes, will be in 
charge of the new plant. 

Timken officials said bearings 
will be ground, inspected and as- 
sembled for army trucks, ammuni- 
tion trailers, airplane wheels and 
control mechanisms for guns. 


> ° 
Peter Appointed 
FRANCISCO. 

(Buick-International) 
nounces that Earl V. Peter is now as- 
sociated with the firm as general serv- 


SAN 


Broth —— Remensperger 
| rotners 


an- 


ice manager. For the past ten years 
| he has been connected with the Louis 
| N. Peter Co. here. 


“Dealers Tell Me,” by John O. Munn 
} is an open forum for the expression of 
dealers’ opinions, 
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A Campaign to the One Audience Who Can 
Buy America’s Postwar Prosperity: 
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This new slogan ‘War Bonds 
today are Job Bonds to- 
eee ae is freely offered 
to other advertisers. 


America’s Wage Earner millions have saved billions of dollars —will 


save more billions. ® Those billions, spent for postwar products, can buy 


J), SO SOs sees emrmrenee seems ere eee eee ers mee ere ee ee ee ee es es | 


tomorrow’s prosperity. ¢ In its own 8 magazines and in large news- 





papers throughout the country, Macfadden Publications, America’s 





largest Wage Earner Publisher tells this great audience what their 


increasing billions in War Bonds will mean to them later. ® But it’s up to 





your advertising to release this vast flood of spending power — postwar. 


MACFADDEN PUBLICATIONS, Inc. 


US eS eS ed es Clg 
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Panel Suggested to Handle 
Foundry Wage Problems 


DETROIT.—A special panel to 
handle wage problems of forge and 
foundry workers was recommended 
recently at a meeting of War Pro- 
duction Board and War Manpower 
Commission Officials here. 

Pay increase demands were said 
to be a manpower bottleneck in 
foundries, imposing grave labor 
shortages. A special wage jury, it 
was claimed, would facilitate salary 
demands and help’ ease_ the 
shortages. 

Although William Munger, of the 
Washington WPB, doubted wheth- 
er such a board would be set up, 
he said that all regional boards 
are ready to discuss wage issues of 
foundries. . 

Fully 75 percent of worker 
absenteeism is due to the foundry 


industry, Frank Gryder, Cleveland 
regional labor agent, said. He 
added that all methods are being 
employed in efforts to prevent ab- 
sence from forge jobs. About 
20,000 men are needed immediately 
in the United States, it was said. 

Other topics discussed were 
wage incentive plans and work 
stoppages. 


Giessen Cote OPA Post 


SAN ANTONIO.—C. T. Giesen, asso- 


ciated with the local office of General | 


, Motors for 12 years (1928-1940), 


Antonio OPA district, succeeding F. M. 
Covert jr., who resigned. 


Need a Service Man—Want a Job— 


has | 
been named acting director of the San | 


| 


try a want ad in Automotive News. | 


They get quick results! 
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Cleanup of Saskatchewan 
Used Car Racket Urged 


VANCOUVER, B. CG. — A 
“scandalous racket” in the sale 
of used passenger cars and 
trucks over ceiling prices in 
Saskatchewan has assumed such 
alarming proportions that some 
drastic effort must be made to 
end it, F. B. Bagshaw, Sas- 
katchewan enforcement counsel 
for the prices board said re- 
cently. 

In the past four months more 
than 25 prosecutions have been 
made, and many others are 
pending, with one man at pres- 
ent being tried on 15 different 
charges of selling used motor 
vehicles far above ceiling prices 
established by the Department 
of Munitions and Supply, it was 
disclosed. 
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ATA Reports : 


June Cargoes Decline 


1% From May Level 


WASHINGTON.—Freight volume 
transported by motor carriers in 
June decreased one percent from 
May and a similar amount from 
the corresponding month in 1943, 
the American Trucking Assn. re- 
ported last week. 


Trucking companies in the South 
apparently were hardest hit by the 
shrinkage. June tonnage in that 
area was 4.7 percent smaller than 
that of May and 6.9 percent below 
the level of June, 1943. 

Motor freight haulers in the 
western district, on the other hand, 
sent reports to ATA indicating that 


their volume in June was 1.3 per- 


Our research facilities, our factory space, and the brains and 
brawn of our Knights of Production are devoted—these days—to 
the design and manufacture of anything and everything that will 
help win the war. They are responsible for the life raft shown 
here—which has been called the finest of its kind ever developed. 
This constant search for better ways of doing things will be re- 
flected in finer spring products when we again resume our position 


as the World’s Largest Manufacturer of cushion seat springs. 


L. A. YOUNG SPRING & WIRE CORPORATION e 9200 Russell Street, Detroit 11, Michigan 


Branch Plants 


CHICAGO, 


LOS ANGELES, OAKLAND, CALIF., 


TRENTON, N. J., 


TULSA, 


OKLA. And in TORONTO, 


and WINDSOR, CANADA 


cent ahead of May and 6.3 percent 
in excess of June of last year, pos- 
sibly reflecting extensive shipments 
of war freight to keep pace with 
stepped-up activities of American 
forces in the Pacific theater. 


June tonnage of carriers report- 
ing from the eastern district rep- 
resented decreases of 1.3 percent 
from May and 3.1 percent from 
June, 1943, 


The ATA report was based on 
data received from 312 motor car- 
riers in 43 states. The carriers 
handled an aggregate of 2,482,428 
tons of freight in June, compared 
with 2,506,275 in the preceding 
month and 2,508,000 in the same 
period a year ago. 

ATA said its index figure, com- 
puted on the basis of the average 
monthly tonnage of the reporting 
carriers for the three-year period 
of 1938-40 as representing 100, was 
178.36 for June. 

Transporters of general freight, 
whose activities represented 81 per- 
cent of the total tonnage moved in 
the month, experienced a_ truck- 
loading decrease of 0.3 percent in 
! June from May. The volume was 
{1.4 percent below the figure for 
June, 1943. 

Reports of petroleum products 
haulers showed that their volume 
was 5.4 percent less in June than 
in May although 2.4 percent ahead 
of June, 1943. That class of car- 
riers accounted for 12 percent of 
the total tonnage handled by re- 
porting trucking companies. 

Carriers of iron and steel prod- 
ucts, accounting for about 3 per- 
cent of the overall tonnage, turned 
in reports placing volume 2.7 per- 
cent lower than in May but 7.3 per- 
cent in excess of June, 1943. 

About four percent of the total 
tonnage consisted of miscellaneous 
commodities, including tobacco, 
milk, textile products, coke, bricks, 
building materials, cement and 
household goods. Tonnage in the 
miscellaneous category gained 1.4 
percent over May but fell 10.1 per- 
cent from June, 1943. 


Engineering | Dept. 
Is Centralized 
By Gar Wood 


DETROIT.—Glen A. Bassett, 

president of Gar Wood Industries, 
Inc., announces the centralization 
‘of the company’s engineering de- 
; partments and described the move 
| as another step in its over-all pro- 
gram aimed at both improving 
even further its output of war 
goods and also at easing the transi- 
tion to peacetime operations. 

Now scattered in four locations, 
the engineers of the hoist and 

| body, winch and crane, tank, and 

| road machinery divisions have been 
brought together in the company’s 
main plant and will be adjacent to 
the executive offices. 

Bassett had previously announced 

\2 revamping of the production 

setup, involving the creation of 
i the post of vice-president in charge 
‘of manufacturing. 


| Skinner A Trustee 


Of Rensselaer Tech 

DETROIT.—Sherrod E. Skinner, 
general manager of Oldsmobile and 
vice-president of General Motors 
Corp., has been 
elected, by unani- 
mous vote, a life 
trustee of the 
Rensselaer Poly- 
technic Institute, 
it was announced 
last week follow- 
ing the regular 
meeting of the 
board of trustees 
held in Troy, 
N. ¥. 

The honor con- 
ferred upon Skin- 
ner follows services as an alumni 
trustee from 1941 to 1944. He was 
graduated frorfi'\the Institute in 
1920 following service in the United 
States Navy during World War I. 


S. E. Skinner 


_ “Dealers Tell Me,”” by John O. Munn, 
is an open forum for the expression ef 
dealers’ opinions. 
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Steel Ribs Prop 
Boards in New 
Fruehauf Floors 


DETROIT. A wartime en- 
gineering development of interest 
to all trailer users is a new and 
patented  steel-ribbed floor re- 
cently announced by the Frue- 
hauf Trailer Co. 

F. M. Reid, vice president in 
charge of engineering for Frue- 
hauf, says the new floor is cap- 
able of withstanding a _ concen- 
trated load of 1000 pounds per 
square foot—some 2% times more 
than a conventional all wood floor 
of the same thickness. 

The steel-ribbed design is a rad- 
ical departure from the _ usual 
“tongue and groove” type. Hard- 
wood floor boards are bolted down 
between 10 flanged steel ribs, run- 
ning substantially the full length 
of the trailer. The flanges of the 
ribs support the floor boards, and 
the steel joints are flush with the 
top of the floor, forming a smooth, 
long-wearing surface. 

The ribs, which are of high 
tensile steel, are welded to all 
chassis cross-members and form 
an integral part of Fruehauf’s air- 
plane-type frame construction. Be- 
ing stronger than any individual 
board, the steel ribs not only 
strengthen the floor but give added 
strength and rigidity to the chassis 
by serving as transverse braces to 
the cross-members. 

Reid states that, with the new 
construction, expansion or con- 
traction of boards will not open up 
cracks in the floor, since each floor 
board is backed up by metal 
throughout its entire length. 
Weather stripping reinforcement 
also eliminates the “buckling” 
which frequently develops in con- 
ventional floors. 

Besides increased strength and 
rigidity, the servicing problem is 
greatly simplified. Any single board 
can be replaced without disturbing 
the rest of the floor, since there 
are no “tongues” or “grooves” to 
worry about, and matched lumber 
is not required. 

Fruehauf officials call attention 
to the fact that this feature might 
logically be held for postwar trail- 
ers, but in line with the company’s 
policy of giving trailer users the 
benefit of all improvements in de- 
sign and construction as soon as 
they are perfected, the new floor 
is being immediately incorporated 
in current production of civilian 
trailers. 


Studebaker. Wins 


Army Praise - 


SOUTH BEND.—Two letters of 
commendation from high Army 
officers were made public by Stude- 
baker Corp. last week. 

The first, from Brig. Gen. H. R. 
Kutz, chief of the War Depart- 
ment’s military training division, 
praised the company’s operation of 
a school for Weasel drivers, which 
was conducted during secret pro- 
duction of the versatile, new Army 
carrier. 

In the second letter, Maj. Gen. 
L. H. Campbell jr., chief of Army 
Ordnance, cited Studebaker’s speed 
in filling a recent military truck 
order from Russia. 


Koeppen Resumes Post 


As Timken Agent 

DETROIT. — Robert L. Koeppen, 
a veteran of 25 years with the 
Timken-Detroit Axle Co., has re- 
turned to the Southwest as regional 
field service representative for Tim- 
ken in California, Arizona and 
New Mexico. 

This territory was covered by 
Herman F. Zarnikau until his 
death June 1. 

A field service representative for 
Timken 18 years, Koeppen was 
assigned to the Southwest region 
from 1939 to 1941, when he return- 
ed to Detroit to handle special ser- 
vice assignments for the war effort. 


More Georgia Drivers 


ATLANTA, Ga. — Revenue from 
Georgia drivers’ licenses increased in 
the state $57,000 during the fiscal year 
ended June 30, it was announced last 
week by Maj. C. A. Williams, director 
of the State Highway Patrol. While 
the date for obtaining licenses without 
penalty ended June 30, the middle of 
July found the Patrol department with 
200,000 mail applications unfilled. 
Forty clerks were employed in making 
out the licenses. 
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_|Wide Base Rim for Trucks 


| 


, 1944 


_|Developed by Goodyear 


| AKRON.—Today, with truck-tire 
production drastically curtailed, 
}and with the tires that are being 
| manufactured made largely of syn- 
| thetic rubber, it is vitally important 
| that every factor which will tn- 
| crease truck tire life be utilized te 
the fullest extent. 
Mindful of this, Goodyear Tire 
|& Rubber Co., recently announcea 
| the development of a new, wide 
| base rim, combining all the fea- 


ON THE LEFT is shown the new wide base rim developed by Goodyear. |tures of the present standard rim 
By using the new type rim rings, shown in the picture, the rim width can 


be increased up to more than half an inch. 
The wider base rim can be obtained at slight additional 


are shown at right. 


The old style rim and rim ring 


cost for — users of Goodyear rims as the rings are interchangeable, 


and insta 


Fruehauf Trailer Opens 


Branch in El Paso 


DETROIT.—Opening recently of 
a new factory branch in El Paso, at 
1706 Texas St., was announced last 
week by Fruehauf Trailer Co. 

Inauguration of the branch, de- 
signed to assist motor transport 
Operators in western Texas and 
southern New Mexico, is in line 





ation _of _the_new_type_ring is all that is necessary. 


with the Fruehauf policy of main- 
taining nationwide service to help 
keep America’s war goods rolling. 
The move is also in accordance 
with the policy of the Office of 
Defense Transportation. 

The branch is under the mgnage- 
ment of A. V. Tice, a transporta- 
tion expert who has had exten- 
sive experience in the Fruehauf 


| organization. 


| base with an ingenious, new side 
ring that increases rim width. 

The rubber industry recently 
determined that the width of the 
rim should be approximately 70 
percent of the sectional diameter 
of the tire if maximum perform- 
ance is to be obtained. Lesser rim 
width pinches the tire and causes 
excessive flex in the sidewalls. 

Tires mounted on the wide rims 
do not génerate as much heat in 
the shoulder of the tire as do tires 
mounted on narrow rims and the 
average amount of deflection under 
| toad and in motion is reduced by 


12%. percent when ratio of rim 
width to that of tire sectional! 
diameter increased from 60 to 
70 percent. The wider rim also 
adds to the stability of the tire, re- 
ducing sway and giving a more 
positive steering response. 

The new width is. obtained 
through use of the new type side 
ring which generally adds a half 
inch or more to the rim width. 


Is 


An additional feature of the new 
type rim is the tapered “seat” 
under both beads. This centers the 
beads and decreases chafing and 
bead failure. 


Present users of Goodyear rims 
can obtain an increase in _ their 
rim base width merely by obtain- 
ing new side rings as the old and 
new side rings are interchangeable. 
To get full 70 percent rim width 
ratio, new bases and rings are 
available. Tests have proved that 
use of a wider rim will increase 
tire mileage and preserve the car- 
cass of the tire for a greater num- 
ber of retreads. 


Up in the front lines... where the ma- 
chine guns rap out a murderous tattoo 
and mortar shells splat in the wet sand. 
Right in the thick of the Normandy 
holocaust —that’s where Newsweek war 
correspondent Al Newman spotted 


Battle Baby. 


It’s a story that’s been told before. At 
Tarawa, Salerno, Anzio and Tulagi.. . 
wherever you find American fighting 
men and their biographers, the war cor- 
respondents. For our military leaders 
know there’s nothing like news from 
home to keep a fighting man at razor 
sharpness. That’s why Newsweek’s six 
special editions for the armed forces 
rate top priorities in shipment to every 
battlefront—extending by links that 
reach around the globe Newsweek’s 
influence among those who will lead 
tomorrow’s peacetime America to ever 


greater triumphs. 


ht 
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NEW YORK. — Comprehensive 
engineering discussion of wartime 
and postwar problems of land and 
air transportation will feature the 
Society of Automotive Engineers 
national West Coast transportation 
& maintenance meeting to be held 
Aug. 24-25 in Hotel Multomah at 
Portland, Ore., it has been an- 
nounced by SAE General Manager 
John A. C. Warner. 

Tentative program for the meet- 
ing, one in a series of wartime 
engineering conferences being held 
by the SAE for discussion of war- 
developed technical data, will be 
concerned with wartime mainten- 
ance of motor trucks, buses and 
air cargo planes, and with fuels 
and lubricants used in commercial 
transport vehicles. The tentative 
program brings the postwar into 
focus with technical papers on 
future design of engines, and stud- 
ies of land and airborne trans- 
portation of passengers. 

J. Verne Savage, superintendent 
of automotive equipment, Portland, 
is general chairman of the meeting, 
which is sponsored by SAE trans- 
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SAE Studies Transportation 
At Coast Parley, Aug. 24-25 


portation & maintenance engin- 
eering activity, with SAE Oregon, 
Northwest, Northern California 
and Southern California sections 
cooperating. Among the speakers 
will be Ellis W. Templin, of Los 
Angeles, Calif., SAE vice president 
for transportation & maintenance 
engineering and J. E. Badley, of 
Portland, chairman of the Oregon 
section. 

Technical papers 
scheduled include: 

“Possibilities of Gasoline Engine 
Development,” by F. S. Baster, en- 
gineering vice president, White 
Motor Co., Cleveland, O. 

“A Solution of Present-Day Fuel 
Problems,” by W. H. Paul, profes- 
sor of automotive engineering, Ore- 
gon State College, Corvallis, Ore. 

“Relation of Lubrication and Fil- 
tration to Engine Life,” by C. N. 
Bentley, of DeLuxe Products Corp., 
LaPorte, Ind. 

“Air Cargo; A Problem Between 
Carriers on the Ground and in 
Flight,” by R. D. Kelly, United Air 
Lines Transport Corp., Chicago, 
Til. 


tentatively 


“Postwar Expectations and Pos- 
sibilities of Air-Borne (Helicopter) 
Bus Service,” by Agnew E. Larson, 
of Rota-Wings, Inc. 

“Surface Buses of the Future,” 
by W. W. Churchill, superintendent 
of operation and maintenance, 
Washington Motor Coach Co., Seat: 
tle, Wash. 


Fights U.S. Cars 


Mexican Union Says ‘Luxury’ 
Drains Aw se 
MEXICO CITY—( \—A 


campaign to call a postwar mora- 
torium on Mexico’s purchases of 
American automobiles is being 
waged by the Confederation of 
Mexican Workers, most powerful 
labor group in Latin America. 

Pointing out that Mexican car 
owners normally buy 20,000 new 
machines annually, the organiza- 
tion, which claims 450,000 members 
and roughly corresponds to the 
United States’ CIO, holds that such 
investments drain away capital 
needed for Mexico’s industrializa- 
tion. 

“The CMW,” say its spokesmen, 
“has a special interest in seeing 
that our nation’s credits are not 
wasted and is aware of the risk 
which the acquisition of luxury 


‘articles can signify after the war.” 


GETTING A JUMP ON 


pono 


C 


Hundreds of manufacturers now using public 
relations or institutional advertising in The 
Christian Science Monitor are getting a jump on 
postwar competition. They are making loyal 
friends for their names and future products in a 
market that has always produced substantial 


business. 


If you are planning to break into new markets 
or hold your position in old markets, remember 
that the Monitor’s influence, prestige and unusual 
reader loyalty have a definite value to you. We 
welcome your asking the nearest Monitor office 
for information about the Monitor market. 


i 


til 
te 


An International Daily Newspaper 


PUBLISHED BY 


The Christian Science Publishing Society 
One, Norway Street, Boston 15, Massachusetts 


BRANCH OFFICES: 


New York, Chicago, Detroit, Miami, St. Louis, Kansas City, 
San Francisco, Los Angeles, Seattle, London, Geneva, Sydney 


Confused on Tax Role 


Truckers Forbidden to Pay Property Levy; 
Told to Collect from Contractors 


BOSTON.—In the opinion of the 
Massachusetts Department of Pub- 
lic Utilities, considerable confusion 
exists in the minds of many com- 
mon and contract carriers on 
property for hire with respect to 
the 3 percent federal tax on trans- 
portation of property. 

The federal law that went into 
effect Dec. 1, 1942, provided that 
a tax equal to 3 percent of the 
amount paid for transportation 
should be imposed. It is to be col- 
lected from the person who pays 
the transportation charged and is 
not to be borne by the carrier car- 
rying the property. The carrier 
simply acts as a collector for the 
federal government. 

It has been called to the atten- 
tion of the department that many 
carriers are failing to collect the 
tax and instead are paying out of 
their own pockets. The department 
stated that on several occasions it 
has referred this matter to various 
carriers pointing out that such a 
practice would be construed as a 
concession or rebate allowed the 
shipper and consequently would be 
a violation of the general laws. 

Since common carriers are ob- 
ligated to charge no different rate 
than that which they have on file 
with the Department of Public 
Utilities, absorption of this tax by 
the carrier would result in dis- 
crimination and place other car- 
riers who collect this tax at a 
disadvantage in their dealing with 
the same shippers. 

Some carriers have attempted to 
increase their transportation 


Pay Averages 
In May Set 
All-Time High 


NEW YORK. — In its latest 
monthly survey of 25 manufactur- 
ing industries, the National Indus- 
trial Conference Board found the 
average hourly earnings of all 
workers to be $1.06 in May, and 
weekly earnings to average $48.51. 
Both figures are the highest on 
record. 

“Largely because of strikes,” the 
board said, “the number of persons 
at work in these industries de- 
clined sharply, reaching a level be- 
low any month since September, 
1942. Man hours declined as a re- 
sult to a low point not touched 
since November, 1942. For the 
same reason payrolls declined to a 
point lower than in any month 
since May, 1942. 

“The length of the work week 
increased slightly from the previ- 
ous month to 45.5 hours, but re- 
mained below February and March, 
although equal to or higher than 
any other month in recent years. 
‘Real’ weekly wages rose slightly, 
and except for February and March 
of this year, reached a new all 
time peak.” 


Three Dealers 
Aid Ore. OPA 


PORTLAND, Ore. — Three Port- 
land members have been named 
to the gasoline industry advisory 
group which is to assist Portland 
district OPA on gasoline ration ad- 
ministrative policies and black- 
market problems it was announced 
last week by Edmond W. Eggen, 
district mileage rationing repre- 
sentative. 

T. J. Armentrout, president of 
the automobile dealers association, 
is representative from that organi- 
zation. From the Portland Auto- 
motive Trades Assn., have been 
drawn Rance W. Niles, of Rotoway- 
Rance Niles, Inc. and J. M. Bates, 
of Bates Motoramp Garage, Inc. 


Ex-Used Car Dealer 


In Detroit Imprisoned 

DETROIT. Edward Steep, 
former used car dealer here, was 
sentenced to from one to 10 years 
in Jackson (Mich.) prison recently 
for violating probation imposed 
when he was convicted of forging 
signatures on discounted contracts. 

Steep was accused of passing a 
bad check, constituting violation 
of the probation. 


charges solely to provide for 
payment of this tax, and in such 


cases the department has refused _ 


to allow the increase. 

ODT officials have said that the 
majority of rejections of PD-3@@ 
applications for new motor equ 
ment by trucking operators is dé 
to a business-as-usual attitude 
the part of applicants. They I 
the following as chief reasons fot 
rejections: 

Incomplete information, fail 
to show actual need for equipmey 
failure to adequately stress the 
production angle, failure to show 
the fullest use being made of pr¢ 
ent equipment, and failure to she 
the applicant is cooperating with 
other carriers for the purpose 
conservation. 


N. Y. Gets Year 
To Master Pay 
Equality Law 


— 


oo 


— 


NEW YORK.—New York State’s 


Department of Labor, according 
State Industrial Commissioner 6 
ward Corsi, will allow a transition 
period of about a year for the eq 
cation of employers and emplc 
affected by the state’s new law 
guaranteeing women equal pay f 
equal work and setting up penal- 
ties where employers discrimina 
in the rate of pay because of s 
Passed by the 1944 state legi 
lature, the new statute, which 
came operative July 1, pre 


that employers may not discrimin- 


ate in rates of pay for men 
women doing the same specific je 
Length of service and quality and 
quantity of work are permitted 
bases for different pay rates, ho 
ever. 

Excluded from coverage uné 
the act are persons in domestic 
service in the home of the em 
ployer, farm laborers and perso 
employed by pon-profit organiza- 
tions, such as religious and che 
able institutions. 


A similar law also became effec- 
tive July 1 in [llinois, where 
court test of its constitutionality 
was expected. Michigan’s equal pay 
law already has been upheld by tk 
courts of that state. 


Enforcement activity concernin 
the New York law for the presem 
will be concentrated on investiga- 
tions of specific complaints fro’ 
individuals or unions, according té 
Corsi. 

“When a complaint comes in,” H 
said, “we will institute a job analy- 
sis to determine whether or ng 
there is just basis for the com 
plaint.” Workers and employers 
are entitled to hearings under th 
law. 

If a violation is judged to exist, 
a civil action may be brougk 
either by the state industrial com- 
missioner or by the individual 
worker. The commissioner also 
empowered to bring criminal pro- 
ceedings. 


Build Bus Depot 
SAN ANTONIO.—Plans have bee 
announced by Paul Tibbetts, presidex 
of Southwestern Greyhound Lines, Inc., 
for a modern bus terminal here, con 
struction to be started at once. 


HISTORICAL MOTOR 
SCRAPBOOK 


TIME 


Magazine Says 
(May 29, Page 55) 
“Te Americans for whom en 
eutomobile is a 20th century 
work of art and its evolution 
@ nostalgic memory, Floyd 
Clymer’s modest Scrapbook ts 

‘0 “must” 


Ads, Descriptions, Photos 
and a Fascinating Story 
250 early Autos and Motorcycles. Interest 
ing. historical, humorous. ‘Metz, Pope, E-M-F, 
Stanley and others. 160 pages At your 

bookstore or $1.50 postpaid from . 


CLYMER MOTORS, Dept. NA 


2125 West Pice $t., Los Angeles 6, Calf, 


v 
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Studies Needed Now 
On Landing Places 


By Charles Evans 
Aviation Editor 


WHETHER WE are to have 3,000, 6,000 or 25,000 
4 places for airplanes to land in the flying days after the war, 
now is the time to consider the real-estate problems of 


site locations. 


The concensus of all prophets is that we will have private 


ownership in such quantity 


that many more landing 
places will be required, and they 
are also agreed that these facilities 
must be near the homes of the 
plane owners. “Downtown Air- 
ports” is the slogan of one group, 
while another plumps for sub- 
divisions laid out with an airport 
as the central and most important 
feature. Some propose that slums 
be cleared out and airports be sub- 
stituted, and some propose using 
existing city parks for airparks. 
The idea, some insist, is to have the 
airport “adjacent to the town 
square.” 

It may be that owners of real 
estate suitable for use as an air- 
park or airport—the difference is | 
one of size and purpose—could 
realize more for their property 
if used as a landing field than if 
they divided it into building lots, 
or industrial sites. This intro- 
duces a new note into land-use 
studies within the limits of cities. 

A recent article in Southern | 
Flight, aviation magazine, pointed | 
out that state universities ought to 
study the question of airparks and 
flight strips, to determine whether 
a farmer, having land alongside a 
highway, might make more money 
“raising” a flight strip on it than 
by raising corn, cotton or tobacco. 
The state of Tennessee, now doing 
as much as any state to prepare for 
popular postwar flying, has estab- 
lished such a project in its state 
University, limiting its activities to | 
a study of the best grasses for sod | 
airports in various parts of the | 
state, and an architectural service | 
to communities planning airports. | 

* * * 


Real Estate Men 
Should Study Problem 


Municipal real-estate boards 
might make a similar study now 
of slum areas and vacant acreage 
for the benefit of their members 
who have property for sale for pos- 
sible use as airparks. These would 
differ from previous airport sur- 
veys, where all the hunting for 
sites was out on the country be- | 
yond the city limits. This treasure | 
hunt would be downtown. 

There are many possibilities, but 
five kinds of property ought to be 
considered by city authorities and 
real-estate boards: 1. Slum areas | 
that need to be cleared; 2. parks | 
that could be devoted partly or in| 
whole to a landing field; 3. unused | 
waterfront land, especially valuable 
where seaplane use is likely; 4. 
new subdivisions being planned | 
which could be designed around 
landing facilities, and 5. abandoned 
rights of way of interurban or | 
steam railways through the city. 

Airparks need not be as large 
as airports. Small parks and | 





Hedgehopping Law 
Richmond May Require 
Plane Insurance 


RICHMOND, Va.— Councilman 
Russell J. Tinsley has in mind the 
passage of an ordinance requiring 
the owners of private airplanes 
who operate in and over the city 
to carry liability insurance to pro- 
tect citizens and property owners 
from possible damage, he has 
announced. 

The councilman said he has re- 
ceived complaints that privately- 
owned planes are flying back and 
forth over the city too low and 
that the practice may result in 
loss of life and damage to property. 

Tinsley said he believes that air- 
plane owners should carry liability 
insurance, just as automobile 
owners do, and if the city attor- 
ney’s opinion showed that the city 
has the authority to make such a 
requirement, he will introduce the 
necessary ordinance in city coun- 
cil. 


slum areas consisting of five to 


eight city blocks would be ade- 
quate in most cases. A subdivi- 
sion centering about an airpark 
could be a most pleasant com- 
munity with stores, parks, thea- 
ters, and other recreational fa- 
cilities, garages and hangars 
grouped around the _ airfield, 


which would be 40 to 80 acres in 
size. In downtown airports, many 
owners would probably be af- 
fected, but together they might 
find that income from a central 
airpark would be much greater 


On the Far-Flung Battle Fronts 


than that they had received from 
slum property. 

Inside or outside the city limits, 
the airpark should be a pleasant 
place, as distinguished from the 
average airport today. 

* = * 


3,000 Airports Needed, 


CAA Estimates 


We need 3,000 more airports, the 
CAA estimates in a report ready 
for Congress. Of these, only 100 
will be large airports, because the 
$400,000,000 war-building program 
has almost filled our needs for 
large airports useful for transport 
Operation. The need now is for 
more Class 1 and Class 2 fields for 
use by private owners. How great 
that need is depends on who is 
forecasting. Some propose 25,000 
small landing places, and others 
forecasts are between 3,000 and 
25,000. 

Recently in a suburb of Wash- 
ington, D. C., Lt. Henry Heyman, 
of the Naval Reserve, applied for 
permission to construct an air- 
port. Immediately the residents 
of a nearby subdivision, called 
Manor Club Estates, and the 
members of the Manor Country 
Club, protested vigorously to the 
county board. They said an air- 
port at the site he proposed 


would decrease the value of their 
property, and demanded a public 
hearing. Before the hearing was 
held, Lt. Heyman withdrew his 
application. 

The question of noise from air- 
planes on the ground warming up 
and taking off low over rooftops, 
is One certain to come up often in 
the location of the 3,000 to 25,000 
airports or airparks proposed. ' 
Today’s commercial airline opera- 
tions are so noisy that they are 
capable of forcing a complete 
change in land use near airports. 
Just as the railroads produced 
strips of slum areas along their 
routes through cities, so the large 
airport downtown might become 
the center of new slum areas. The 
truck carrying freight between 
cities is never routed through the | 
good residential sections of towns' 
along its route. It is kept to the, 
streets where property values are 
already low, or routed past prop- 
erty zoned for industrial uses. ' 

* * * | 
Noise Is Certain 
To Cause Trouble 

When the airpark starts to in- 
vade established residential areas, 
the noise of airplanes is certain to 
cause trouble. This is ironical, be- 
cause those who live in the better 
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residential areas are exactly the 
people to whom the airplane sales- 
men of the postwar boom, will first 
try to sell airplanes. If they buy 
airplanes, they will insist that they 
have airparks near their homes, 
but if the airplane continues on its 
present noisy way, they will buy 
few airplanes and welcome no 
airparks. 

Pending the time when a road- 
able airplane can be manufac- 
tured, the only answer to making 
the airplane useful is a multi- 
plicity of landing places. It is 
impossible to locate landing 
places at every spot to which any 
pilot will want to go, but this 
must be seriously considered, be- 
cause the people will not use a 
vehicle that is not useful. 

If each city established airparks 
reasonably near all its principal 
residential sections, the usefulness 
of the non-roadable airplane would 
be multiplied. Tourists could then 
land near the parthenon in Nash- 
ville, near the Hayden Planetarium 
in New York, near Fort Duquesne 
in Pittsburgh, and near the old 
fort in Harrodsburg, Kentucky. 
At best, however multiple landing 
spots are makeshifts to serve until 
a truly versatile vehicle comes 
from the drawing boards and fac- 
tories of ingenious Americans. 


of the world, millions of Hyatt Roller Bearings 
are doing their jobs consistently well...carrying 
the bearing loads of tanks, planes, guns, 
ships, trucks, and tractor bulldozers. 


On the Home Front, too. 


Pare) 


Hyatt continues to serve America...on railway 
and highway and farm, in mill and factory... 
wherever wheels and shafts turn for victory! 


Hyatt Roller Bearings are built to last...with minimum care. But don’t forget to 
give them the proper attention all precious anti-friction bearings deserve today. 


\ 
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_ Division of 


GENERAL 
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HYATT BEARINGS DIVISION - GENERAL MOTORS CORPORATION - HARRISON, NEW JERSEY 
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Shackling Airplanes, Too? 


Fruehauf Cites Conflicting State Laws 
That Hamper Truck Transport 


DETROIT.—Shackling of air 
transportation by state regulation 
is so ridiculous and so obviously 
against the public interest that 
Fruehauf Trailer Co. is using the 
comparison to show the folly of 
the numerous conflicting state laws 
that hamper motor transportation. 

Citing the recent flight of TWA’s 
“Constellation,” which crossed the 
continent from Los Angeles to 
Washington, D. C., in six hours 
and 58 minutes, setting the fastest 
transport flight record ever made, 
Fruehauf says this gives an idea 
of what may be expected in inter- 
state commerce in the days to 
come, providing the states don’t set 
up barriers to prevent it . 

Ridiculous as it may seem, how- 
ever, this is already being done, 
according to Congressman J. Percy 
Priest of Tennessee, who recently 
said: “Apparently there is a move- 
ment under way to hamstring avia- 
tion by having the states pass con- 


Clayton Reveals 
Aircraft Report 


WASHINGTON.—W. L. Clayton, 
surplus war property adminis- 
trator, made public last week a 
report of the Surplus Aircraft Ad- 
visory Subcommittee recommend- 
ing policies for the disposal of sur- 
plus aircraft. 

Points included 
follow: 

Preservation, as a national asset, 
of the capacity of our permanent 
aircraft manufacturing industry 
for research, development and pro- 
duction of modern aircraft should 
be a primary consideration in sur- 
plus aircraft disposal. 

Dumping of surplus aircraft, re- 
gardless of price, is not to be con- 
sidered; on the other hand, the 
scrapping of all surplus aircraft 
would be a disservice to aviation 
and a needless destruction of na- 
tional wealth. 


in the report 


flicting and confusing regulations 
against airplanes just as was done 
against trucks.” 

Commenting further on the 
dangers of applying the same type 
of “red tape” regulations to flying 
as are now exerting a throttling 
effect on highway carriers, Priest 
said, “I have given long study to 
the unfortunate situation in which 
our interstate motor carriers find 
themselves because the Congress 
failed in its responsibility to pro- 
tect them against burdensome and 
duplicating state regulations. 

“I have been appalled at the ef- 
fect these regulations have had 
upon their ability to do their share 
in the transportation of war ma- 
terials. 

“Their accomplishments have 
been heroic but they have been 
impeded on every hand with dupli- 
cating and unnecessary regula- 
tions.” 

Unreasonable as it would be to 
have different laws governing air 
transport in each state, it is an 
exact parallel to the situation 
under which trucks and trailers 
now operate, according to Frue- 
hauf. 

For example, in the 12 states over 
which the “Constellation” flew 
there are five different limits gov- 
erning the length of a 3-axle truck- 
trailer. They range from 65 feet in 
Arizona down to 35 feet in Kansas 
and Illinois—lowest allowances of 
any states. 

In the 48 states there are at 
least eight different limits on the 
length of a truck-and-trailer, at 
least seven different limits con- 
trolling axle weights and at least 
13 different gross weight allow- 
ances. 

And no matter how liberal the 
law of one state may be, the hauler 
must conform with the limits of 
the most restrictive state on his 
route. 


All Wars End! There'll be Cars and 
Trucks and Tires to sell again. 


For Lease, Sale or Trade 


With or iene Stock and Eq 


Equip ment 


235 ACRE DAIRY FARM 


On NATIONAL HIGHWAY, U.S. RT. 40, 3 Miles from ZANESVILLE, OHIO 
Joins Famous Headley Inn Farm 


Ideal Dairy or Stock Farm 


185 acres in extra good pasture, 50 acres in silage corn, soy beans and 
meadow, all well drained and in a high state of cultivation. Three 
modern farm houses, barn, two silos, latest up-to-date milking parlor 
and milk house,—passed state inspection; paddocks to handle 200 
head of stock, deep wells with electric pumps, 16 concrete troughs 
few by spring water, cribs for 2000 bushels of corn, new board fences, 
service building 24x40 with blacksmith and repair shop. 


40 


PURE BRED REGISTERED, TB & BANG TESTED 


HOLSTEIN DAIRY COWS 


ows 40 


OUR GREAT HERD SIRE: “Posch Inka Vale Standard,” Register No. 832345— 


Three years old, bred by W. L. and C. R. Nisbet, Loveland, Ohio. 


Dam: Johanna 


Inka Vale Posch, No. 2162834; Sire: Dunloggin Standard No. 738112; Grand Dam: 
New Year Belle No. 1314189; Grand Sire: Admiral Ormsby Fobes Again, No. 


640078. Note this wonderful record of 11 nearest dams. 


Average fat 365 days, 


870.01 pounds; Milk, 3.6%, Milk, 24,224.90 pounds. 


30 Reg. Shetland Ponies 

5 Reg. Tenn. Walking Horses 
1 Five-Gaited Saddle Horse 

4 Head Work Horses 


Hinman Milking Machine 
Purchased New Dec. 1948 
c-Deering Milk Cooler 
12-Can Model 12, Pur. June 1944 


All Other Milk Equipment 


Farm Machinery, All Harness, Pony Rigs, Etc. 


Our Dairy Herd is from outstanding herds of the state,—8 head from 
the Brentwood Sale, Columbus, Ohio, June 5th, 1944. 3 head from 
John Barnett Sale at Beloit, Ohio, April 15th, 1944. Others from 
Perry Wilkins, Zanesville; Sims, of New Concord, and T. S. Krofft, 


East Fultonham, Ohio. 
plus, Grade A milk. 


In April we produced $622.83 worth of 3.9% 
In May our milk check increased to $965.41. 


Many of our cows are due to freshen soon. 


LEASE complete as going operation, or WILL SELL any part of Herd, Stock or 


Equipment, or TRADE for following and pay cash difference if warranted— 


Automobile Agency 
Good Downtown Parking Lo 


Modern Garage Building 
Large Lot for Filling Station 


Location Suitable for Chain Market 


ALL INQUIRIES TREATED STRICTLY CONFIDENTIAL — Write or Call 


HUGH WHITE, Owner 


WHITE CHEVROLET CO., Zanesville, Ohio 


Phones 3511 or 2217 


| 


Simplified Hoists . . . 


NEW TWIN ARM hydraulic hoists introduced by Heil Co., are easily mounted 
on any truck or trailer, lift loads up to 24 tons to a 50 degree dumping angle 
smoothly, noiselessly, in 10 to 15 seconds, it’s claimed. 


SPECIALLY CONSTRUCTED test rack, equipped with stress and strain 
gauges, proves new Heil twin hoists capable of withstanding pressure many 
times greater than normal load capacity for which they will be used. 


New Heil Twin Arm Hoist 
Pares Big Unit 300 Pounds 


MILWAUKEE. — Another devel- 
opment to come out of the war is 
the standardization of a line of 
new twin arm hydraulic hoists 
suitable for all makes of trucks 
and trailers and all styles of 
bodies by Heil Co., Milwaukee. 

Formerly there was a vast as- 
sortment of styles and sizes of 
hoists for specialized purposes. The 
Heil hoists have been greatly sim- 
plified and save over 300 pounds of 
dead weight on an 1,800-pound unit. 
They are completely fabricated and 
welded, require no heavy castings, 
eliminate many rollers, cams and 
gears and permit operators to 
carry a greater payload on each 
trip. 

Heil twin arm hoists are capable 
of lifting loads of 24 tons to a 50° 
dumping angle in 10 to 15 seconds. 
The operation is smooth and noise- 
less and the body can be stopped 
and held at any angle without un- 
due strain on the hoist mecha- 
nism. Loads may be dumped 
efficiently even when the truck 
chassis frame is twisted because of 
uneven ground. 

Many years of exhaustive experi- 
mentation on test racks and in the 
field indicate that the life of the 
Heil twin arm hoist will extend 
substantially beyond that of ee 


Used Truck Tires O.K. | 


For Farm Vehicles 


| 
WASHINGTON. — Vehicles used 
in farm operations may be equip- 
ped with used truck tires if any 
are available, the Office of Price 
Administration ruled last week. 
Hitherto, farm tractors, farm im- | 
plements and farm wagons were | 
eligible for industrial tires, tractor- 
implement tires and Grade III tires. 
Many of these vehicles, it was 
stated, have wheels that require 
tires of a size larger than passen- 
ger and implement-type tires. Be- | 
cause these essential vehicles must 
be kept in service, used truck tires 
may now be issued for farm opera- | 
tions in areas where they can ie 


‘obtained, OPA said. 


This 
Aug. 2, 


provision became effective | 


1944. 


truck chassis upon which it is 


mounted. 


A test rack in the Heil plant is 
used in all new hoist developments. 
This rack is a steel framework 
simulating a truck body. 


The experimental hoist is placed 
beneath the framework which is 
then locked firmly in place with a 
steel bar to prevent it from rising 
regardless of the amount of pres- 
sure exerted by the hoist. “Strain 
gauges” are placed throughout the 
mechanism and are connected by 
wires to a delicate strain indicator 
to record the most infinitesimal 
amount of stretching or compress- 
ing of steel. 


The ability to standardize the 
hoists on a few models for all pur- 
poses will eliminate the necessity 
for large dealer inventories, sim- 
plify mounting procedure, speed up 
deliveries and lower prices, it is 
claimed. 


DeSoto Reveals 
How B-29 is 
Air Conditioned 


DETROIT.—The nose section of 
the new Boeing B-29 Superfortress 
is constructed like a gigantic air- 
conditioned cabin for the comfort 
and combat efficiency of its crew 
members, it was revealed last week 
for the first time by technicians of 
DeSoto, which manufactures and 
assembles this vital part of the 
United States’ newest air weapon. 

The nose section and certain 
other portions of the plane’s fuse- 
lage are protected against cold, 
heat and the atmospheric pressure 
of high altitudes. This means that 
the B-29 is the first combat bomber 
in which a comfortable air pres- 
sure condition can be maintained 
over long periods of time, while 
the plane flies at high stratosphere 
altitudes. 

To achieve this comfortable air- 
conditioned effect, two things are 
necessary: The cabin must be 
sealed so no air can get in or out 
of it except by pumps; and there 
must be a series of pumps which 
keep the air pressure and tempera- 
ture inside the cabin at a.constant 
level even though the ship may rise 
into high altitudes where the tem- 
perature and pressure are very 
low. 

Before the B-29, crew members 
of planes capable of flying the 
stratosphere were limited in the 
altitudes in which they could fly 
and even at 20,000 feet had to wear 
oxygen masks and cumbersome 
flying clothes because the human 
system could not stand the frigid 
temperatures and thin air found 
there. Without such equipment, 
even at 20,000 feet, the men would 
experience the bends and more 
serious physical suffering. 

The wearing of oxygen masks for 
long flights, however often resulted 
in fatigue marked by dullness and 
inert reaction to the senses, a gen- 
eral slowing down of the reflexes. 
This had a tendency to impair the 
efficiency of the crew. 

The job of sealing the nose sec- 
tion calls for an intricate and com- 
plex treatment whereby’ every 
seam, joint and every one of the 
thousands of rivets must be sealed 
by gummed tapes, putties and seal- 
ing compounds. Even __ repair 
rivets must be dipped in _ seal- 
ing compound and dried before in- 
stallation in the unit. 


Williams Returns to Ford 


In Salt Lake City Post 


SALT LAKE CITY.—After more 
than two years’ leave of absence 
to serve a war industry, W. A. Wil- 
liams has returned to his post as 
Salt Lake City branch manager of 
the Ford Motor Co. 


Williams served from February, 
1942, until July 8 of this year as 
business manager of Kanunite, Inc., 
which has been producing alumina 
at a new war plant in Salt Lake 
City. 

While Williams was serving with 
Kanunite, George L. Boggs was act- 
ing Salt Lake City branch man- 
ager for Ford. With Williams’ re- 
turn, Boggs again becomes assist- 


ant branch manager. 


Engineered to Help You Keep 


| Vital Cars and Trucks on the Job 


Build up your maintenance business with 
lubricants not only engineered to keep 
cars and trucks on the full-time working 
list—but supported by merchandising 
plans engineered to keep this profitable 
business coming back to you! Use 
AMALIE Lubricants—a complete line 
for correct service at every vital lubrica- 
tion point—produced by the refiners of 
AMALIE Pennsylvania Motor Oil. 


AMALIE DIVISION 

L. SONNEBORN SONS, INC. 

88 Lexington Ave., New York 16, N. Y 
Southwestern Distributors : 

Sonneborn Bros., Dallas, Texas. 


See your AMALIE Dis- 
tributor for timely new sales 


Ome el-mmelle 


helps, or write Dept. AN 


Now More Than Ever —It’s AMALIE First 
..- Because AMALIE Lasts 


REFINERIES: PETROLIA, PA., AND FRANKLIN, PA. 


¢ PLANT: NUTLEY, N. J. 
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Dealers tell me 


(Continued from Page 3) 


chiselers as one is led to believe. 
When the information about used 
car ceilings becomes more gener- 
ally known, and the “as is” price 
is the only price that is given 
publicity, it will be accepted by the 
public and owners will cease their 
efforts to get some high speculative 
price and go to the dealer whom 
they have known for a good many 
years and in whom they have 
confidence. 

Furthermore, I believe that 
dealers who for many years have 
been trained in the technique of 
taking in used cars at the right 
price, can take in a goodly per- 
centage of cars— particularly 
those which require a consider- 
able amount of repair work—for 
less than ceiling prices. Surely, 
if the dealer can’t take in a car 
at a price at which he can make 
money, he doesn’t have to make 
the deal. It is only reasonable to 
assume, too, that there will be 
some cars offered which are clean 
enough so that the dealer can 
take them in at ceiling prices | 


and still make money. | 
* * * 


Needn’t Allow 


Ceiling Price 

WANT to point out another 

thing: the ceiling price doesn’t 
mean much to a dealer when there 
is a trade-in, except that it puts 
a limit on the public expectation 
as to the value of the car. I 
think the significant thing in the 
whole passenger car regulation is 
that the OPA doesn’t say that a 
dealer must allow the ceiling price 
on the car traded in. The govern- 
ment realizes that there may be 
as much as $300 or $400 difference 
in the value of cars of the same} 
make, model, year and mileage | 
which are offered the dealer at 
ceiling prices. 

After all, any good business 
man only asks that there be 
some basis of certainty in the 
conduct of his business. Automo- 
bile dealers have always been 
resourceful, anyway, and now 
that they are able to operate 
under circumstances that are 
fixed, I am confident that they 
will find their way out of the 


woods. 
* * 


Demand Likely 


To Persist 

AT the trade has been suf- 

fering from in connection 
with used cars during the past 
two years is that the speculative 
value of used cars spiraled away 
up beyond any reason, and if it 
continued to do so we faced a 
ruinous inventory loss at the first 
rumor of peace or of new-car pro- 
duction. Now that prices have been 
pegged, any dealer can enter the 
used car business in earnest and 
not take chances. Prices are now 
established at such levels that even 
if peace comes, or new-car produc- 
tion is ordered, a dealer won’t get 
stuck. 

Good used cars are going to be 
“wanted” merchandise for a 
number of years yet. From the 
present outlook we can’t possibly 
have many new cars to sell much 
before July, 1945. At that time 
there will be a back-log demand 
for some 9,000,000 new cars. 
Producing at the rate of 4,500,000 
passenger cars a year, it will 
take until 1950 to satisfy the 
new-car demand. This means 
that during that time there will 
be an active market for used 


ears. And bear this in mind— | 
there never was a time that | 


money could not be made on 
“wanted” merchandise, at the 
right price. 


* 


Some Cars Not 
Worth Ceiling 


HE financial circumstances of 
the present 23,000,000 passenger 


looking for legislation to legislate 
the profit into his business, but 
for legislation that permits him 
with his own aggressiveness and 
ingenuity to make a profit by 
virtue of it. 

Another thing we as members 
of the trade should always bear 
in mind in connection with used 
car selling prices, is that the 
government doesn’t say any car 
is worth the ceiling price—that 
ceiling is merely the amount 
above which a given car cannot 
be sold. Ceiling prices don’t de- 
termine the value of any car, and 
we should make this plain to 
the public. The value of any 
car depends upon just how far 
a dealer wants to go to recondi- 
tion the car and sell responsible 
merchandise, as against figuring 
how little reconditioning he can 
get by with for the sake of 
immediate profit. These are times 
when sales institutions can make 
a lot of friends. People are mak- 
ing mental “black lists” of firms 
they are not going to do business 
with when the war is over. Don’t 
let your name be so listed by 


any of the people in your terri- 
tory. 


Will Help Carry 
Your Overhead 


SED cars are going to be very 

necessary merchandise. They 
happen to be in individual posses- 
sion, but they are a part of 
Ninety-three percent of the pas- 
senger-carrying miles operated in 
America are in private passen- 
ger cars, and only seven percent 
in city transit lines,  interur- 
ban buses and railroad trains. Do 
your share to keep America’s 
wheels turning, and to all with 
whom you come in contact, reflect 
this as being your ideal and your 
goal, whether you make money 
or not. 

I am not one to hold that 
operation under the used car 
regulation will make you a net 
profit, but I am thoroughly con- 
vinced that if we but look for 
the opportunities it offers we 
can make it pay an increased, 
share of our overhead. We are 
in one of the businesses that was 
absolutely cut off on account of 
the war; we are a war casualty. 
We are glad that our factories 
and dealers have contributed so 
magnificently to America’s war 


effort. We likewise should em- 
brace every opportunity, and 
rather than bemoan the fact that 
our business was sacrificed for 
the public interest, try to do 
everything to keep our institu- 
tions going, so that we can not 
only contribute our share of taxes 
as going businesses now, but add 
to payrolls and to the rapidity 
of dollar-turnover in the _ post- 
war period. 


Tim McNamara Heads 


R. I. Buick Firm 


BOSTON.—T. A. McNamara has 
been appointed president of the 
newly formed Mac Buick, Inc., 
Woonsocket, R. I. He has had a 
notable record of achievement 


both as owner of a Waltham |} 


(Mass.) insurance company and 
the Standard Cab Co., Woonsocket. 
A veteran of World War I, he was 
graduated from Fordham Univer- 
sity where he was captain of the 
baseball team from 1919 to 1922. 

McNamara then became promi- 
nently identified with professional 
baseball. He was the pitching half 
of the famous kid battery of Tim 
McNamara and Leo (Gabby) Hart- 
nett and for several years starred 
as a pitcher on major Boston and 
other professional teams. 


Bolt Promoted 
By Nash 


DETROIT.—R. D. Bolt, formerly 
district manager of Nash Motors 
in San Francisco, has been ad- 

vanced to the 
post of zone man- 
ager of the area, 
it was announced 
last week by H. 
Cc. Doss, vice- 
president of 
Nash - Kelvinator 
Corp. The ap- 
pointment, Doss 
said, represents a 
broadening of 
executive respon- 
R. D. Bolt sibilities in serv- 
ice and sales 
under Roy Boscow, Pacific Coast 
manager of Nash. 

Bolt, a native of Houston, Tex., 
during the early stages of his busi- 
ness career specialized in auditing 
and accounting, later opening his 
own office of certified public ac- 
counting in San Francisco. In 1933 
he became zone business manager 
for Buick-Olds-Pontiac Sales Co., 
Salt Lake City. Later he became 
a partner in a dealership, and in 
1938 joined Nash Motors as re- 
gional business manager. 


MILWAUKEE makes no claims of 
being another Detroit—but 


Those were the pre-war positions of Milwaukee on the authority 


of the United States Bureau of the Census, and Milwaukee ex- 


pects to do as well in postwar days. To those two good reasons 


for pre-selling Milwaukee, add the fact that you can reach a 


car owners are going to change! 
during these years. People are go- | 
ing to die, and this means that| 
cars are going to come into the 
market—perhaps not a _ sufficient 
number of cars to meet the de- 
mand, but, although this is the 
source of my deepest worry, my 
hope is that there will be enough | 
cars come into the market to make | 
the used car business attractive to | 
responsible and qualified automo- | 
bile dealers. Such a dealer is not| 


greater percentage of the automobile buyers here through one 
newspaper than in any other city as large or larger. More than 


9 out of 10 families read The Milwaukee Journal regularly. 


THE MILWAUKEE JOURNAL 





40 
of Va. 


Hits Criticism 


AUTOMOTIVE NEWS, AUGUST 7, 1944 


Law... 


Raine Takes Issue 


With Dezendorf 


(Continued from Page 10) 


the Automobile Manufacturers 
Assn., who in response to copies 
of our law which we sent them 
after our governor had signed 
our law, informed us that our 
copies were in -error and they 
forwarded to us a copy of what 
they purported to be the official 
Virginia law, but that it was 
their copy and not ours, which 
was wrong and peculiar as it 
may seem, contained the same 
provisions which Mr. Dezendorf 
objected to and as I stated be- 
fore, such provisions are not in 
our law. 

I so informed the Automobile 
Manufacturers Assn. and assume 
they corrected their copy, but they 
never acknowledged by communi- 
cation. 

There is nothing mysterious, 
hidden or complicated in the Vir- 
ginia Motor Vehicle Dealer Licens- 
ing Law, and no one needs an 
attorney to interpret any of its 
provisions. 

It is not going to put any new 
or used car dealer or manufacturer 
out of business, who conducts his 
business on a normally decent 
plane. 

It is, however, going to put out 
of business about four hundred 
used car dealers, selling cars from 
open lots, who are the fly-by-night, 
curb-stone, vest-pocket type opera- 
tors, who bring disrepute to the 
legitimate dealer. 

It is also going to eliminate the 
sale of used cars by sideliners (em- 
ployes of banks and_ business 
houses, taxicab drivers, gas station 
attendants, and the thousands of 
employed individuals who “buy and 
sell” used cars in their time off 
to the loss and detriment of the 
established dealer). ~— 

And it is also going to restrict 


LE, DISS 


eee 


SE EE 
vi \, * 


“Now, if we were 
only staying at 
THE ROOSEVELT’ 


When you stop at The Roosevelt 
you don't risk getting marooned 
like this. For you'll be within 
walking range of Manhattan's 
Midtown activities. Direct pas- 
sageway from Grand Central 
Terminal to hotel lobby. A reser- 
vation at The Roosevelt liqui- 
dates a lot of bother. Rooms 
with bath from $4.50. 


THE 
ROOSEVELT 


Robert P. Williford. General Manager 
MADISON AVE. AT 45th ST., NEW YORK 


A Hilton Hotel 


OTHER HILTON HOTELS FROM COAST TO COAST: 


TEXAS, Abilene, El Paso, Longview, Lubbock, 
Plainview ; NEW MEXICO, Albuquerque; CAL- 
IFORNIA, Long Beach, Los Angeles, The Town 
House; MEXICO, Chihuahua, The Palacio Hilton. 
Hilton Hotels, C, N. Hilton, President. 


manufacturers from forcing deal- 
ers to accept cars, accessories, 
parts and promotion schemes, not 
ordered by such dealers, under 
threat of cancellation and also 
restrict manufacturers from un- 
fairly or without due regard to 
the equities of a dealer cancelling 
or threatening to cancel any 
dealer’s franchise, without just 
provocation. 

There are 25 sections to the Vir- 
ginia Motor Vehicle Dealer Licens- 
ing Law, concisely as follows: 

Section 1. Title. 

Section 2. Definitions. 

Section 3. Unlawful for any mo- 
tor vehicle dealer, motor vehicle 
manufacturer or salesmen or rep- 
resentative of either to sell a mo- 
tor vehicle in Virginia without a 
license, issued by the Commissioner 
of Motor Vehicles. 

Section 4. Licenses good for one 
year from July 1 to June 30. 

Section 5. License Fees. New and 
Used Car Dealers $15.00; Manufac- 
turers $20.00; Manufacturers Rep- 
resentatives $10.00. Automobile 
salesmen $2.00. All fees paid into 
State Treasury and so much there- 
of to administer the Act appropri- 
ated for actual expenses, with usual 
safe guards. 

Section 6. Licensees must display 
licenses and insert license number 
in any advertisements. 

Section 7. Salesmen must carry 
license cards. 

Section 8. A new or used car 
dealer may use vacant lots for 
the sale, storage or display of mo- 
tor vehicles, provided, if lot is 
within 25 yards of a dealer’s estab- 
lished place of business, no _addi- 
tional license is required; if lot 
is not within 25 yards, a supple- 
mental license at $5 a year IS 
required. ; 

Section 9. No dealer may receive 
dealer license plates unless licensed 
as a dealer. 

Section 10. A license may be de- 
nied, suspended or revoked, on any 
of the following grounds. , 

(1) Material misstatement in ap- 
plication for a license. 

(2) Filing a materially false or 
fraudulent tax return as certified 
by the tax commission. 


(3) Conviction of a felony, or 


| pleading nolle contendere or non 


vult to an indictment for a felony. 

(4) Wilful failure to comply with 
any provision of this act or any 
lawful rule or regulation promul- 


| gated by the board under this act. 


(5) Being a motor vehicle dealer, 
failure to have an_ established 
place of business as defined in this 
act. 

Note: An established place of 
business is defined in Section 2 
as follows: 

(1) “Established place of busi- 
ness” means a salesroom in a per- 
manent enclosed building or struc- 
ture, either owned in fee or leased, 
at which a permanent business of 
bartering, trading and selling of 
motor vehicles will be carried on 
as such in good faith and at which 
place of business shall be kept and 
maintained the books, records and 
files necessary to conduct the busi- 
ness at such place, and shall not 
mean residence, tents, temporary 
stands, or other temporary quar- 
ters, 
cupied pursuant to any temporary 
arrangement, devoted principally 
to the business of a motor vehicle 
dealer, as herein defined. 

Our law would be much stronger 
if it included a provision in the 
above definition for the repairing 
of motor vehicles. 

(6) Being a new motor vehicle 
dealer, engaging in the business of 
selling at retail any 
vehicle without having authority 
of a written contract or franchise 
with the manufacturer or author- 


ized distributor of that particular | 
| cancel or cancel any dealers con- 


make of new motor vehicle. 

(7) 
tail buyer, to the buyer’s damage, 
or any other person 
duct of the licensee’s business. 

(8) Wilful failure to perform any 
written agreement with any re- 
tail buyer. 

(9) Employment of fraudulent 
devices, methods or practices in 
connection with the compliance 


nor permanent quarters oc- | 





Wilfully defrauding any re- | 
| accept motor vehicles, parts, acces- 


in the con- |} 
| Ordered by such dealer, or threat- 


; ens to cancel or cancels any fran- 


ARMY LEARNS about Jeep. 


—<h 4 


Members of the Detroit editorial staff of 


Army Motors, Ordnance Department magazine, are shown attending a ‘skull 


practice’’ session on the Jeep, 


representative. 


conducted by a Willys-Overland 
Demonstrating with cutaway engines and other mechanical 


service 


sections of the scout car, service men from the Toledo auto concern have 
held almost 4,000 instruction classes in Army posts and camps throughout the 
United States, with _an_ estimated soldier attendance of more than_ 1,000,000. 


with the requirements under the 
statutes of this state with respect 
to the retaking of motor vehicles 
under retail installment contracts 
and the redemption and resale of 
such motor vehicles. 

(10) Having used unfair methods 
of competition or unfair deceptive 
acts and practices. 

(11) Advertising by any means 
any assertion, representation or 
statement of fact which is untrue, 
misleading or deceptive in any 
particular relating to the conduct 
of the business licensed or for 
which a license is sought. 

Section 11. The Commissioner of 
Motor Vehicles shall act on all 
applications within 30 days after 
receipt and shall not deny an ap- 
ptication until after a hearing. 

Section 12. If a license is denied. 
suspended or revoked, applicant 
or licensee given written copy of 
complaint and given hearing on 
10 days notice, with or without 
counsel. 

Section 13. The Commissioner 
may Only inspect the pertinent 
books, records, contracts of license 
on written complaint of a violation 
and if licensee is found to have 
violated the Act, he shall pay cost 
of such examination. 

It will be noted that only the 
books and records pertaining to a 
reported violation of the law may 
be inspected and only such part 
of such books and records as per- 
tain to the reported violation. 

Section 14. Officers, directors, 
partners, if such had knowledge 
of any violation of act and bene- 
fitted through such violation shall 
be responsible for such acts. 

Section 15. Any person aggrieved 
by action of the Commissioner may 
appeal to any court of competen. 
jurisdiction in the city or county 
in which aggrieved person does 
business. Provides method of 
appeal. 

Section 16. The Commissione. 
shall promote the interests of re- 
tail buyer and prevent unfair trade 
methods between seller and buyer. 

Section 17. The Commissione: 
may make such rules and regula 
tions necessary to administer ana 
enforce the act, provided copy ot 
such rules and regulations shall 
have been mailed to all licensees 
10 days prior to effective date ot 
such regulations. 

Section 18. All retail installmen: 
sales shall be evidenced by an in- 
strument in writing, and shall con- 
tain all agreements of the parties 
thereto, including summary of 1n- 
surance covered. A violation o1 
this provision shall bar recovery 
of any financial charge or any 
interest on the deferred balance 


| provided seller had knowledge ou: 
| such violation. 


Section 19. Prohibits any manu 
facturer or manufacturer's repre- 


| sentative to coerce any dealer to 


sell or assign a retail installment 


| contract t s : . 
new motor | 0 any specified finance 


company. 


Section 20. Prohibits any manu- 
facturer or manufacturer’s repre- 
sentative to coerce or threaten to 
dealer refuses to 


tract if such 


sories or other commodities, not 


chise of a dealer unfairly or with- 
out due regard to the equities of 


| such dealer or without just provo- 


cation. 


Section 21. Prohibits any dealer 


from selling new motor vehicles 
unless authorized or enfranchised 
by the manufacturer or distribu- 
tor of such make of motor vehicles. 


Section 22. Prohibits any dealer 
or salesman to solicit the sale of 
a motor vehicle and be paid any 
commission or compensation in 
connection with such sale unless 
such person is licensed. 

Section 23. Prohibits a salesman 
licensed to sell for one dealer to 
sell for another dealer or on his 
own account. 

Section 24. Penalties. Fine not 
exceeding five hundred dollars or 
not more than six months impris- 
onment. 

Section 25. Severibility. 

The bill does not limit the num- 
ber of motor vehicle dealer retail 
outlets, but establishes the same 
qualifications and restrictions 
under which all dealers must 
operate. 

The bill exempts persons dispos- 
ing of motor vehicles when the 
same “have been acquired for their 
own use and actually so used” and 
not acquired for the purpose of 
resale or for the purpose of avoid- 
ing the provisions of the act. 

Exempted from the provisions 
of the bill are receivers, trustees, 
executors, guardians, public  of- 
ficials, etc. 


Pa. Federation 
Spurs Drive for 


Diversion Ban 


HARRISBURG.—Second approval 
by the Legislature of a proposed 
constitutional amendment prohib- 
iting permanent diversion of motor 
funds to non-highway purposes was 
announced last week as the Penn- 
sylvania Motor Federation’s top 
Objective for the 1945 session of 
the General Assembly. 

President Howard W. Hughes, 
who also is a State Supreme Court 
justice, reported at a meeting of 
the federation’s executive commit- 
tee that former State Senator An- 
drew J. Sordoni, of Wilkes-Barre, 
chairman of the legislative commit- 
tee, already was at work on plans 
for next year’s assembly session. 


The federation campaigned for 
the proposed amendment to pre- 
vent the commonwealth from tap- 
ping the motor fund for other pur- 
poses, such as developed during 
the depression years when those 
funds were borrowed for emerg- 
ency relief financing. 


The proposed amendment was 
approved by the 1943 Legislature 
and must be passed by a second 
one before being submitted to a 
referendum vote. 


Equipment ‘Excellent’ 


Frontline Technicians Laud 
Bear Alignment Parts 


ALLIED HEADQUARTERS, 
MEDITERRANEAN THEATER.— 
For the past year chassis align- 
ment equipment manufactured by 
the Bear Manufacturing Co. has 
done Trojan work in the work- 
shops of an ordnance maintenance 
battalion, part of the largest Army 
overseas arsenal in the world. 
Technician 4th Grade Norman A. 
Johnson of Portland, Ore., is in 
charge of all the framework and 
wheel alignment in the shops. 

“The equipment has proven ex- 
cellent for our purposes and has 
given no trouble at all,” he reports. 
“Everything from jeeps and trailers 
to armored cars and half-tracks 
has been worked on, set right and 
put back in combat.” 

Sgt. Johnson and his crew have 
thus far worked on upwards of 
2,500 vehicles of every type, in- 


}| cluding trailers and semi-trailers. 


Army Tests 
Combat Trucks 
On Rockies 


DENVER. — Colorado's Rockies 
are being used as a proving ground 
for heavy duty army trucks des- 
tined to see combat service soon in 
a theater of war with comparable 
terrain. 

Steep mountain grades are being 
climbed with varying loads of con- 
crete blocks to test the performance 
of the trucks at altitudes up to 
10,000 feet. Complete performance 
reports are being made on each 
type of vehicle from tractor-trail- 
ers to dump trucks so the army 
will know what each can do. 

Fort Logan, near Denver, is the 
base of operations, with the tests 
being conducted under direction of 
Capt. D. L. Wingo, from the office 
of the chief of ordnance, Detroit. 
Mich., and Lieut. L. C. Henry, Fort 
Logan ordnance officer. Enlisted 
men from the Fort Logan motor 
pool are driving the equipment. 

After the mountain trial runs, 
the trucks will be driven through 
to California for testing at lovrer 
altitudes and sea level. 


API Calls Off Meeting 
At ODT’s Request 


NEW YORK. -Announcement is 
made that the executive committee 
of the American Petroleum Insti- 
tute has approved a recommenda- 
tion of the organization’s President 
William R. Boyd jr., to defer in- 
definitely the twenty-fifth annual 
meeting scheduled to be held in | 
Chicago, Nov. 13-16. 

Boyd’s recommendation and the | 
committee’s action was prompted | 
by the urgent request of Director | 
J. M. Johnson of the Office of De- | 
fense Transportation that all con- 
ventions planned during the re- 
maining months of 1944 be can- 
celled in the interest of wartime | 
transportation. ’ 


They have straightened bends in 
frames and axles, axle housings 
and sprung beds; aligned wheels to 
adjust the caster, camber, and the 
king-pin angle to eliminate shim- 
my, hard steering, wander and ex- 
cessive wear of tires. Mechanical 
troubles have been averted by the 
alignment of transfer cases, trans- 
fer bearing and universal joints. 


FORT SHELBY 


J. E. Frawley, General Manager 
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Just Among Dealers... 


(Continued from Page 8) 


Chevrolet line in 1927. In 1938, he 
built one of the most outstanding 
automobile sales and service build- 
ings in the country. It is a mod- 
ern building with entrances on four 
sides and lot space 280 feet deep 
for the use of workers’ cars. The 
automobile business has been both 
interesting and aggravating to 
Purdy. He thinks it is a good 
business, but would be better if we 
could keep out the “gyp”—a trade 
factor which he thinks will become 
an increasingly important problem 
for reputable dealers to face in the 
postwar period. Purdy is chairman 
of the Van Wert County War Chest 
committee, chairman of a local 
Office of Defense Transportation 
committee, and president of the 
Chamber of Commerce of Van 
Wert, and past president of the 
Willow Bend Country Club and the 
local dealer association. 
* * * 


JosePH M. Biocu (Dodge-Plym- 
outh), Indianapolis, is an old- 
timer. He has been at the head 
of a wholesale automobile supply 
house—the Gibson Co—for a 
good many years. He was born 
Aug. 15, 1884 in Selma, Ala., and 
went to Indianapolis in August, 
1912, to be secretary and general 
manager of the Gibson Co., at 
which time he took on the whole- 
sale parts business, as well as the 
distributorship for the Overland 
line. A couple of years later, in 
1914, he brought his Indiana 
Overland dealers en masse— 
designated as the “Gibson Raid- 
ers”—to the Overland factory for 
the purpose of driving back 350 
automobiles. This was before the 
day of paved highways, and the 
driveaway was the largest the 
Overland factory had handled up | 
to that time. Bloch recalls that | 
the first commercial moving pic- 
tures of such an event were | 
taken at that time, and was kind | 
enough to remind the column | 
conductor that he arranged for 
the event. Bloch is a member of 
the Indianapolis Board of Park 
Commissioners, and has served 
both as president of the Super- 
Service Club of Indianapolis, and | 
director of the Indianapolis Auto | 
Trade Assn. 


* * * 


Le Roy Casper (Ford-Mercury- 
Lincoln), Syracuse, N. Y.—who was 
born Oct. 19, 1881, at Howe Cave, 
N. Y.—entered the business di- 
rectly as a dealer in 1910, taking on 
the Marion line. He handled the 
Cadillac and Reo in Schenectady 
during World War I. He has engi- 
neered, built and occupied two out- | 
standing automobile sales and serv- | 
ice stations in Syracuse. He sold 
the first V-8 in Central New York 
and his sales have been almost 
exclusively V-type motors since. | 
The first car he ever owned was a} 
Marion air-cooled V-4. Casper is 
president of the board of directors | 
of the Syracuse YMCA, and is 
active in the Chamber of Com-'| 
merce, Kiwanis club and commu- | 
nity chest. He has served as presi- | 
dent of the Syracuse Automobile | 
Dealers Assn., and is its treasurer 
at present. 





* * * 


D. B. McPuHerson’ (Dodge- 
Plymouth), Clinton, Ia., began 
life in Toledo, Ia., on Dec. 20, 
1897. He started in the automo- 
bile business in April, 1922, as a | 
salesman for a Ford dealer, and 
became a dealer in 1928 with 
the Oakland-Pontiac line. His 
hobbies are flying, volleyball and | 
handball, but he doesn’t let those | 
recreations interfere with his | 
business. He is flight sergeant in | 
the local C.A.P. McPherson has | 
always been active in civic and 
fraternal organizations, and | 
served three years as county 
director in the state automobile | 
dealers association. He also was 
president of the Clinton County 
Dealers Assn. for three years and | 
is secretary-treasurer of the or- | 
ganization at the present time. 

* * * 


RayMonp D. MercHant (Stude- 
baker-Packard), Newark, O., was 
born in the town of Conesville in | 
that state on Aug. 21, 1888. He | 
started in the automobile business | 
in 1922 as a salesman and took On | 
the Studebaker line in 1923. He is 
past president of the Kiwanis Club | 
and Licking Country Shrine Club. | 
He is now, and has been for the' 


past six years, president of the 
Newark Automobile Dealers Assn. 
* * * 


Pau H. Scumowt (Ford), Prairie 
du Chien, Wis., who was born in 
Milwaukee June 11, 1894, con- 
fesses to an unusual hobby for an 
automobile man—railroads. He 
entered the automobile business 
as a Ford dealer in 1925 and has 
continued with the line ever 
since. During the war he is spe- 
cializing in the repairing of cars, 
trucks and tractors. 
as secretary of the county dealers 
association for three years. 

- | ae 


Cart E. Danner (Buick), Marion, | 


O., first got his name in the paper 
when Warren Harding’s Marion 
Star reported his birth on Dec. 20, 
1890. He started in the business 
as a salesman in 1920, and as a 
dealer for the Buick line in 1930. 
He is a member of the executive 
committee of the local War Chest, 
and has been active in the YMCA, 
Boy Scouts, Chamber of Commerce, 
Kiwanis and the Country Club. He 
is past president of the Marion 
Automobile Dealers Assn., and at 


SMM 


He served | 


| present a trustee of the Ohio State 
| Automobile Dealers Assn. for his 
| district. One of the interesting 
recollections of his business life 
dates back to 1931, when he hurried 
| to the bank one day with a sizeable 
deposit but arrived about’ ten 
minutes after closing time. He 
|}rapped on the window, however, 
|} and was admitted to make his de- 
posit, only to learn the next morn- 
ing that the bank had been closed 
| because of an embezzlement. The 
war has brought grief to Danner 
in the loss of his son Carl jr., a 
| lieutenant in the air corps. 
| * * * 


Georce C. Scuvuritz (Dodge- 
Plymouth), Ottawa, Iil., made his 
| initial bow to the world on Aug. 
| 96, 1894 at Seneca, Ill. Entering 
the automobile business in 1914 
as a bookkeeper, he took on the 
Dodge dealership in 1919 and has 
continued with it ever since. He 
is a past director of the Ottawa 
Businessmen’s Assn. and the 
Ottawa Chamber of Commerce. 
His experience also includes 
terms as a director of the Illinois 
Automobile Trade Assn. and 
president of the Ottawa Automo- 
bile Dealers Assn. 

—~JOHN O. MUNN 
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IN THE 
MORNING 


Yesterday’s morning newspaper picture in Chicago is out of 


date today. 


For today, The Chicago (morning) Sun sells daily to 330,000 
buyers who can get it under current paper restrictions. The Sun 
is now the ninth largest morning newspaper in the United States.* 


In growing numbers, Chicagoans care turning to The Sun for 


its straight handling of the news. Sure, The Sun has its own 


Opinions . . . but it puts news in the news columns, and confines 
its opinions to the editorial columns. And The Sun allows its own 
contributing columnists complete freedom of their opinions. 


Columnists Lippmann and Grafton may never agree. Sulli- 
van, Kent and Landis may always have different opinions. But 
they and every other contributor are free and welcome to 
express their opinions in The Sun. 


Today, Sun readers comprise a big and vigorous market that 
advertisers have proved gives results out of all proportion to 


Sun circulation and cost. 


THE BRANHAM COMPANY . 


| 
| 


WASHINGTON. — Sales finance 
companies reported a_ gain of 
seven percent in the number of 
new passenger cars financed in 
June, 1944 compared with the num- 
ber financed the preceding month, 
and the dollar volume of paper 
acquired in this type of financing 
| increased 10 percent, according to 
statistics released last week by the 
Bureau of the Census. A two per- 
| cent increase in the number of 
used-passenger cars financed was 
reported, with a dollar volume up 
three percent. 

Thirty-five percent fewer new 
commercial vehicles were financed 
in June than in May this year, and 
the value of this paper was 12 per- 
cent less than that recorded in 
May. The number of used com- 
mercial vehicles was down two 
percent, but the dollar volume of 
such paper rose 9 percent. 

The volume of retail automotive 
outstandings held by sales finance 
companies on June 30, 1944, the re- 
port shows, was six percent larger 


than that reported at the end of 
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Financed in June than May 


May, 1944. The index for these 
outstandings rose from 14 for May 
this year to 15 for June. 

Of the wholesale automotive 
paper acquired by sales finance 
companies during June, 1944, the 
volume for new passenger and 
commercial cars was 11 percent 
higher than that reported for May, 
1944, while the volume for used 
passenger and commercial cars 
dropped back 16 percent. The vol- 
ume of outstanding balances for 
this type of paper showed a 4 per- 
cent decrease from that held at the 
end of May, 1944. 

These figures were based on re- 
ports from 196 sales finance com- 
panies, it was stated, and the dollar 
volumes should not be assumed to 
represent thet total amount of 
financing by all sales finance com- 
panies in the United States. 


Boggus Elected 


HARLINGEN, Tex. — J. Lewis Bog 
gus, automobile dealer, has been elect: 
ed vice-president of the  Harlinger 
Rotary Club for the next fiscal year. 
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Tomorrow this group will have a lot to say about automobile 
sales in and around Chicago—and these two facts apply to 


every automotive advertiser: 


1. Automotive advertisers need The Sun in any newspaper 
combination to cover Chicago completely, economically and 


efficiently. 


2. By using The Sun alone they can make a big impact against 
America’s No. 2 market with a relatively small expenditure. 


CHICAGO'S MORNING TRUTHpaper 


THE CHICAGO SUN 


400 W. Madison St., Chicago 


National Representatives: 


250 Park Ave., New York 


CHICAGO: 360 North Michigan Ave., NEW YCRK: 230 Park Ave. 


Atlanta, Charlotte, Dallas, Detroit, Kansas City, Los Angeles, Memphis, St. Louis, San Francisco 


NEWSPAPERS GET 


IMMEDIATE ACTION 
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Raine Takes Issue 


With Dezendorf 


(Continued from Page 10) 


the Automobile Manufacturers 
Assn., who in response to copies 
of our law which we sent them 
after our governor had signed 
our law, informed us that our 
copies were in -error and they 
forwarded to us a copy of what 
they purported to be the official 
Virginia law, but that it was 
their copy and not ours, which 
was wrong and peculiar as _ it 
may seem, contained the same 
provisions which Mr. Dezendorf 
objected to and as I stated be- 
fore, such provisions are not in 
our law. 

I so informed the Automobile 
Manufacturers Assn. and assume 
they corrected their copy, but they 
never acknowledged by communi- 
cation. 

There is nothing mysterious, 
hidden or complicated in the Vir- 
ginia Motor Vehicle Dealer Licens- 
ing Law, and no one needs an 
attorney to interpret any of its 
provisions. 

It is not going to put any new 
or used car dealer or manufacturer 
out of business, who conducts his 
business on a normally decent 
plane. 

It is, however, going to put out 
of business about four hundred 
used car dealers, selling cars from 
open lots, who are the fly-by-night, 
curb-stone, vest-pocket type opera- 
tors, who bring disrepute to the 
legitimate dealer. 

It is also going to eliminate the 
sale of used cars by sideliners (em- 
ployes of banks and_ business 
houses, taxicab drivers, gas station 
attendants, and the thousands of 
employed individuals who “buy and 
sell” used cars in their time off 
to the loss and detriment of the 
established dealer). ~ —~ 

And it is also going to restrict 


“Now, if we were 
only staying at 
THE ROOSEVELT” 


When you stop at The Roosevelt 
you don't risk getting marooned 
like this. For you'll be within 
walking range of Manhattan's 
Midtown activities. Direct pas- 
sageway from Grand Central 
Terminal to hotel lobby. A reser- 
vation at The Roosevelt liqui- 
dates a lot of bother. Rooms 


with bath from $4.50. 


THE 
ROOSEVELT 


Robert P. Williford. General Manager 
MADISON AVE. AT 45th ST., NEW YORK 


A Hilton Hotel 


OTHER HILTON HOTELS FROM COAST TO COAST: 


TEXAS, Abilene, El Paso, Longview, Lubbeck, 
Plainview ; NEW MEXICO, Albuquerque; CAL- 
IFORNIA, Long Beach, Los Angeles, The Town 
House; MEXICO, Chihuahua, The Palacio Hilton. 
Hilton Hotels, C. N. Hilton, President. 
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manufacturers from forcing deal- 
ers to accept cars, accessories, 
parts and promotion schemes, not 
ordered by such dealers, under 
threat of cancellation and also 
restrict manufacturers from un- 
fairly or without due regard to 
the equities of a dealer cancelling 
or threatening to cancel any 
dealer’s franchise, without just 
provocation. 

There are 25 sections to the Vir- 
ginia Motor Vehicle Dealer Licens- 
ing Law, concisely as follows: 

Section 1. Title. 

Section 2. Definitions. 

Section 3. Unlawful for any mo- 
tor vehicle dealer, motor vehicle 
manufacturer or salesmen or rep- 
resentative of either to sell a mo- 
tor vehicle in Virginia without a 
license, issued by the Commissioner 
of Motor Vehicles. 

Section 4. Licenses good for one 
year from July 1 to June 30. 

Section 5. License Fees. New and 
Used Car Dealers $15.00; Manufac- 
turers $20.00; Manufacturers Rep- 
resentatives $10.00. Automobile 
salesmen $2.00. All fees paid into 
State Treasury and so much there- 
of to administer the Act appropri- 
ated for actual expenses, with usual 
safe guards. ; 

Section 6. Licensees must display 
licenses and insert license number 
in any advertisements. 

Section 7. Salesmen must carry 
license cards. 

Section 8. A new or used car 
dealer may use vacant lots for 
the sale, storage or display of mo- 
tor vehicles, provided, if lot is 
within 25 yards of a dealer’s estab- 
lished place of business, no addi- 
tional license is required; if lot 
is not within 25 yards, a supple- 
mental license at $5 a year 1S 
required. ; 

Section 9. No dealer may receive 
dealer license plates unless licensed 
as a dealer. 

Section 10. A license may be de- 
nied, suspended or revoked, on any 
of the following grounds. 

(1) Material misstatement in ap- 
plication for a license. 

(2) Filing a materially false or 
fraudulent tax return as certified 
| by the tax commission. 

' “(3) Conviction of a felony, 

; pleading nolle contendere or non 

| vult to an indictment for a felony. 
(4) Wilful failure to comply with 

any provision of this act or any 

|lawful rule or regulation promul- 

wo by the board under this act. 


or 


(5) Being a motor vehicle dealer, 
failure to have an_ established 
place of business as defined in this 
act. 

Note: An established place of 
business is defined in Section 2 
as follows: 

(1) 


n 
manent enclosed building or struc- 
ture, either owned in fee or leased, 
at which a permanent business of 
bartering, trading and selling of 
motor vehicles will be carried on 
as such in good faith and at which 
place of business shall be kept and 
maintained the books, records and 
files necessary to conduct the busi- 
ness at such place, and shall not 
mean residence, tents, temporary 
stands, or other temporary quar- 
ters, nor permanent quarters oc- 
cupied pursuant to any temporary 
arrangement, devoted principally 
to the business of a motor vehicle 
dealer, as herein defined. 

Our law would be much stronger 
if it included a provision in the 
above definition for the repairing 
of motor vehicles. 

(6) Being a new motor vehicle 
dealer, engaging in the business of 
selling at retail any new motor 
vehicle without having authority | 
of a written contract or franchise 
with the manufacturer or author- | 
ized distributor of that particular | 
make of new motor vehicle. 

(7) Wilfully defrauding any re- | 
tail buyer, to the buyer’s damage, | 
or any other person in the con- | 
duct of the licensee’s business. 

(8) Wilful failure to perform any | 
written agreement with any re- | 
tail buyer. 

(9) Employment of fraudulent | 
devices, methods or practices in 
connection with the compliance 


“Established place of busi- | 
ess” means a salesroom in a per- 


{sories or other commodities, 


ARMY LEARNS about Jeep. 


Members of the Detroit editorial staff of 


Army Motors, Ordnance Department magazine, are shown attending a ‘skull 


practice’’ session on the Jeep, 


representative. 


conducted by 
Demonstrating with cutaway engines and other mechanical 


a Willys-Overland service 


sections of the scout car, service men from the Toledo auto concern have 
held almost 4,000 instruction classes in Army posts and camps throughout the 
United States, with an_ estimated soldier attendance of more than_ 1,000,000. 


with the requirements under the 
statutes of this state with respect 
to the retaking of motor vehicles 
under retail installment contracts 
and the redemption and resale of 
such motor vehicles. 

(10) Having used unfair methods 
of competition or unfair deceptive 
acts and practices. 

(11) Advertising by any means 
any assertion, representation or 
statement of fact which is untrue, 
misleading or deceptive in any 
particular relating to the conduct 
of the business licensed or for 
which a license is sought. 

Section 11. The Commissioner of 
Motor Vehicles shall act on all 
applications within 30 days after 
receipt and shall not deny an ap- 
plication until after a hearing. 

Section 12. If a license is denied. 
suspended or revoked, applicant 
or licensee given written copy of 
complaint and given hearing on 
10 days notice, with or without 
counsel. 

Section 13. The Commissioner 
may only inspect the pertinent 
books, records, contracts of license 
on written complaint of a violation 
and if licensee is found to have 
violated the Act, he shall pay cost 
of such examination. 

It will be noted that only the 
books and records pertaining to a 
reported violation of the law may 
be inspected and only such part 
of such books and records as per- 
tain to the reported violation. 

Section 14. Officers, directors, 
partners, if such had knowledge 
of any violation of act and bene- 
fitted through such violation shall 
be responsible for such acts. 

Section 15. Any person aggrieved 
by action of the Commissioner may 
appeal to any court of competeni 
jurisdiction in the city or county 
in which aggrieved person does 
business. Provides method of 
appeal. 

Section 16. The Commissione. 
shall promote the interests of re- 
tail buyer and prevent unfair trade 
methods between seller and buyer. 

Section 17. The Commissione: 
may make such rules and regula 
tions necessary to administer ana 
enforce the act, provided copy ot 
such rules and regulations shall 
have been mailed to all licensees 
10 days prior to effective date ot 
such regulations. 


Section 18. All retail installmenc 
sales shall be evidenced by an in- 
| strument in writing, and shall con- 
tain all agreements of the parties 
thereto, including summary of 1n- 
; surance covered. A _ violation o1 
| this provision shall bar recovery 
of any financial charge or any 
interest on the deferred balance 
| provided seller had knowledge o1 
| such violation. 

Section 19. Prohibits any manu 
facturer or manufacturer’s repre- 
sentative to coerce any dealer to 
sell or assign a retail installment 
contract to any specified finance 
company. 

Section 20. Prohibits any manu- 
facturer or manufacturer’s repre- 
sentative to coerce or threaten to 
cancel or cancel any dealers con- 
tract if such dealer refuses to 
accept motor vehicles, parts, acces- 
not 
ordered by such dealer, or threat- 
ens to cancel or cancels any fran- 
chise of a dealer unfairly or with- 
out due regard to the equities of 
such dealer or without just provo- 
cation. 

Section 21. Prohibits any dealer 


| 


from selling new motor vehicles 
unless authorized or enfranchised 
by the manufacturer or distribu- 
tor of such make of motor vehicles. 


Section 22. Prohibits any dealer 
or salesman to solicit the sale of 
a motor vehicle and be paid any 
commission or compensation in 
connection with such sale unless 
such person is licensed. 

Section 23. Prohibits a salesman 
licensed to sell for one dealer to 
sell for another dealer or on his 
own account. 

Section 24. Penalties. Fine not 
exceeding five hundred dollars or 
not more than six months impris- 
onment. 

Section 25. Severibility. 

The bill does not limit the num- 
ber of motor vehicle dealer retail 
Outlets, but establishes the same 
qualifications and restrictions 
under which all dealers must 
operate. 

The bill exempts persons dispos- 
ing of motor vehicles when the 
same “have been acquired for their 
own use and actually so used” and 
not acquired for the purpose of 
resale or for the purpose of avoid- 
ing the provisions of the act. 

Exempted from the provisions 
of the bill are receivers, trustees, 
executors, guardians, public  of- 
ficials, etc. 


Army Tests 
Combat Trucks 
On Rockies 


DENVER. — Colorado’s Rockies 
are being used as a proving ground 
for heavy duty army trucks des- 
tined to see combat service soon in 
a theater of war with comparable 
terrain. 

Steep mountain grades are being 
climbed with varying loads of con- 
crete blocks to test the performance 
of the trucks at altitudes up to 
10,000 feet. Complete performance 
reports are being made on each 
type of vehicle from tractor-trail- 
ers to dump trucks so the army 
will know what each can do. 

Fort Logan, near Denver, is the 
base of operations, with the tests 
being conducted under direction of 
Capt. D. L. Wingo, from the office 
of the chief of ordnance, Detroit. 
Mich., and Lieut. L. C. Henry, Fort 
Logan ordnance officer. Enlisted 
men from the Fort Logan motor 
pool are driving the equipment. 

After the mountain trial runs, 
the trucks will be driven through 
to California for testing at lovrer 
altitudes and sea level. 


API Calls Off Meeting 
At ODT’s Request 

NEW YORK.—Announcement is 
made that the executive committee 
of the American Petroleum Insti- 
tute has approved a recommenda- 
tion of the organization’s President 
William R. Boyd jr., to defer in- 
definitely the twenty-fifth annual 


meeting scheduled to be held in 
Chicago, Nov. 13-16. 


Boyd’s recommendation and the 
committee’s action was prompted 
by the urgent request of Director 
J. M. Johnson of the Office of De- 
fense Transportation that all con- 
ventions planned during the re- 
maining months of 1944 be can- 
celled in the interest of wartime 
transportation. 


Pa. Federation 
Spurs Drive for 


Diversion Ban 


HARRISBURG.—Second approval 
by the Legislature of a proposed 
constitutional amendment prohib- 
iting permanent diversion of motor 
funds to non-highway purposes was 
announced last week as the Penn- 
sylvania Motor Federation’s top 
Objective for the 1945 session of 
the General Assembly. 

President Howard W. Hughes, 
who also is a State Supreme Court 
justice, reported at a meeting of 
the federation’s executive commit- 
tee that former State Senator An- 
drew J. Sordoni, of Wilkes-Barre, 
chairman of the legislative commit- 
tee, already was at work on plans 
for next year’s assembly session. 

The federation campaigned for 
the proposed amendment to pre- 
vent the commonwealth from tap- 
ping the motor fund for other pur- 
poses, such as developed during 
the depression years when those 
funds were borrowed for emerg- 
ency relief financing. 

The proposed amendment was 
approved by the 1943 Legislature 
and must be passed by a second 
one before being submitted to a 
referendum vote. 


Equipment ‘Excellent’ 


Frontline Technicians Laud 
Bear Alignment Parts 


ALLIED HEADQUARTERS, 
MEDITERRANEAN THEATER.— 
For the past year chassis align- 
ment equipment manufactured by 
the Bear Manufacturing Co. has 
done Trojan work in the work- 
shops of an ordnance maintenance 
battalion, part of the largest Army 
overseas arsenal in the world. 
Technician 4th Grade Norman A. 
Johnson of Portland, Ore., is in 
charge of all the framework and 
wheel alignment in the shops. 

“The equipment has proven ex- 
cellent for our purposes and has 
given no trouble at all,” he reports. 
“Everything from jeeps and trailers 
to armored cars and half-tracks 
has been worked on, set right and 
put back in combat.” 

Sgt. Johnson and his crew have 
thus far worked on upwards of 
2,500 vehicles of every ‘type, in- 
cluding trailers and semi-trailers. 
They have straightened bends in 
frames and axles, axle housings 
and sprung beds; aligned wheels to 
adjust the caster, camber, and the 
king-pin angle to eliminate shim- 
my, hard steering, wander and ex- 
cessive wear of tires. Mechanical 
troubles have been averted by the 
alignment of transfer cases, trans- 
fer bearing and universal joints. 


| 
2 
FORT SHELBY 


J. E. Frawley, General Manager 
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Just Among Dealers... 


(Continued from Page 8) 


Chevrolet line in 1927. In 1938, he 
built one of the most outstanding 
automobile sales and service build- 
ings in the country. It is a mod- 
ern building with entrances on four 
sides and lot space 280 feet deep 
for the use of workers’ cars. The 
automobile business has been both 
interesting and aggravating to 
Purdy. He thinks it is a good 
business, but would be better if we 
could keep out the “gyp”—a trade 
factor which he thinks will become 
an increasingly important problem 
for reputable dealers to face in the 
postwar period. Purdy is chairman 
of the Van Wert County War Chest 
committee, chairman of a local 
Office of Defense Transportation 
committee, and president of the 
Chamber of Commerce of Van 
Wert, and past president of the 
Willow Bend Country Club and the 
local dealer association. 
ca * * 


past six years, president of the) 
Newark Automobile Dealers Assn. | 
* * * | 
Pau. H. Scumwpt (Ford), Prairie | 
du Chien, Wis., who was born in 
Milwaukee June 11, 1894, con- | 
fesses to an unusual hobby for an | 
automobile man—railroads. He | 
entered the automobile business | 
as a Ford dealer in 1925 and has | 
continued with the line ever 
since. During the war he is spe- 
cializing in the repairing of cars, 
trucks and tractors. He served 
as secretary of the county dealers 
association for three years. 
* * 7 
Cart E. Danner (Buick), Marion, 
O., first got his name in the paper | 
when Warren Harding’s Marion | 
Star reported his birth on Dec. 20, | 
1890. He started in the business | 
as a salesman in 1920, and as a) 
dealer for the Buick line in 1930. | 
He is a member of the executive | 


JosepH M. Buocu (Dodge-Plym- | committee of the local War Chest, 


outh), Indianapolis, is an old- 
timer. He has been at the head 
of a wholesale automobile supply 
house—the Gibson Co—for a 
good many years. He was born 
Aug. 15, 1884 in Selma, Ala., and 


went to Indianapolis in August, | 


1912, to be secretary and general 
manager of the Gibson Co., at 
which time he took on the whole- 
sale parts business, as well as the 
distributorship for the Overland 
line. A couple of years later, in 
1914, he brought his Indiana 
Overland dealers en masse— 
designated as the “Gibson Raid- 
ers”—to the Overland factory for 
the purpose of driving back 350 
automobiles. This was before the 
day of paved highways, and the 
driveaway was the largest the 
Overland factory had handled up 
to that time. Bloch recalls that 
the first commercial moving pic- 
tures of such an event were 
taken at that time, and was kind 
enough to remind the column 
conductor that he arranged for 
the event. Bloch is a member of 
the Indianapolis Board of Park 
Commissioners, and has served 
both as president of the Super- 
Service Club of Indianapolis, and 
director of the Indianapolis Auto 
Trade Assn. 


* * * 


Le Roy Casper (Ford-Mercury- 
Lincoln), Syracuse, N. Y.—who was 
born Oct. 19, 1881, at Howe Cave, 
N. Y.—entered the business di- 
rectly as a dealer in 1910, taking on 
the Marion line. He handled the 
Cadillac and Reo in Schenectady 
during World War I. He has engi- 
neered, built and occupied two out- 
standing automobile sales and serv- 
ice stations in Syracuse. He sold 
the first V-8 in Central New York 
and his sales have been almost 
exclusively V-type motors since. 
The first car he ever owned was a 
Marion air-cooled V-4. Casper is 
president of the board of directors 
of the Syracuse YMCA, and is 
active in the Chamber of Com- 
merce, Kiwanis club and commu- 
nity chest. He has served as presi- 
dent of the Syracuse Automobile 
Dealers Assn., and is its treasurer 
at present. 

* * 7. 

D. B. McPuHerson' (Dodge- 
Plymouth), Clinton, Ia., began 
life in Toledo, Ia., on Dec. 20, 
1897. He started in the automo- 
bile business in April, 1922, as a 
salesman for a Ford dealer, and 
became a dealer in 1928 with 
the Oakland-Pontiac line. His 
hobbies are flying, volleyball and 
handball, but he doesn’t let those 
recreations interfere with his 
business. He is flight sergeant in 
the local C.A.P. McPherson has 
always been active in civic and 
fraternal organizations, and 
served three years as county 
director in the state automobile 
dealers association. He also was 
president of the Clinton County 
Dealers Assn. for three years and 
is secretary-treasurer of the or- 
ganization at the present time. 

* * * 


Raymonp D. Mercuant (Stude- 
baker-Packard), Newark, O., was 
born in the town of Conesville in 
that state on Aug. 21, 1888. He 
started in the automobile business 
in 1922 as a salesman and took on 
the Studebaker line in 1923. He is 
past president of the Kiwanis Club 
and Licking Country Shrine Club. 
He is now, and has been for the 


and has been active in the YMCA, | 


| Boy Scouts, Chamber of Commerce, | 
| Kiwanis and the Country Club. He 
lis past president of the Marion | 


Automobile Dealers Assn., and at| 


SAUNA 


| 


| 26, 1894 at Seneca, III. 


present a trustee of the Ohio State 
Automobile Dealers Assn. for his 
district. One of the interesting 
recollections of his business life 
dates back to 1931, when he hurried 
to the bank one day with a sizeable 
deposit but arrived about ten 
minutes after closing time. He 
rapped on the window, however, 
and was admitted to make his de- 
posit, only to learn the next morn- 
ing that the bank had been closed 
because of an embezzlement. The 
war has brought grief to Danner 
in the loss of his son Carl jr., a 
lieutenant in the air corps. 
* + * 


Greorce C. ScHvu.tz /(Dodge- 
Plymouth), Ottawa, Ill., made his 
initial bow to the world on Aug. 
Entering 
the automobile business in 1914 
as a bookkeeper, he took on the 
Dodge dealership in 1919 and has 
continued with it ever since. He 
is a past director of the Ottawa 
Businessmen’s Assn. and the 
Ottawa Chamber of Commerce. 
His experience also’ includes 
terms as a director of the Illinois 
Automobile Trade Assn. and 
president of the Ottawa Automo- 
bile Dealers Assn. 

—JoHN O. MUNN 


OPINION 
N THE 


Yesterday's morning newspaper picture in Chicago is out of 


date today. 


For today, The Chicago (morning) Sun sells daily to 330,000 


buyers who can get it under 


current paper restrictions. The Sun 


is now the ninth largest morning newspaper in the United States.* 


In growing numbers, Chicagoans are turning to The Sun for 


its straight handling of the 
Opinions . .. but it puts news 


news. Sure, The Sun has its own 
in the news columns, and confines 


its opinions to the editorial columns. And The Sun allows its own 


contributing columnists complete freedom of their opinions. 


Columnists Lippmann and 


Grafton may never agree. Sulli- 


van, Kent and Landis may always have different opinions. But 


they and every other contributor are free and welcome to 


express their opinions in The Sun. 


Today, Sun readers comprise a big and vigorous market that 
advertisers have proved gives results out of all proportion to 


Sun circulation and cost. 


than that reported at the end of 


7 Percent More New Cars | 
Financed in June than May 


WASHINGTON. — Sales finance 
companies reported a_ gain of 
seven percent in the number of 
new passenger cars financed in 
June, 1944 compared with the num- 
ber financed the preceding month, 
and the dollar volume of paper 
acquired in this type of financing 
increased 10 percent, according to 
statistics released last week by the 
Bureau of the Census. A two per- 
cent increase in the number of 
used-passenger cars financed was 
reported, with a dollar volume up 
three percent. 

Thirty-five percent fewer new 
commercial vehicles were financed 
in June than in May this year, and 
the value of this paper was 12 per- 
cent less than that recorded in 
May. The number of used com- 
mercial vehicles was down two 
percent, but the doJlar volume of 
such paper rose 9 percent. 


The volume of retail automotive | 


outstandings held by sales finance 
companies on June 30, 1944, the re- 
port shows, was six percent larger 


May, 1944. The index for these 
outstandings rose from 14 for May 
this year to 15 for June. 


Of the wholesale automotive 
paper acquired by sales finance 
companies during June, 1944, the 
volume for new passenger and 
commercial cars was 11 percent 
higher than that reported for May, 
1944, while the volume for used 
passenger and commercial cars 
dropped back 16 percent. The vol- 
ume of outstanding balances for 
this type of paper showed a 4 per- 
cent decrease from that held at the 
end of May, 1944. 

These figures were based on re- 
ports from 196 sales finance com- 
panies, it was stated, and the dollar 
volumes should not be assumed to 
represent thet total amount of 
financing by all sales finance com- 
panies in the United States. 


Boggus Elected 


HARLINGEN, Tex. — J. Lewis Bog- 
gus, automobile dealer, has been elect 
ed vice-president of the  Harlinger 
Rotary Club for the next fiscal year. 
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Tomorrow this group will have a lot to say about automobile 
sales in and around Chicago—and these two facts apply to 


every automotive advertiser: 


I. Automotive advertisers need The Sun in any newspaper 
combination to cover Chicago completely, economically and 


efficiently. 


2. By using The Sun alone they can make a big impact against 
America’s No. 2 market with a relatively small expenditure. 


CHICAGO'S MORNING TRUTHpaper 


THE CHICAGO SUN 


400 W. Madison St., Chicago 


National Representatives: 
THE BRANHAM COMPANY - CHICAGO: 360 North Michigan Ave., NEW YCRK: 230 Park Ave. 


250 Park Ave., New York 


Atlanta, Charlotte, Dallas, Detroit, Kansas City, Los Angeles, Memphis, St. Louis, San Francisco 


NEWSPAPERS GET 


IMMEDIATE ACTION 


NA 
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Backshop 


No Records? 
No Sludge? 


No Dealers? 


By 
Jack Weed 


BOOKLET came to my desk 

last week from the Motor 
and Equipment Wholesalers Assn. 
on the subject of inventory control 
as related to turnover. It points 
out that a jobber or dealer without 
proper inventory control may be 
successful only because “it pours 
in faster at the top than it leaks 
out at the bottom. 

There may be department store 
operators who do not know if the 
dry goods department or the shoe 
department is losing money for 
them, while they make money on 
the entire store operation, but we 
seriously doubt it. Most depart- 
ment store owners keep pretty ac- 
curate records of the sales and 
costs of each department and know 
just what proportion of the busi- 
ness each department carries in 
both cost and gross profit. 


* * * 


CHECKING over the hundreds 
of replies to the questionnaire we 
sent out in our franchised automo- 
tive dealer survey, I am amazed at 
the great number of dealers who 
don’t keep records on their serv- 
ice Operation. Questionnaire after 
questionnaire has come back with 
the notation that the dealer has no 
record of the number of RO’s his 
shop wrote up for any given month 
or year, the average dollar volume 
of both customer labor and replace- 
ment parts sales. 

I can understand a car dealer 
having figures which do_ not 
separate the internal sales on these 
items from the customer sales, or 
whose figures do not show the dif- 
ference between wholesale _ sales 
and the parts that are used in the 
shop and sold over the counter. 
Many dealers in the past looked 
upon their service department as a 
necessary evil to the operation of a 
vehicle sales agency—it was just a 
pain in the neck to them. 

In fact thousands of dealers be- 
fore Pearl Harbor would stoutly 
claim that a dealer could not pos- 
sibly make money in his service 
department for this reason, and it 
took a long drawn-out war to con- 
vince him otherwise. Even now 
there are a few—a mighty few, 
however—dealers who are so dead 
in their business management that 
they don’t believe a dealer makes 
money in his service. These “horse 
traders” will still argue that their 
conditions are “different” and that 
the other fellow with identical con- 
ditions, who is making money, 
must be doctoring his figures. 

* * * 

I AM JUST afraid that these 
boys aren’t going to be with us for 
very long after peace is declared 
and old man competition starts to 
work again in real earnest—that 
is, unless they have managed to 
accumulate a reserve that runs up 
into six figures and they can fi- 
nance their own sales and make 
more money on their finance opera- 
tion than they do on their car- 
selling activities. I have known 

(See BACKSHOP, Page 47, Col. 1) 
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Truck Service Boom 
Tire Leak Tests 
New Products 
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and Lubricating America’s 30,000,000 essential Motor Vehicles 


170,000 Workers 


Needed Now in 
Dealer Shops 


Present Employment 
Within 15,000 of ’41; 


Boom in Equipment 


DETROIT. — According to 
a survey of car and truck 
dealer operations, now being 
completed by AUTOMOTIVE 
NEws, it will take 170,000 


additional mechanics to bring the 
dealers’ shop forces up to the need 
of the country for automotive 
service. 


This survey shows that at pres- 
ent the car and truck dealers em- 
ploy approximately 272,000 me- 
chanics as against 287,270 in 1941. 
In spite of the fact that some 8,000 
dealerships have closed or _ sus- 
pended operations since Pearl 
Harbor, dealers report they are 
employing within 15,000 as many 
men today as the total dealers em- 
ployed before the war, as shown 
by U. S. Bureau of Census figures, 
and still report a shortage of me- 
chanics to take care of the work 
offered. 


This increase in mechanic 
employment during the war 
period may in part be reflected 
in the 52 percent increase in 
customer labor sales which fran- 
chised dealers are reporting over 
1941, but should have no bearing 
on the similar 58 percent in- 
crease in replacement parts sales 
which the same dealers have ex- 
perienced since Pearl Harbor. 

With 79 percent of the dealers re- 
porting that they are going to ex- 
pand their service facilities in post- 
war, it seems to indicate that at 
least a quarter of a million trained 
mechanics can be absorbed from 
the ranks of our returning soldiers 
and sailors by the car and truck 
dealers alone. 

This is supposing, of course, that 
the dealers are able to continue to 
sell as much labor and parts per 
dealer as they are selling today. 

While there seems to be some 
divergence of opinion as_ to 
whether the franchised dealer 

will continue to be service-mind- 
ed when he can again get new 
cars to sell, this survey seems to 
indicate just the opposite—that 
now that dealers have had a 
couple of years experience selling 
service without their shop and 
parts profit-and-loss figures being 
burdened with internal sales, 
they have finally awakened to the 
(Continued on Page 46, Col. 4) 


Michigan Survey 
Shows Dealers 
Lack Parts 


DETROIT. — Automotive dealers 
in Michigan and the Toledo area, a 
survey recently completed by the 
automotive division of the Regional 
War Production Board shows, are 
practically all confronted with 
shortages or difficulties in obtain- 
ing certain repair parts, in the face 
of upward trends in sales. 

The survey, second of its kind, 
was designed to show a compari- 
son of replacement parts, inven- 
tories and labor repair sales. 
Other points covered showed the 
dollar volume of parts sales, the 
amount of parts inventory on 
hand, the dollar volume of labor 
sales, number of mechanics and 
dollars of labor per man in 1944 
as compared with 1948 monthly 
averages. The survey covered 
both large and small dealers with 
more than 80 dealers contacted. 
The automotive parts currently 

(Continued on Page 48, Col. 4) 
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Fatlure to Register Rates 


The Early Bird Can Catch 
This ‘Postwar Worm’ 


With 79 percent of the franchised automotive dealers 
indicating that they are going to expand their service 
facilities by either remodeling their present shops or 
building new buildings as soon as permitted, it behooves 
manufacturers of shop equipment to get their new prod- 
ucts before the trade as early as possible, now that WPB 
has let down the “new-model” bars. 

This is particularly true with such equipment as 
hoists, paint-room ventilators, lubrication backgrounds 


and heavy tool equipment, 


such as front-end aligning 


racks and frame straighteners. 
x *k * 

These products should be designed into the remodeled 
or new buildings to be most efficient—room for proper 
working around the tool, and space to be taken, should 
be considered in the space allotted. 

New building and service shop layout designs are 
about the hottest thing in the whole car and truck service 
picture today, as far as the average franchised auto- 


motive dealer is concerned. 


xk * 

Thousands of dealers are indicating that they are 
going to invest important money in service expansion for 
postwar and even those who have built new buildings 
within the past few years, are indicating that they will 
be in the market for any improved shop equipment that 
will enable them to provide better service for their 


customers. 


Shop equipment manufacturers who wish to be “on 
the beam” when this avalanche of business breaks can’t 
afford to dally now—for now is when many makes and 
brands of equipment are being decided upon and drawn 
into the new building or present shop expansion plans. 


Parts Makers Enter Protests 
On Nov. Conventions 


NEW YORK.— Parts manufac- 
turers are protesting the action of 
both replacement parts wholesaling 
associations in the scheduling of 
separate conventions next Novem- 
ber. MEWA and NSPA have both 
set meetings to be held in Chicago 
at different hotels that will run 
from Nov. 9 through Nov. 16. 


The parts manufacturers, accord- 
ing to A. H. Eichholz, general man- 
ager of the Motor & Equipment 
Manufacturers Assn., are protest- 
ing the holding of the meetings on 
the grounds that they do not con- 
form with the “no travel” plea of 
ODT, that they will come just after 
the most important election in this 
country for many years and that 
the civic-minded manufacturers 
who will be giving much attention 
to getting their employes out to 
vote will have no time to get ready 
for these conferences. 

Further that the two meetings, 
being held so close together, is a 
hardship on the manufacturer, 
since their sales staffs will be in 
attendance for the better part of 
two weeks steady. They also point 
out the fact that conventions being 
held at this time come _ when, 
especially if we should have a 
change in government, it will be 
impossible to plot the trend of con- 
ditions for the ensuing six months. 

The manufacturers also point 
out that there is a feeling that if 
the conventions were held after 
and con- 
currently, the problem for the 
manufacturers would be lessened 


and that world and national con- 
ditions might be much better 
stabilized, especially if the war 
with Germany should be at an 
end at that time. 

To get a universal expression of 
all MEMA manufacturers as to 
their views on the matter, the as- 
sociation is sending out a ques- 
tionnaire containing several ques- 
tions. In the letter accompanying 
the questionnaire it is declared: 
“MEMA believes that the auto- 
motive aftermarket manufacturers 
without question have a right to 
express their opinion and in their 

(See MEMA, Page 49, Col. 1) 


Blocks Warranty Sales 


Many Dealers 
Not Complying 
Service-Shop Prices 


Must be Filed With 
OPA Local Boards 


DETROIT.—A dealer can 
meet every requirement of 
Paragraph B, Section 15 of 
MPR 540 and still be out of 


compliance with the act and 
be selling used cars illegally, it 
is brought out by Detroit district 
OPA office in a survey of dealer 
establishments. 


This survey disclosed that out 
of 3,395 auto repair shops checked, 
only 1,575 were in complete 
compliance and therefore entitled 
to sell used cars with a dealer 
warranty. A total of 1,118 were 
cited for failure to post prices 
under regulation MPR 165 and 1,004 
failed to keep appropriate records. 


This brings out the fact that, 
unless a dealer has complied with 
all of the provisions of MPR 165 
as they pertain to registering 
his hour rate charges for auto- 
motive repair services, has posted 
in a@ prominent place in his shop 
any changes from his March, 
1942 rates that may have been 
allowed him or does not keep 
sufficient records of his service 
shop operations that can be im- 
mediately referred to, that dealer 
cannot be in compliance with 
MPR 540. 

If that dealer sells a used car 
under the warranty without this 
compliance, regardless of his status 

as a dealer otherwise, he is oper- 
ating illegally and is subject to the 
penalties thereof. 


The confusion on this point rests 
mainly with those used car dealers 
who never have operated a com- 
mercial service station where they 
sold repair service to the public 
or those who had a repair shop 
at all. These dealers never had 
any need to file under MPR 165 
and, since MPR 540 does not out- 
line the regulations under which 
a service shop shall operate, they 
did not understand that they had 
to get authority from their regional 
OPA office before they could sell 
cars and give a warranty or that 
they had to file a set of service 
charge rates with their local OPA 
board. 

Under MPR 540 a dealer entitled 
|to sell cars and give a warranty 
lis defined as “(b) ‘Dealer’ means 
(Continued on Page 44, Col. 3) 





To Foster Goodwill 


Seattle Dealer Displays Panel Detailing 
All Phases of Used-Car Ceilings 


SEATTLE—Heeding the “no 
telephone calls, please” order of the 
Office of Price Administration and 
of dealers, S. L. Savidge, Dodge- 
Plymouth distributor, has worked 
out a panel display of the 6,000- 
odd used car prices. 

The charts are on display in the 
main sales room of the firm. One 
panel carries the general instruc- 
tions contained in the order; an- 
other shows the almost daily price 
corrections and other changes as 
they come up; and the third is 
devoted to allowable prices for 
equipment and extras. 

One complete panel is given to 


each make car, with the name of 
the car in big print at the top. 

“We adopted this plan of display 
solely as a goodwill gesture,” said 
Savidge, “and also to be of serv- 
ice, with future cashing-in in mind. 
But it was of direct help to us in 
buying a half dozen cars during 
the first four weeks the charts were 
up. 

“This was particularly pleasing, 
for our main problem under the 
used price ceilings is to keep our 
stock of used cars from ‘drying 
up. We have been operating at 

(Continued on Page 45, Col. 1) 
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HARRISBURG, Pa. — “A thor- 
oughgoing investigation into the 
whole gasoline setup” is urged by 
the Keystone Automobile Club 
which in a statement last week de- 
clared that OPA should act imme- 
diately to “plug up the gas leaks 
whereby the black market drains 
off the supplies: intended for legiti- 
mate use, before the matter attains 


the proportions of a national 
scandal.” 


“It is apparent,” the statement 
continues, “there is something 
radically wrong in the field of 
gasoline distribution. From the 
standpoint of the motorist doing 
his patriotic best to keep within 

vrationed limits, it would seem to 

be possible for government agen- 
cles in control of gas production 
and distribution to keep a’ better 
check on gasoline supplies. 


“It is admitted that patrons of 
the black market are getting all 
the gas they want, but what the 
motorist would like to know is 
where the black market gets ITS 
gas. What has become of all the 


Gruber, Eiseman 
To Head Sales 
At Burd Piston 


ROCKFORD, Ill.—Frank M 
White, president of the Burd Pis 
ton Ring Co., has announced thi 

appointment o* 
George H. Gru: 
ber as sales man 
ager of the Or 
iginal Equipmen 
division, and El 
mer F. Eisemar 
as sales manage! 


Geo. H. Gruber 


of the Replace- 
ment division. 
Both men have 
been __ identified 
with the automo- 
tive industry for 
more than 25 
years. 

Gruber joined the Burd Piston 
Ring company seven years ago. His 
early introduction into the auto- 
motive industry was as a road 
tester for the Grant Motor Car Co., 
Cleveland. In 1917 he enlisted in 

“the U. S. Army Motor Transport 
Corps. After his Army discharge 
in 1919 he maintained his interest 
in the automotive industry as a 
member on the engineering staff 
of an Ohio rubber company. In 
1923 he became affiliated with an- 
other company in the piston ring 
industry, serving first as salesman 
and later as head of their sales 
organization, from which position 
he became associated with Burd 
Piston Ring in 1937. 

Eiseman joined the Burd Piston 
Ring Co. 14 years ago. He was in- 
itiated in the automotive field in 
1915 as a factory-to-dealer car 
driver. He sold cars for the next 
year and a half and in 1917 he 
aided in the development and pro- 
motion of the first split skirt pis- 
ton. A short time later Eiseman 
helped pioneer the cylinder hone. 
This experience particularly fitted 
him for a place in the piston ring 
industry, both as an expert in mo- 
tor reconditioning and as a sales 
executive. 


Officers Elected 
By DeVilbiss 


TOLEDO. — Election of Howard 
P. DeVilbiss as president and 
general manager and Allen D. 
Gutchess as chairman of the board 
and active senior executive of 
DeVilbiss Co., was announced re- 
cently following a meeting of the 
board of directors. 

Coincident with these changes, 
Frank A. Bailey, vice-president and 
general manager, who has_ been 
with the company 34 years, is re- 
tiring because of poor health. Roy 
A. Guyer continues as vice-presli- 
dent in charge of sales and be- 
comes a director of the concern. 


E. F. Eiseman 


Demands Gas Probe 


Where Do Black Marketeers Get Theirs? 
Keystone Auto Club Asks 


| posit of coupons. Furthermore, it | 
the counterfeit coupons are as 
numerous as reported, it is high 
time some of them bounced back 
on the receivers—with appropriate 
penalties. 

“Keystone is definitely of the 


checks and doublechecks that were | 0Pinion there is ample justification 
supposed to be employed to for an investigation covering all 
keep gasoline within legitimate phases of gasoline rationing.” 

channels? a 


“Government agencies should | 
know to the last ounce exactly the Shaughnessey, former partner in O' 
’ e 
oe of gas turned out by re-/Shaughnessey’ Motors, Williamsville, 
neries and passed along to whole-|N. Y., was wounded by shrapnel on 
sale and retail outlets. Theoreti- Day =. = feces ot 2 
cally, every sale should be sup-| "C2" In a hospital in England. A 
’ : member of the military police, he had 
ported by a ration coupon. Actu-| been stationed in England since last 
ally, it is a matter of common re- | November. 
port that millions of gallons are 
sold without requirement for de- 


Hurt D-Day, Honored 


BUFFALO. —Sergt. Richard J. 0’ 


AN Want Ads cost little—get results— 
why not use ’em? See inside backcover. 
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Dealer in Colo. 
Paves Way for 


Postwar Growth 


PUEBLO, Colo.—Central Motors, 
(Studebaker and Hudson), owned 


has purchased its present building 
and an adjacent lot for postwar 
expansion. 

Lamoreux plans to double the 
size of the building and also pro- 
vide ample used-car facilities. 
Central motors were second in new 
car registrations in Pueblo County 
for 1943 and first for the first half 
of 1944. 

Lamoreux said: “This was prob- 
ably due, in a large measure, to our 


| 


| 


and operated by Ollie Lamoreux, | 


| 


Chrysler products. 


belief that new cars would be at a 
premium and we bought all we 
could, both Studebakers and Hud- 
sons when many other dealers 
were pulling in their horns.” 


Begg Motors Boosts 
Oates to Managership 


VANCOUVER, B. C. A. ds 
Lawson Oates has been appointed 
general manager of the Begg Mo- 
tor Co., Ltd., in Vancouver, it was 
announced recently by Frank Begg, 
president and managing director. 

Oates has been associated with 
the Begg Co., for over twenty years 
as chief accountant and secretary- 
treasurer. The Begg Company is 
British Columbia distributor for 
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Dealers Now Lager 
About Truck Service 


By Geo. H. Watson 
Staff Correspondent 

BIRMINGHAM, Ala. — One of 
the major developments of World 
War 2 has been the interest auto- 
mobile dealers have shown for 
truck service. 

Until the past two or three years 
passenger car dealers didn’t pay 
much attention to trucks, in fact 
they rather eschewed the business, 


Portable Unit 
Saves Time in 


= * 
Cylinder Repair 
KIRON, Ia.—“Curb service” on 

cylinder reboring to help ‘keep ’em 
rolling’ is featured by Les Larson, 
Chevrolet dealer, in this town of 
only 260 population. 

How does he do it? With a port- 
able reboring machine. 

No matter where the owner may 
be in trouble, in another Chevro- 
let dealer’s place, at his home, on 
the street or in a vacant lot, Lar- 
son performs the operation for 
him, thus eliminating the alterna- 
tive of having his car or truck 
towed to some large center for 
repair with consequent loss of 
valuable additional time. 

“Besides adding materially to my 
customer labor volume every month 
through rendering ‘curb service’ 
with this machine,” Larson stated, 
“I feel that I am in my own hum- 
ble way making a direct contribu- 
tion to the war effort by keeping 
essential Chevrolet Owners on their 
jobs with a minimum loss of time.’ 

Larson has put hundreds of 
owners back on the road with this 
portable unit. His charge for the 
work is nominal. 


Perfect -Circle 


Given E Flag 


RICHMOND, Ind.—Perfect Circle 
Co.’s four plants have _ been 
awarded the Army-Navy E for out- 
standing achievement in war pro- 
duction, Lothair Teetor, president, 
announced recently. 

Teetor also announced that ap- 
propriate individual plant award 
ceremonies will be held Aug. 4 for 
the Hagerstown and Richmond, 
Ind. plants and Aug. 5 for the 
Tipton and New Castle, Ind. plants, 
at which time Army-Navy E Flags 
will be raised over the plants and 
E pins distributed to all employes. 

The Perfect Circle E Awards 
are significant because less than 
one and one-half percent of the 
companies making materiel for the 
Army Air Forces have received the 
award. The awards originated 
through the Army Ajir Forces 
Materiel Command. 


LES LARSON, Chevrolet dealer of 
Kiron, Ia., on the job with his port- 
able precision reboring unit, helping 
out an owner in distress in the garage 
of one of his nearby associate dealers. 
‘Doc’? Larson’s equipment which he 
operates expertly, is of the latest type 
and is said to be the only machine 
of its kind in that section of Iowa. 


but it 
Many dealers have established en- 
tirely separate truck service de- 
partments and nearly all give pri- 
ority to the job of keeping trucks 
rolling. 

It seems dealers have finally 
awakened to the possibilities of 
truck service. In the past they 
allowed the business to take care 
of itself with the result that 
most fleet operators serviced 
their own units or else went back 
to a shop maintained by a truck 
manufacturer. 

But with the volume of truck 
service increasing at such a heavy 
rate, facilities of passenger car 
dealers had to be used. Fleet owner 
shops found themselves plagued by 
a shortage of help, a lack of parts 
and other troubles, so it was only 
natural they should ask dealer 
shops to assist. 

Dealers setting up separate de- 
partments did so to give truck 
service more room. Considerable 
space is required to handle truck 
and trailer units, and dealers find 
that much of the repair work can 
be done in the open. 

These separate truck repair shops 
also have separate parts depart- 
ments and the importance of hav- 
ing an experienced parts man in 
charge is emphasized. One of the 
headaches of fleet operators is get- 
ting essential parts promptly with- 
out tying up valuable equipment, 
badly needed in the war effort. 

Some dealers are looking for- 
ward to brand new truck service 

setups after the war, not only 
with acres of room, but with 
wide drive-ins, high service bays 
and other facilities in keeping 
with the broader conception of 
what modern truck maintenance 
en 
Dealers specializing in truck ser- 
vice report it nothing unusual to 
have a job running above $500 and 
some overhaul jobs running up to 
$1,000 are reported. The average 
is considerably more than for a 
passenger car. 

Of course, average jobs run 
heavy now because of the excess 
mileage being run up on trucks. 
Ordinarily there would be more 
new or nearly new units in ser- 
vice, but regardless of this, the 
field of truck service is seen as 
offering great postwar possibilities. 


Extra Service 


Dealer Selling Used 


Sporting Items 

HIBBING, Minn.—Because war- 
time restrictions on the sale of 
new _ sporting-goods equipment 
were working a hardship on Min- 
nesota’s vacation industry, largest 
in the state and valued at $100,000,- 
000 annually, E. M. Hagens, presi- 
dent and manager of the Iron 
Range Chevrolet Co., added a line 
of used guns and outboard motors 
as an extra service. 

Without neglecting the aggres- 
sive promotion of the service end 
of the business, Hagens, a con- 
sistent advertiser in the local 
newspaper, found that he was able 
to do a double jeb for victory, 
making available hard-to-get sport- 
ing goods while at the same time 
helping to save auto transportation. 

The public is flocking to the 
Hagens dealership for the sports 
items and Hagens does not miss an 
opportunity to capitalize on these 
additional contacts and to expand 
his prospect list for new cars for 
that day when production starts 
rolling again. 


Studebaker in Chicago 


l'o Move Service Shop 

CHICAGO.—The Studebaker 
Sales Co. of Chicago announced 
last week that its service head- 
quarters, now located at 2220 S. 
Michigan Ave., will be moved Jan. 
1 to the building at the northeast 
corner of Indiana Ave. and 25th St., 
which it has leased. The structure 
will afford 50,000 square feet of 
floor space. Executive offices, 
showrooms and the used-car sales 
department will remain at 2555 S. 
Michigan Ave. Roy H. Keeling, 
general manager, said. 


is a different story now. | 
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THIS INSIDE VIEW showing the large Texaco tanker gives an idea of the 


size of the new 
(Dodge-Plymouth 
handle even the 
location. There 
through and out on the other street. 


distributor) 


largest truck made, 


A COMPLETE STAFF of experienced 
and efficient attention at Pelton Motors. 
the same service as those purchasing in quantity, it’s claimed. 


truck service department just opened by 
Los Angeles. 


are no sharp. turns, 


Pelton Motors 
New modern equipment to 
is one of the features of this new 
no backing out—just drive right 


arts men are ready to give quick 
he purchaser of small items receive 


Failure to Register Rates 
Blocks Warranty Sales 


(Continued from Page 42) 


a person engaged in whole or in 
part, in the business of buying, 
selling, repairing and recondition- 
ing used cars and who maintains 


Salesman Fined 


On U. C. Charge 


TORONTO.—A Toronto car sales- 
man, J. Irving, employed by Ander- 
son McLaughlin, Ltd. (Buick-Pon- 
tiac) was fined last week the sum 
of $150 and costs for offering to 
sell a used car above the ceiling 
price. The charge against the 
company was dismissed by Magis- 
trate Prentice. 

The complainant, John Tataryn, 
testified a company’ salesman 
quoted a price of $1,150 on a 1940 
ear. The salesman later told him 
the ceiling price was $973 and a 
contract was made out at that 
price and a $10 deposit given. But 
the purchase price was still to be 
$1,150. 

Complainant then went to the 
Wartime Prices and Trade Board, 
where the Royal Canadian Mounted 
Police took the numbers of the bills 
with which he was to pay for the 
car. 

He then went in company with 
RCMP to the used car lot, had the 
salesman drive them around the 
block in the car and asked if he 
had to pay $936. The salesman still 
insisted the arrangement was for 
payment of $1,150. 


Diesel Expert Lands 
With Saipan Invaders 
NEWTONVILLE, Mass. — When 
American forces attacked Saipan 
Island, John L. Hepperle, diesel 
engine specialist, found himself 
right in the thick of battle because 
American industry which used to 
follow the flag now goes right 
ashore with the invasion forces. 
Hepperle, service manager for 
Moye Chevrolet Co. here before the 
war, is now attached to the civilian 
technical staff of the United States 
Coast Guard. While American 
troops were still crashing through 
enemy positions in the hills, 
Hepperle disembarked from a 
Coast Guard transport, continuing 
a service record which includes 
North Africa, 
and Ireland. 


England, Scotland | at 


a place of business for the display, 
sale, repairing and reconditioning 
of such cars. A person who cannot 
qualify as a dealer because he does 
not maintain a place for repair- 
ing and reconditioning may be ap- 
proved in writing as a dealer under 
this regulation by the Office of 
Price Administration regional of- 
fice for the region in which his 
place of business is located, or a 
district office in that region auth- 
orized by such regional office, if 
he provides adequate evidence to 
that office that he has established, 
and is in a financial position to 
maintain, a working arrangement 
with a reputable business engaged 
in the repairing and reconditioning 
of used cars.” 

To qualify as a dealer under 
MPR 540, he must also qualify as 
an automotive service shop under 
MPR 165 and file his service charge 
rates and in other ways be regis- 
tered with OPA under this act. 

Another misinterpretation of 
this act is found in the belief by 
some dealers that they must pay 
ceiling prices for the cars they 
take in trade on a used car 
they are selling. 

While section 9 says “. . . accept 
an allowance for the vehicle prod- 
uct or commodity exchanged, trans- 
ferred or traded in which is below 
its reasonable value,” Section 4 
specifically states that “prices lower 
than the maximum prices estab- 
lished by this regulation may be 
charged and paid”. Thus while 
some OPA officials who are not 
experienced automotive men, and 
who do not or will not understand 
the difference in value the condi- 
tion of the car may make, have 
tried to insist on dealers paying 
ceiling prices for the cars taken 
in trade on a used car sale, it is 
not necessary nor dces regulation 
MPR 540 so read. 

In view of the WAW-CIO's at- 
tack on warranty markuo (see 
pege two, Automotive News, July 
31), dealers should make certain 
tnat they are in complete con:pii- 
ance with both MrR 540 and MPR 
165. 


Truckers in Golf Party 


DETROIT. — The Greater Detroit 
Cartage Assn. will hold a golf party 
Birmingham Golf Club Tuesday, 
Aug. 8 


SERVICE SECTION 


Wash. Dealer 
Doing Double 
Wartime Job 


PULLMAN, Wash. Besides 
tackling a difficult foundry job for 
the government and succeeding, 
Brown & Holter Chevrolet Co. is 
maintaining the same _ efficient 
quality service organization as 
prior to the war for its car and 
truck patrons. The company’s 
subsidiary, Pullman Northwest, 
Inc., is now engaged on $267,250 in 
naval contracts. 

Capitalizing on their 12 years ex- 
perience servicing Chevrolet own- 
ers in the heart of the Palouse 
farming country, M. C. Holter and 
George W. Brown found solutions 
to the many problems confronting 
them in their new castings busi- 
ness, and take it from Holter, there 
were problems. 


“In nearly two years of operating 
Pullman Northwest, Inc.,” he says, 
“we have experienced more critical 
problems than we ever faced in the 
same length of time in the auto- 
mobile business.” 


Yet today, the subsidiary unit is 
operating a pattern shop, bronze 
foundry and machine shop two 
shifts, with employes that had to 
be trained in its own shops, manu- 
facturing bronze castings for vari- 
ous types of United States Naval 
craft. Employes were drawn from 
every type of civilian job. 

One of the most serious foundry 
problems met by the concern was 
the moulding of the form for the 
casting from which an 8” Macomb 
strainer for aircraft carriers is 
turned out. The casting itself 
weighs 400 pounds, and the sand 
required for molding the form 
weighed more than a ton. Since 
the company had no special equip- 
ment for handling such a situation, 
many problems were posed before 
the men in the shop finally sur- 
mounted the difficulties and turned 
out 26 strainers without a single 
defect. 

When the LST (Landing Ship, 
Tank) program became critical, 
Pullman Northwest received con- 
tracts for larger quantities of 
smaller Macomb strainers weigh- 
ing from 80 to 110 pounds. “It in- 
deed was gratifying to hear a Navy 
officer announce in a public meet- 
ing that as far as he knew Pullman 
Northwest, Inc., was one of the 
first manufacturers in the United 
States producing this type of cast- 
ing to go ahead of schedule,” said 
Holter. 

Two other dealerships are oper- 
ated in Washington under the same 
management, Brown & Holter 
Motor Co., Cheney, Wash., and 
Brown & Holter Chevrolet Co., 
Colfax, Wash. 


Pelton.Opens 
Huge Truck 


Department 


LOS ANGELES.—George Pelton, 
president of Pelton Motors (Dodge- 
Plymouth distributor), announced 
last week the 
opening of a 
truck-service de- 
partment with 
34,000 square feet 
of floor space 
covering one full 
block. According 
to Pelton, this 
new truck parts 
department will 
be the finest in 
the United States. 
The bins alone 
cost over $20,000. 
Essential business will get priority 
preference. 

Pelton Motors is one of the larg- 
est Dodge dealerships in the coun- 
try, and Pelton stated this truck 
department is part of his postwar 
planning as he feels that the indus- 
trial expansion and growth of 
Southern California will continue 
on the up-grade even after the 
war is over. 


Geo. Pelton 


. 
Tells About Rivnut 
A new catalog section on its Rivnut, 
the blind fastener which doubles as a 
nut-plate, rivet or both, has just been 


issued by B. F. Goodrich Co., Akron, 
|O., and is now available upon request. 


A 
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To Foster Goodwill 


Seattle Dealer Displays Panel Detailing 
All Phases of Used-Car Ceilings 


(Continued from Page 42) 


hat ratio of four cars sold to one 
bought. 

“So with our stock of 60 used 
cars On hand, we will soon be 
near the vanishing point. As the 
@stock gets lower, the demand be- 
comes greater, and we will be able 
to buy fewer and fewer cars.” 

Savidge stated that 6,000 persons 

ave called at the dealership and 
@inspected the listings, since the 

boards were installed June 22. 

To attract the public, S. L. 

avidge Co. has begun broadcast- 
ng. 

The radio script, with Gordon 
Powell, sales manager doing the 
explaining, was as follows: 

Radio announcer: Motorists, 


ASTE to Meet 
n Syracuse 
Det. 12-14 


SYRACUSE, N. Y.—The Ameri- 
an Society of Tool Engineers has 
announced its twelfth semi-annual 
meeting to be held here Oct. 12-14, 
with Hotel Syracuse as_ head- 
quarters. 

It is expected that each of the 
65 chapters will be represented by 
at least two members qualified to 
eturn to their respective chapters 
oO report. 

The meeting of the board of 
directors, Thursday, Oct. 12, will 
precede the technical sessions 
which will open at 10 a.m. Friday, 

he 13th, continuing through that 
evening, Saturday morning and 
afternoon. 

Ex-President Ray H. Morris, of 
Hartford, who is in charge of the 
program, announces that arrange- 
nents have been completed for a 
discussion of magnesium alloys by 
epresentatives of Dow Chemical 


“Operating a Branch Plant in 
anada” will be presented by a 
group from the Dominion. “Tool 
Engineering Education” will be 
another topic. 

The semi-annual membership 
meeting and dinner will be held in 
he ballroom of Hotel Syracuse, 
Saturday evening, the 14th. Pres- 
ent indications are that attendance 
t this meeting will be limited to 
members of the society. The din- 
ner speaker, James Y. Scott, is 
president of the Van Norman Co., 
president of the National Machine 
‘001 Builders Assn., and a member 
bf the American Society of Tool 
Engineers. 


"Ala. Educators 
it Bus Costs 


MONTGOMERY, Ala.—Following 
A survey of Alabama’s school trans- 
portation system, Dr. R. A. Mead- 
ws, administration and finance di- 
rector of the State Education 
Department, disclosed last week 
hat school boards are having diffi- 
culty in financing needed allot- 

ents of school buses because of 

e rise in price. 

Dr. Meadows said that prices are 
more than 100 percent above the 
941 level, with only one manufac- 
turer engaged in chassis produc- 
on. Body costs have risen only 
5 percent, he said. 

“Chassis unit price quotations to 

abama school boards range from 
$1,222 to $1,445,” he said. “In 1941, 
hoards bought comparable units at 
Approximately $600 per unit on a 
fleet basis. 

“Jf Alabama school boards suc- 
eed in securing priority certifi- 
cates for 341 new chassis, their ad- 
itional cost, as represented by the 
owest difference in current quota- 
tions and pre-Pearl Harbor prices, 
vould amount to $212,102.” 


Registration Off 
0,000 in Mich. 


LANSING, Mich.—Secretary of 
tate Herman Dignan disclosed 
fast week that there are 70,782 


fewer automobiles registered in 
ichigan this year than in 1943. 
Total registrations for 1944 were 


,609,930, he said. 


here’s Mr. Gordon Powell, general 
manager of the S. L. Savidge Co. 
with a question and an answer for 
you. 

Powell: What is your car worth? 
OPA has announced price ceilings 
on used cars, but it is impossible 
for them to answer an owner’s in- 
quiry over the telephone. Local 
ration boards are in the same 
position, and the S. L. Savidge Co. 
is making this vital information 
available for motorists. 

After July 1, there will be large 
charts in our display rooms with 
the OPA ceiling price of every 
make and model, showing you at 
a glance what your car is worth. 
We invite you to use this service. 
It’s absolutely free. 

Announcer: Drop. in_ today. 
DON’T TELEPHONE. It’s im- 
portant not to overload telephone 
lines these days. The S. L. Savidge 


me 


BUILDING GOODWILL. Easily accessible display of the used-car price 


ceilings at S. L. Savidge Co., Seattle, attracts 6, in fi 
as some direct and unexpected results. 


builds goodwill, as we 


Ind. Law Bars 
16,500 Drivers 


INDIANAPOLIS. — Indiana’s Di- 
vision of Public Safety issued 16,740 
orders suspending motor vehicle 
license tags and driver’s licenses 
during the first seven months of 
operation of the state’s motorists’ 


rst four weeks and 


division, has further announced 
that 4,051 cases were pending under 
the law, which calls for suspension 
or revocation of the license of any 
operator failing to satisfy judg- 
ments against him for property 
damage or death in a motor vehicle 
accident. 

Stiver said that damage to ve- 
hicles and other property as a re- 


Dealer Sends 
Apprentices on 


Minor Calls 


SAN ANTONIO.—The Winerich 
Motor Sales Co. (Studebaker dis- 
tributor), has eliminated the neces- 
sity of sending out mechanics on 
“start” calls by using an _ old 
wrecker and two apprentice me- 
chanics for such work. 

These mechanics are able to 
make small adjustments, and if 
these are insufficient to start the 
ear, it is towed in and the neces- 
sary repairs made. 

It was found that 50 percent of 
the calls that came in from motor- 
ists who were unable to start their 
car were due to dead batteries or 
no gas, and to send out a 
mechanic under present circum- 
stances worked a hardship on the 
service department. The present 
plan is reported working very well, 
and the mechanics are kept on the 
inside where their services are 
mostly needed. 

Cc. L. Camp is service manager 
of the firm. 


Co., Broadway at East Union. 


June 30. 


For America’s Future—For Your 


Future— BUY WAR BONDS. 


financial responsibility law, ending sult of 28,000 reported accidents in 
the state during the seven-month 


Don F. Stiver, director of the] period was estimated at $3,342,378. 


Buy War 
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WADSWORTH 


A Tested Source 
for the MASS PRODUCTION of 


Small Precision Parts 


-™ now Wadsworth is making small precision 
parts for forty-five major companies which normally 
manufacture such products as radio equipment, refriger- 
ators, automotive parts, precision instruments . . 

Typical example is a minute steel piece that re- 
ceives thirty forming operations, sixteen of which are 
precision milling, although it weighs only 1/10th 
of an ounce. 

After the war, manufacturers who will need small 
parts of this character will seek Wadsworth’s small 
parts facilities in order to hold sales in competitive 
markets. 

Let us discuss with you the postwar production 
of those small parts and sub-assemblies you may 
have found difficult to get in the past or may require 


tomorrow. 


WADSWORTH 
FACILITIES 


Die Making 
Jigs & Fixtures 
Gage Making 
Model Building 

Milling 
Drilling 
Turning 
Stamping 
Screw Machining 
Hard Soldering 
Heat Treating 
Line Assembly 
Polishing 

Lacquering 

Photo Etching 
Silk Screening 

Product Decorating 

Metals Laboratory 

Engineering Design 
Product Design 


CURRENTLY 
SERVING THESE 
INDUSTRIES 


Aircraft 
Automotive 
Bearing 
Electronics 
Instruments 
Machine Tool 
Small Arms 
Refrigeration 


SMALL PARTS DIVISION 


— 
THE Madbswort , WATCH CASE CO., Inc. 


DAYTON, KENTUCKY, SUBURB OF CINCINNATI, OHIO 
PHONE COLONIAL 8194 © (CINCINNATI EXCHANGE) 
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Test for Tire Leaks 


ODT Pamphlet Outlines Way to Detect 
‘Flats’ Before They Occur 


WASHINGTON. — A_ simplified 
method for detecting slow leaks in 
tires of automotive vehicles so as 
to minimize the possibility of 
“flats” along the highways is out- 
lined in detail in a pamphlet just 
issued by the maintenance section 
of the Office of Defense Transpor- 
tation’s Highway Transport Dept. 

Surveys and careful tests have 
revealed, ODT said, that slow leaks 
are responsible every day for 
“needless destruction and prema- 
ture wear” of millions of tires and 
tubes on automobiles, trucks, buses 
and tractors. 

To reduce this waste, ODT’s 
maintenance specialists have 
worked out a method known as 
the “comparative air loss system,” 
which requires only seconds of 
time and no special equipment and 
yet has proved invaluable in pre- 
venting roadside flat tires, it was 
said. 

This test, ODT pointed out, will 
give advance indications of punc- 
tures or air leaks, which shorten 
tire life and lead to “roadside flats.” 


WON'T CREEP. Evenon sharp curves, Permacel 
masking tape holds fast. Plenty of crepe and 
flexibility in the backing give it lots of “stretch,” 
makes curving easy, prevents tearing. 


RESISTS PAINT. A special coating process pro- 
tects the backing on Permacel against the solvents 
in paint — prevents curling and sagging. Permacel 
holds on tight till the job is finished. 


ODT officials explained that there 
is a constant small loss of air from 
tubes due to the natural character- 
istics of rubber tubes. However, in 
experimental tests in which nails 
were driven into passenger tires 
and tubes, it was found that air 
losses seldom developed the first 
day. In a typical experiment a 
tour-penny nail was driven into 
each of the four tires and tubes 
of the same vehicle. The vehicle 
was then operated in the customary 
manner. The record showed that 
tire number 1 ran over 2,300 miles 
before going suddenly flat, tire 2 
ran over 3,900 miles, tire 3 ran 5,100 
miles, while tire 4 had not gone 
flat after 8,480 miles. 

The simple test suggested by 
ODT is as follows: (1) make cer- 
tain valve caps have been screwed 
on finger-tight and that each cap 
has a rubber washer; (2) before 
adding air, test and record the 
pressure in each tire; (3) check 
the variations in tire pressures— 
marked differences in pressure in- 
dicate slow leaks and the tires 


paint 


showing abnormal losses should be 
removed for immediate inspection 
and repair. 

ODT suggested that garages and 
filling stations supply themselves 
with forms on which customers 
can keep a record of tire pressures 
shown by inspections when their 
tires are filled with air. The ODT 
pamphlet contains sample forms, 
which may be reproduced. 

Single copies of the pamplet, en- 
titled “How to Prevent Roadside 
Flat Tires,” may be obtained with- 
out charge from the Maintenance 
Section, Highway Transport De- 
partment, Office of Defense Trans- 
portation, Washington 25, D. C. 
Copies in quantity may be pur- 
chased from the Superintendent of 
Documents, United States Govern- 
ment Printing Office, Washington 
25, D. C. 


Nebraska Auto Dealers 


Discuss Better Service 


LINCOLN, Neb. — A. A. DuTeau, 
of the DuTeau Chevrolet Co., was 
host to a group of automobile deal- 
ers at a dinner meeting at the 
Cornhusker Hotel here recently. 
Cc. J. Hogan, of the Chevrolet 
Motor Co., of Omaha, led a dis- 
cussion of plans for giving better 
service to automobile and truck 


NO BUMPY SHOULDERS. The thickness of 
Permacel is scientifically controlled —to prevent 
“build-up.” 
gaff, yet thin enough to leave a fine, sharp edge. 


It's plenty thick to stand the 


STRIPS OFF CLEAN. Because the adhesive com- 
pound on Permacel is bonded on, this masking 
tape strips off clean 
roll or on the job. 


doesn’t “transfer” on the 


Industrial Tape Corporation, New Brunswick, N. J. 


maxers of LAXCE] Tape 
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TO LICK THE PROBLEM of inexperienced help, a Somers, ts 
installed board 


Jen: tea peg aol Atlanta, has 


this control 


mpany’s own goign. Be According to H. W. Robinson, general manager of | 
ard 


distributorship, the 
discs are wheel rings 
disc used on the 


from 1942 C 
lymouth. Nothin 


results, according to Robinson. 


is mw up mostly of automobile parts; the 
hryslers, and the inner ring is a ch 
is taken into the shop that wilt 
more than five “ay of work, and the board has helped to produce 
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170,000 Workers Needed 
In Dealer Shops 


(Continued from Page 42) 


real profit opportunities in their 
service departments and plan to 
not only continue to put forth a 
real effort to hold the business 
they now have but increase both 
their volume and number of 
customers. 


Both car and truck dealers real- 
ize the selling value of modern 
shop equipment in their service 
stations, and over 80 percent of 
those replying in the survey stated 
they were in the market for addi- 
tional shop equipment right now 
and will be in the market for addi- 
tional equipment when they can get 
their building expansion and re- 
modeling programs under way. 

Need 544% More 

It is interesting to note that to- 
day’s franchised car and truck 
dealers need 54 percent more me- 
chanics now to bring their present 
forces up to the point where they 
can take care of the business 
offered than were totally employed 
—including proprieters—by inde- 
pendent automotive service sta- 
tions before the war, according to 
U. S. Bureau of Census figures. 
Then independent stations em- 
ployed 110,718 mechanics including 
the proprietors of the 49,208 shops. 


While the franchised car and 
truck dealer has always been 
the largest employer of me- 
chanics in the industry, even 
topping the number of men need- 
ed to man the country’s gasoline 
filling stations by nearly 52,000 
men, it now looks as though in 
postwar the franchised dealer 
will be the employer of approxi- 
mately one-half of all the me- 
chanics in the retail service end 
of the automotive industry. 


This survey indicates that in 


postwar, when the dealer ranks are, 


again filled out to approximately 
the same number of dealerships 
that were in existence in 1941, the 
franchised dealers will be giving 
employment to somewhere in the 
neighborhood of 418,000 mechanics 
and shop men. This expectancy, of 
course, is based upon present-day 
planning by the dealers becoming 
a reality after peace arrives. 
Seen Better Trained 


It is a foregone conclusion that 
the automotive mechanic in post- 
war will have to be a better trained 
mechanic than a large proportion 
of those employed at this job in 
pre-war days. Fortunately there 
will be hundreds of thousands of 
boys coming out of the service 


that will have been trained 
the country’s best supervi 
thousands of them will have 
quired what practically amour 
a college education—and while 1 
experience they have acquired | 
the service will not be the same as 
that needed for civilian autom 
repair work, it will serve 
sound basic foundation and enable 
the service man, with a miniz 
of additional training, to ase mi 
expert. 
Vehicle factories and de 
will have to underwrite or o 
ate training schools for thes 
turned service men to acqua 
them with the procedures 
technics employed in the de 
shop, and to acquaint them witl 
the service characteristics of 
vehicles they will be called up 
to work with, before these 
can be expected to be as goc 
the prewar mechanics. Hov , 
due to their previous ning, 
this schooling period should 2 
greatly minimized. 
Thus by the time the new sug 
duper models begin to appear On 
the streets of the nation in postwar, — 
the franchised dealers should f 
been able to rework their service: 
shop forces and fill in the vaca 
that now prevent them from & 
ing as many customers as they 5 
would like to take care of. 


ORES 


Tire Deficit Hits : 
Baltimore Trucks ~ 


BALTIMORE. — (UTPS) — Be- 
cause there is a definite need of 
468 heavy-duty tires here, a total 
of 84 large trucks in the fleets ¢ 
26 carrier companies in the Ma@ 
land Motor Truck Assn. are 
up, it was reported last week. é 

The carrier companies which © 
gave out this report estimated thi 
by Aug. 15 the total of vehicles™ 
forced from the road by lack of the ~ 
heavy-duty casings will h 
reached 166. The tire deficit by ~ 
that time will have risen to 1,009. 


Kirksey, Reid Named 


To Fruehauf Board 
DETROIT.—Harvey C. Frue 

president of Fruehauf Trailer Co. 
announced last week that Robert 
S. Kirksey, vice-president in charge — 
of Pacific Coast operations, and F, 
Malcolm Reid, vice-president ir 
charge of engineering, have been 
elected to the board of directors, 
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disadvantage, it is doubtful if a Need a Service Man—Want a Job— 


Corporation Commission to engage in 
in Automotive News. 


up two additional counties that we — 


NORFOLK, Va. — Fruehauf Realty 





4 Backsho By 
| Jack Weed New Contracts - Lt. 
e DARS WASHED rice- 
(Continued from Page 42) Se WASHINGTON. — The Defense card 
; dealers who h Plant Corp. has authorized execu- otor 
@ some smart dea © have done; we took that particular territo tion of a contract with the Nor- nted 
just that—but they are the excep-/ away from him. rs walk Tire & Rubber Co., Norwalk. ;. 
tion and a aa po rule . My road man called for h ' 4 Conn., to provide machinery and 
@é ng Bo a 7 oy some g00d/ we ‘all went into a h ddle a equipment at a plant in Norwalk 30 
ea -— es i — 7 oy it is! didn’t want to lose this nae, oa | at a cost of approximately $200,000. has 
Aeaiee’s ‘cent of Operation os the | he was doing a good retail job and Also an increase in its contract shed 
ad to stay up for some time and it avery fair wholesale job outside with Plymouth Rubber Co., Can- with 
will be just as necessary for hi te of this particular territory. ton, Mass. to provide additional two 
make every department of hie Out of the huddle came the sug- plant facilities at Canton at a cost 
business pay profits as it is for the gestion to find out what it cost the of approximately $70,000, resulting 
jepartment store operator dealer to work the territory and in an over-all commitment of ap- nn 
— ee : — much net profit he made from | proximately cos = = aa 
WILL e comparatively f crease in its contrac nera 
crenccimg Lol . foo made in it. — a | Motors Corp. to provide additional Pel 
ie oo oes oh ae equipment at plants in Detroit, as en 
Outside of their delivery service | the i ce oar an re os well an Indianapolis and Anderson, here, 
and returned goods policy, most de-| to the dealer and show see that /Ind., at a cost of approximately ently 
=) partment store operators can close | this particular territory had ot | $10,000,000, resulting in an over-all in is 
a department that does not show! him an average of $7200 : Coe | commitment of approximately $82,- years 
‘ ig ig I es canggeo 4 nse more than he got out of it’ for | 000,000, have been established. has 
a ' ‘ anos’ | three or four years—an , Bac soe | In each case title will remain nee” 
a ae cae ie department | know it. ha ah es te te Seheve/ 'with DPC while the industrial cars 
- ae scotwit for his re sate checked the figures, he was only “While yow’re underneath, I’ll work on top!” corporations will operate the facili- 
Even if the dealer was willing to too glad to give that territory up. ties. 
try and ride over such a serious In fact, he then got into his whole rincipal office in Virginia at Norfolk, —— 
2? wholesale operation cost and gave F ruehauf Gets Va. Charter has been chartered by the Virginia ews. 
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dealer could be outstanding enough 
for any factory to continue the 
franchise without the dealer mak- 
ing an effort to provide service 
facilities. 

In fact the modern trend of all 
factory sales departments is to em- 
phasize the need for better service 
and more modern and _ fully- 
equipped service departments. The 
factory boys know that the car or 
truck gets a black eye in any 
territory where the customer can- 
not get prompt and efficient service 
at a moderate cost. 

* * * 
NOTHER piece of sales promo- 
tion that plunked down on my 
desk at the same time as the 
MEWA booklet was also a thought 
starter. It is titled “Sludge 
Removal.” 


This treatise goes on to say that 
the old engine that is allowed to 
get all gummed up with sludge 
soon goes to pieces and does not 
produce the power that the design- 
ers put in it. But once the sludge 
is removed and the engine is again 
tightened up, it comes back to its 
original ability to produce smooth 
power. 


One of the items of “sludge” that 
has accumulated in many dealers 
operations is a lax bookkeeping 
system and laxity on the part of 
the employes in making the records 
that tell the owner of the business 
where he makes and loses his 
money. If a dealer doesn’t know 
these things he may be penalizing 
his operation and his profits by a 
high percentage and not know it. 
* om 5 


I REMEMBER back in my sales 
manager days we had a dealer in 
a certain Ohio city who had been 
given twice as much territory as 
he could handle and, when we 
wanted him to give up a certain 
group of counties, he yelled to the 
high heaven that we were trying 
to ruin him. Damned if he 
wouldn’t give up his franchise if 
eee Nee ee 


Motorola Names 


Kelley Sales Chief | 


CHICAGO—Paul V. Galvin, 
president of Galvin Mfg. Corp., 
makers of Motorola home and car 
radios, announces 
the appointment 
of Wm. H. Kel- 
ley as general 
sales manager of 
the corporation. 
Kelley has been 
a sales executive 
of RCA for a 
period of 20 years. 
He recently re- 
signed as their 
regional manager 
of the San Fran- 
cisco district, and 
will assume his new duties with 
Motorola on Sept. 1. 
Galvin states that the manage- 
ment of the Motorola sales and 
products organization is otherwise 
unchanged. Elmer H. Wavering wil! 
continue to head the Car Radio di- 
vision, Walter H. Stellner will con- 
tinue as manager of the Home 
Radio division, and N. E. Wunder: 
lich remains sales manager of th« 
Police Radio division. Advertising 
and Sales Promotion activities will 
be handled by Victor A. Irvine. 





W. H. Kelley 


(See BACKSHOP, Page 51, Col. 1) 





All of the manufacture of antennas and radar equi 
CORPORATION is, today, going en 


fighting fronts. 





Corp., 


“ 


a Michigan corporation, 


the sale of commercial 
with ' mum capital is $100,000 


Yesterday, WARD antennas were found on most of the 


peacetime automobiles, radios and portable radios. 
THE WARD PRODUCTS 


The: knowledge that is being , 
andsimproved products, jm 
E specifying of agi 


tirely to th 
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being used on all 
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new 


trailers. 





try a want ad 
They get quick results! 



















Repair Shop 
Stresses Wheel, 
Axle Alignment 


HATTIESBURG, Miss. —- Almost 
half of the business of Auto Serv- 
ice Co. here is in wheel, axle and 
frame straightening and _ align- 
ment. George T. Smith, proprietor, 
has made a specialty of this for 
several years and handles much 
of the work for other dealers. 


In 1938 Smith installed his first 
front-end machine. The work in- 
creased to such an extent that he 
added another machine in 1939. 
Now Smith insists that the front 
end of his business is his front- 
end business, although he operates 
a shop with $10,000 worth of equip- 
ment and handles general repairs. 


When he started out in frame, 
axle and wheel work, he did con- 
siderable advertising, using the lit- 
erature of a leading equipment 
manufacturer. He told his custom- 
ers they could save tires by having 
wheels of their cars properly bal- 
anced and aligned. Little did he 
know then, that Uncle Sam would 
himself make a rule that a motor- 
ist must have his tires inspected 
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Certain Items Hard to Get... 


Michigan Survey Shows 
Dealers Lack Parts 


(Continued from Page 42) 
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INSIDE AUTO SERVICE’S SHOP 


and his wheels balanced in case 
the tires showed any evidence of 
uneven wear. 


The government program enor- 
mously increased the alignment 
work of the Smith shop. He be- 
came tire inspector himself and 
gave every assistance to the pro- 
gram. Now the government has dis- 
|continued the tire inspection pro- 
|gram, but motorists realize that 
if their tires are to last, they must 


| keep their wheels properly bal- 
anced, so the Smith shop is getting 
| more motor tune-up jobs than ever 
| before. 


| Smith says that before Pearl 
Harbor wrecked cars kept him 
busy with wheel alignment and 
frame straightening work. There 
isn’t much of that now with war 
speeds but the desire to conserve 
tires, as noted, has caused an in- 
crease rather than a slackening. 


KEEP FAITH WITH 
YOUR CAR OWNERS 


course. 


As an automobile dealer, you gladly 


assume the responsibility of helping customers to get the best 
possible performance and service from their cars. You sell re- 
placement parts of standard dependability, maintain the best 
possible repairing and lubricating facilities and provide the most 
skillful mechanics available. You wouldn't consider any other 


Another logical step toward making every customer a loyal and 
permanent customer is to handle Veedol Motor Oil and to recom- 
mend it to your customers as the best protection against wear 
their engines can have. Veedol Motor Oil is triple-refined from 
the choicest of Pennsylvania crude—master of summer engine 
heat—free-flowing in winter cold. It is the perfect complement 
to genuine parts, complete servicing equipment and _ reliable 


mechanics. 


TIDE WATER ASSOCIATED OIL COMPANY 


New York — Tulsa — San Francisco 


Detroit . 


. Indianapolis . . 


. . Chicago... 
. Kansas City 


Minneapolis . . 


. Atlanta 


Made by the World’s Largest 
Refiners of 100% 
Pennsylvania Oils. 
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most difficult to obtain, the survey 
showed, are: engine — bearings, 
valves and guides, pistons, piston 
rings, connecting rods, crankshafts, 
camshafts, cylinder heads, cylin- 
der blocks, fuel pumps, flywheel 
ring gears, gaskets and waterpump 
kits; clutch—plates; transmission— 
gears, shafts and bearings; steer- 
ing gear—tie rod ends, drag links, 
king pins and spindle bolts; axle— 
gears, pinions and bearings; and 
propeller shafts, universal joints, 
anti-friction bearings and all gas- 
kets. 

Among eight dealers in the low- 
priced car group the dollar volume 
of labor sales averaged $72,407.16 a 
month in 1944, as compared with 
$63,092.84 in 1943. The average 
number of mechanics employed 
was 10.9 with an average of $664.30 
of labor sales per man. This com- 
pared with $596.34 average labor 
sales per man in 1943, with prac- 
tically the same number. of 
mechanics. 

Another group of dealers for 
another manufacturer showed the 


Chevrolet Builds 
First 18-Cylinder 
P&W Engine 


DETROIT. — Announcement was 
made here last week by M. E. 
Coyle, vice-president of General 
Motors Corp. and general manager 
of Chevrolet, of production of the 
division’s first eighteen-cylinder 
Pratt & Whitney aircraft engine. 
Having built more than 46,000 
fourteen-cylinder Pratt & Whitney 
aircraft engines in the last two 
years, Chevrolet, a major producer, 
now enters the “big-engine’”’ field. 
The first of the entirely new-type 
engines, known as the R2800-C, 
was test-run five months and 18 
days after Chevrolet was requested 
to accept the new responsibility by 
the Air Corps, Coyle stated. 

Current production of the four- 
teen-cylinder job will be continued, 
said Coyle, in pointing out that the 
company had maintained high pro- 
duction levels on these types while 
handling a complex and involved 
plant rearrangement and retooling 
program in order to get production 
of the new model under way at the 
earliest possible date. 


The record production of the first 
engine was made in one-third the 
time usually alloted to projects of 
this type, and better than one 
month ahead of the company’s 
earlier estimates. ~ 

The new engine is designed to 
power fighter and bomber planes, 
including the recently announced 
P-61 Black Widow night fighters 
and the now famous Thunderbolt. 
The R2800-C engine program will 
be superimposed On the company’s 
already substantial output of four- 
teen-cylinder models which Chev- 
rolet produces for Liberator bomb- 
ers and C-47 and C-53 cargo planes. 

Seventeen plants of the Chevro- 
let manufacturing system are 
allied in the Pratt & Whitney 
program. 


Willys Increases 
Gear Output 30% 


TOLEDO.—Production of landing 
gears for the Navy’s Grumman 
fighter plane has been increased 
approximately 30 percent’ by 
Willys-Overland Motors during the 
past six months, it was announced 
here last week by Ward M. Cana- 
day, chairman of the board. 

Much of the increased rate of 
production, he said, was made pos- 
sible by the substitution of arc- 
welding for gas-welding in joining 
tube sections of the landing gears. 
This method has not only proved 
much faster but has also saved 
the time formerly required to 
straighten tubing warped by exces- 
sive heat generated by gas-welding, 
it was explained. 

Canaday complimented employes 
for having turned out more than 
3,500 sets of this vitally-needed 
precision equipment without one 
single failure. 


SERVICE SECTION 


majority were operating with less 
than a sixty-day turnover in parts 
inventory. The average sales per 
mechanic were $593.45, as com- 
pared with $487.28 in 1943. Sale of 
automotive parts in every case had 
increased, the average being ap- 
proximately 25 percent greater. 

Among 12 dealers of a third 

manufacturer the average sales 
per mechanic were $528.11, as 
compared with $460.90 in 1948. 
Some of the dealers were on a 
very fluid basis, so far as parts 
sales were concerned, a few oper- 
ating with less than a thirty-day 
inventory. In every case parts 
sales had increased in 1944 above 
those of 1943. 

For a group of dealers in higher 
priced cars the average dollar sales 
of labor per mechanic was $873.33, 
as compared with $787.38 in 1943. 
One dealer was having a parts 
sales turn-over every 15 days. 

Among independent dealers, 
(Nash, Hudson, Studebaker, Pack- 
ard, etc) the average labor sales 
per man was $688.40 in 1944, as 
compared with $597.04 in 1943. 
Most parts inventories were fluid, 
running less than sixty-day turn- 
over. 

Walter E. Wright, deputy re- 
gional director, automotive division, 
said: “One dealer reduced his in- 
ventory $12,000 with a 20 percent 
increase in sales. Another in- 
creased his inventory 100 percent 
with less than a sixty-day turn- 
over, while a third reported sales 
of parts were down 20 percent over 
1943, while a fourth showed 10 per- 
cent less inventory with an 80 
percent sales increase. 

“The report brings to light the 
need for the intelligent use of 
mechanics. Dealers are obtaining 
monthly per mechanic from a low 
of $228.63 in repair parts sales to 
a top of $1,258.10, with the average 
around $600. 

“This conclusively shows that 
much can be done by the producers 
to improve their dealers per me- 
chanic repair sales. While the 
general average has climbed in the 
past year, much can still be done.” 


Checking on parts inventories 
and sales by jobbers, the survey 
showed that parts inventories 
have not increased for them in 
the same degree as evidenced by 
the survey of dealers and dis- 
tributors. At the same time of 
the first survey in 1942 the parts 
jobbers had considerably greater 
stocks than distributors, which 
may, is said, account for similar 
increases at the time of the pres- 
ent survey. The dollar volume 
of labor per number of mechanics 
for parts jobbers was consider- 
ably lower than for auto dealers, 
averaging less than $400 per 
man. 

Among a group of Western 
Michigan automobile dealers of all 
makes of cars, parts inventories 
showed substantial increases in 
dollar volume over 1943. At the 
same time, the dealers reported 
greater demands for parts and in- 
ventories were faster in turnover in 
Western Michigan than in the 
Detroit area. 

A group of truck dealers and 
distributors reflected the increas- 
ing maintenance requirements on 
trucks, many of which have run 
several hundred thousand miles 
since manufacture. Parts inven- 
tories were slightly higher in dollar 
volume this year than last but 
were, on the whole, having a turn- 
over approximately every one and 
a half months. 


Fruehauf Branches Take 


Part in Safety Contest 

DETROIT.—A nationwide safety 
contest for all its branches is 
being conducted by Fruehauf 
Trailer Co. The contest began July 
1 and ends Dec. 31. 

Award of an engraved plaque 
will be made to the branch with 
the best 6-month accident record 
at a banquet for all employes of the 
winning branch. Cash prizes will 
also be awarded to the service 
managers of the three Fruehauf 
branches with the best safety 
records, 
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For Better 


15,000 Workers in Chevrolet Dealerships 
Expected to Get Certificates 


_DETROIT.—With returns on the 
eighth annual Chevrolet approved 
mechanics’ examinations in from 
28 of the 37 zones throughout the 
United States, it now appears that 
more than 15,000 mechanics will 
have been awarded certificates 
when complete results are known, 
Ed Hedner, national service and 
mechanical director of Chevrolet, 
announced last week. 

To date, 11,325 mechanics have 


Toledo Area 
Faces Dearth 
Of Used Cars 


TOLEDO, O.—An acute used-car 
shortage in Northwestern Ohio 
markets within the next 30 days 
was forecast by the OPA Automo- 
tive Advisory committee which 
met last week in OPA headquarters 
here. 


Car dealers said stocks already 
are at a new low with less than 
half the normal supply of automo- 
biles coming in for resale. 


The group named a three-man 
committee to meet with R. H. 
Cromwell of the Better Business 
Bureau to draft recommendations 
for a voluntary used-car code of 
ethics. Such action was taken 
after Cromwell reported many 
complaints had been made to his 
office. 

He reported one customer had 
discussed with a dealer purchase of 
a car with a ceiling set at $1,068. 
The dealer said he had to get $1,290 
out of the car and consequently 
could offer only $100 for the 1937 
model the consumer Offered as a 
trade-in. 

Harold E. Hertzfeld, Carl Weis- 
senberger and Irving Pollock were 
named to help draft code recom- 
mendations. Hertzfeld also was 
chosen chairman of the committee, 
succeeding Matthew Tank, Ford 
dealer, who resigned. Tank leaves 
Aug. 9 to become a lieutenant (j.g.) 
in the U. S. Navy. 

The committee adopted resolu- 
tions supporting efforts to readjust 
ceiling prices and urged a markup 
of 33% percent instead of 25 per- 
cent between “as is” and “war- 
ranty” prices. 

They asked OPA to stress to the 
public that dealers can pay as high 
a price for individual cars as any 
individual. 


(Continued from Page 42) 


own legitimate interest should 


voice an opinion.” 

The questions asked are: 

1. Do you favor the separate and 
competitive 1944 Fall annual con- 
ventions: MEWA at the Chicago 
Stevens hotel on Nov. 9-11, NSPA 
at the Chicago Sherman hotel on 
Nov. 10-16? 

2. Do you prefer that these con- 
ventions be postponed to some time 
in February or March, 1945? 

3. Do you prefer that the MEWA 
and NSPA booth conferences be 
conducted jointly at one hotel and 
the MEWA and NSPA conven- 
tions be held separately but 
simultaneously? 

4. Do you prefer that these 
‘regional booth conferences’ and/or 
‘annual conventions’ of the MEWA 
and NSPA be indefinitely post- 
poned until 1944 is over and busi- 
ness can have some idea of what 
the political scene—and especially 
the war situation—are as industry 
gets into 1945? 


Cut in B. C. License Fee 


Boosts Registration 
VANCOUVER, B. C. — Reduc- 


- tion in motor license fees by the | 
government some months ago has | 


resulted in more motor cars on the 
roads so far this year. 


To the end of April, according to | 
the monthly report of the provin- | 


cial police, there were 90,068 cars 
licensed, compared with 82,063 to 
” April 30 the year before, an in- 
crease of 8,000. 

Commercial vehicles to April 30 
of this year jumped to 28,836 from 
26,408 a year ago. 
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Mechanies 


received the approved mechanic 
certificate. It is expected that the 
total will set a record, in spite of 
today’s serious manpower shortage, 
when the more populous areas are 
heard from. 


“By servicing more cars and 
trucks than any other dealer group, 
Chevrolet mechanics are rendering 
indispensable service in the war 
effort,” said a high Chevrolet 
official. “It is the dependable and | 
efficient service of these highly 
trained mechanics that is so vital 
to ‘Saving the Wheels that Serve | 
America.’ 


“Chevrolet has gone to extreme 
lengths not only to provide the 
manpower necessary to maintain | 
civilian transportation but to give 
the thousands of mechanics em- 
ployed by Chevrolet dealers 
throughout the country special 
training in advanced, newly de- 
veloped methods of maintaining all 
kinds of motor vehicle equipment 
under wartime conditions.” 





A NEW ALL-TIME high for awards of Approved Mechanic Certificates by 
Chevrolet is expected to be set this year which marks the eighth annual 
approved mechanic examinations held throughout the 37 nationwide zones. To 
date, 11,325 mechanics have received the awards, with returns in from only 

zones. Officials say the total is likely to top 15,000 when the other nine 
zones are heard from. Pictured here is the examination conducted at 
Charlotte, N. C., in the Atlanta zone. 


Rochester, N. H. Gets 


© | 
New Ford Dealership | cupied by Murdock & Arthur, an- 


ROCHESTER, N. H. — (UTPS)/| other Ford dealership, but was 
—Rochester Motor Sales, a new 
Ford dealership and service sta- 
tion, has been opened at 38-40 Han- 


| son street here. 
| 


Lines garage when the new con- 
cern took it over. 


PROVED IN AMERICA’S WESTERN DESERT 


it liked Me 


to keep tractors working in the arid 
west. Allied tanks thus equipped . . 


No one could have foreseen that tractors operat- 
ing in America’s western desert would help win 
the battle of the Sahara. But in desert war you 
fight an enemy common to every desert—dust 


and sand. 


It was fine, cutting grains of sand collecting in 
the distributors of military vehicles that caused 
dangerous delays to the Allies. Then American 


engineering came 


proof distributor originally designed by Auto-Lite 


free of dust . . . manned by ‘‘desert 
United Nations’ African Force rumbl 


Today, Auto-Lite’s dust proof d 


means precision manufacturing. 


up with an answer—the dust 
SARNIA, ONT. 


The building was formerly oc- | 


being used as an Interstate Bus | 


Flying Dealer 


Lt. Bowyer Cited 


By Air Forces 
| PHOENIX, Ariz. — (UTPS) — Lt. 
| Robert H. Bowyer, former vice- 
| president of the Phoenix Packard 
| Motor Co. and the Bowyer Motor 
'Co. of Tucson, has been appointed 
ja lead crew instructor at a 
| Liberator base in England. 
| Lt. Bowyer has completed 30 
missions as a bombardier and has 
been awarded two Distinguished 
| Flying Crosses, the Air Medal with 
| three Oak Leaf Clusters and two 
Presidential Unit Citations. 


Studebaker Names Dunn 


Dealer in Youngstown 

YOUNGSTOWN, O.—Dunn Mo- 
tors, 2023 Market St., has been 
appointed Studebaker dealer here, 
William Dunn was notified recently 
| by the Studebaker Corp. Dunn is 
| widely known through his 22 years 
in the automobile business. 

The agency will provide mainte- 
mance and repair service for cars 
and trucks. 


Need a Service Man—Want a Job— 
; try a want ad in Automotive News. 
| They get quick results! 


| 
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istributor is 


standard equipment on many military vehicles. 
It is one more proof that the name Auto- Lite 


THE ELECTRIC AUTO-LITE COMPANY 
TOLEDO 1, OHIO 


TUNE IN AUTO-LITE’S GREAT RADIO SHOW “EVERYTHING FOR THE BOYS” —EVERY TUESDAY NIGHT—NBC NETWORK 
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New Type Clamp Offered 


By Marman Co. 


“Quick-Coupler,” new type clamp 
produced by Marman Products Co., 
Inc., 940 W. Redondo Bivd., Ingle- 
wood, Calif., combines a snap-on 
latch with the full adjustment of a 
standard clamp, all in one unit. 


The design permits the instan- 
taneous removal of the clamp or its 
quick installation. It is ideally 
suited for handling removable 
equipment such as oxygen con- 
tainers, fire extinguishers, duct 
sections, etc. 

The new “Quick-Coupler” is 
available in all sizes, in aluminum 
alloy and stainless steel and in 
shapes to fit all convex surfaces. 
It may be had with self-locking, 
plain hex or wing nuts. 

. © 8 


 eedien td 
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IMPROVED i7-inch Baldor grinder 
(Series 7100) is announced by Baldor 
Electric Co., St. Louis 10. It includes 
the following features: specially- 
designed motor which is cool runnin 
when carrying normal load and whic 
has 100 percent over load capacity; 
pre-lubricated ball bearings which 
require no lubrication during their en- 
tire life; first grade wheels balanced 
with Baldor patented balancing flanges. 


New Sheffield Spindle 


Has Twin Features 


Introduction of a new type of 
snap gage spindle for use with the 
Precisionaire instrument is an- 
nounced by the Sheffield Corp., 


Dayton, 0. This is said to be the 


Celle 


BECAUSE it’s 


e 
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SERVICE TO READERS 


N ew Prod UTeias 


Including Shop Equipment and Tools, Catalogs, Manuals 
and Other Literature of Educational Value 


first time any manufacturer has 
offered an application combining 
the features of snap and air-flow 
gages. 

A distinctive advantage of the 
spindle is that it can be used on 
highly finished or soft plated parts 
without scratching them. It can 
also be used on thin-walled cylin- 
ders without any danger of collaps- 
ing them. 

* + + 
——— 


Precision Measurements 


Of External Diameters 

Metrical Laboratories, Inc., Ann 
Arbor, Mich., announces the de- 
velopment of precision external in- 
dicating gauges, using the flow of 
air as the measuring medium and 
Operating in conjunction with the 
Metricator instrument. 

These gauges can be made in 
either the indicating ring or indi- 
cating snap gauge type, depending 
on the size of the external diameter 
to be measured. Size variations as 
small as .000025” can be readily de- 
tected and for parts requiring an 
extreme degree of accuracy, the 
amplification can be sufficiently in- 
creased so that parts can be sorted 
into groups of .000010” size differ- 
ence without any effort on the part 


of the operator. 


/ 
4 


/ 
/ 
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/ 
Basic and Irresistible as the 
/ Pull of Gravity 


Because of its basic soundness and simplicity, the Bendix Starter 
Drive can be adapted to virtually any type of vehicle. It is in use 
today in over 60,000,000 installations—automobiles, tractors, 
tanks, trucks, jeeps, PT boats, and helicopters. The wide accept- 
ance of the Bendix Starter Drive is based on such outstanding 
advantages as these: impossibility of damage by accidental engage- 
ment of the starter pinion; higher break-away torque which gives 
increased cranking power; rugged, durable construction; low- 
cost operation. Remember Bendix Starter Drive—i#’s better be- 


cause it’s basic. 


‘-- Bendix Drive 


ECLIPSE 


MACHINE 


DIVISION 


BENDIX AVIATION CORPORATION, ELMIRA, NEW YORK 


NEW GOGGLE of crystal clear non- 
inflammable plastic. he new Saf-I- 
Shield is an all-purpose goggle and 
is manufactured by U.S. Safety Service 
Co., Kansas City, Mo. Because of its 
modern design, it allows clear vision 
both to the front and sides and can 
be worn over glasses. 

* * * 


Adjustable Hole Cutters 


Easily Sharpened 


A new set of three adjustable 
hole cutters that cut all possible 
diameters from % in. to 3% in. is 
announced by the Robert H. 
Clark Co., Beverly Hills, Calif. 

These cutters—with straight 
shanks for use as hand tools, in 
portable electric and pneumatic 
drills, or in light drill presses— 
are said by the manufacturer to 
produce accurate, clean holes 
that require no after-grinding, 
reaming or filing. They are ad- 
justable and can be easily 
sharpened by any competent 


mechanic. 
” s * 


New Engine Stand Speeds 
Rebuilding Operations 


Engine overhaul stands have 
come into the spotlight recently, 
and the demand for them has 
reached the proportions of an 
avalanche. 


The type of unit put out by 
Universal is for all engines except 
V-8’s. It eliminates all handling of 
the block and is equipped with 
locking devices which hold the 
block in proper position for re- 
boring, main bearing line boring 
and cam bearing line boring, as 
well as camshaft installation, it’s 
claimed. 

This engine stand is manufac- 
tured by the Clayborne Mfg. Co., 
4549 West Lake St., Chicago. 


* * * 


Welding Process Told 


To provide detailed answers to the 
most commonly asked questions about 
its new process of welding with stor- 
age batteries as a power_ source, 
Progressive Welder Co., 3050 E. Outer 
Drive, Detroit 12, has released an il- 
lustrated 13-pege booklet entitled ‘‘The 
How and hy of Storage Battery 
Welding.” 


“"seneiscemesillll 
A NEW CHEVROLET tool to stop 
the leak of shock absorber fluid on 
1939 to 1942 cars inclusive, without 
removing the shocks from the car, has 
been announced by Cal-Van Machine 
Products, Inc., Jackson, Mich. The 
tool clamps around the pressed metal 
packing cap between the shock ab- 
sorber body and the arm. Inside the 
tool is a hardened steel ball which is 
tightened, then rolled around the pack- 
ing cap, causing the neoprene packing 
inside the cap to hug closer to the 

shaft, stopping the leak. 

* ¢ es 


Thermoswitch Revealed 


One of the most complete thermal! 
control catalogues to be published in 
recent years has just been released 
by Fenwal Inc., 200 Pleasant St., Ash- 
land, Mass. For the first time, general 


| details of the thermoswitch are graphi- 
ically explained, 


featuring a fourteen 
inch illustration of a cut-away view. 


Air Reduction Markets 
Tack Welding Panel 


Air Reduction, manufacturer of 
welding equipment and _ supplies, 
has just placed on the market a 
new and improved circuit control 
panel for tack welding with a con- 
stant potential power supply. 
Known as the Wilson type 30 
special tack welding circuit control 
panel, it is of simple design, 
sturdily constructed and compact. 


The resistors of round nichrome 
wire are mounted on insulators and 
are designed well within the per- 
mitted temperature rise. The hous- 
ing has sheet metal sides with ex- 
panded metal top and bottom to 
provide for full circulation of air. 


SERVICE SECTIO 


| Haynes Stellite Makes 


Cobalt Grooving Tools 


Grooving and cutoff tools o 
Haynes Stellite cobalt-base alloy 
are made by Haynes Stellite Co. 
Kokomo, Ind, a unit of Union Car- 
bide and Carbon Corp. Haynes 
Stellite grooving tools are finish 
ground and lapped to _ specified 
tolerances and ground to size but 
not lapped unless specified by pur 
chaser. 

Both types of tools may be ob- 
tained in either 98M2 or Star J- 
Metal alloy—with Haynes Stellite 
98M2 especially recommended for, 
steel. 


Grooving tools are furnished in 
three types—plain, channel and I- 
beam—for grooving operations on 
cast iron, aluminum, brass, bronze 
and steel. The side lands are 
lapped to give maximum tool life. 
To resharpen these tools, it is 


necessary only to grind the cutting™™ 


end, maintaining the front clear- 
ance angle. 


The mounting brackets are so 


arranged that panels can be 
mounted side by side or one on top 
of another without restricting cir- 
culation. The brackets also pro- 
vide a convenient means of carry- 
ing the panels when they are not 
used at fixed locations. 
zs * 


A NEW PARTS cleaning system, 
combining the utility of two washers 
inte one self-con ed portable unit, 
is announced by Gray-Mills Co., 
Evanston, Ill. The system includes a 
portable cleaner with a ue 
‘Swisher’ feature and cold-cleaning 
Flo-Bac Solvent. Large parts, requir- 
ing individual handling, are cleaned of 
grease and grime by a strong stream 
of solvent pumped from the tank be- 
low. The smaller parts may be 
washed in quantity by merely pouring 
— ae a basket and immersing in 
solvent. 


Miller Offers Welding Kit 


For Cracked Motors 


A repair kit for badly cracked 
motors and various mechanical re- 
pairs is being offered by the Miller 
Mfg. Co., Camden, N. J., manu- 
facturers of WonderSeal. 

This kit contains 2 pounds of 
metal rods in assorted sizes, two 
pints of WonderSeal, and an ODT 
Instruction Manual. It sells to the 
trade for $10 and contains suffi- 
cient rods to do from two to ten 
repair jobs. The rods alone are 
available in 2-pound packages at $8 
per package. Sizes offered are 
%”", 46”, %” and %” rods. 


Merit Announces 


New Muffler Line 


A new line of Merit Mufflers, 
exhaust pipes and tail pipes for 
automotive replacement needs is 
announced by Basca Mfg. Co., 
Inc., 3001 Roosevelt Ave., Indian- 
apolis 1. 

Merit Mufflers are scientifically 
engineered, then thoroughly labo- 
ratory-tested and road-tested to 
meet exacting standards. Easy 
to install because they fit per- 
fectly, it’s claimed. 


NEW BRITAIN valve spring com- 
peonees for swift, efficient service in 
andling the stiffest valve springs. 
Handle is positioned in ‘‘C’’ frame so 
as to escape high fenders, hood and 
tie rods. Leose ri hment on 


frame 
locked in any desired position. Easy 
adjustment for any valve stem length. 


Portable Infrared Unit 


Made by Fostoria 


In important contribution to 
the longstanding need of many 
automotive service shops is the 
development of a portable, low- 
priced infrared unit by Fostoria 
Pressed Steel Corp., Fostoria, O. 


This new unit is capable of 
developing temperatures as high 
as 1000 degrees Fahr. in a given 
size piece of 20-gauge black metal 
at the proper distance, and the 
temperature is controlled by the 
distance between the unit and 
the work. 


V-Belts Described 


A_ new 44-page handbook on indus. 
trial fractional horsepower Y-belt 
drives has just been published bv 
B. F. Goodrich Co., Akron, O., and 
now available upon request. 


REYNOLDS-e 


LOS ANGELES 15, CALIFORNIA 


National manufacturers and distrik 

utors of quality printing to complete- 
ly cover the needs of Automotive 
Dealers, Garages and Service Shops. 
Over two thousand Standard items 
including Systems, Forms and Sup 

plies for Accounting, Parts, Sales and 
Service departments, Complete serv 
ice for designing and producing spe- 
cial Checks, Stationery and Forms 


ie 


MANUFACTURERS OF THE 
STANDARD FORMS AND 

SUPPLIES FOR ALL *.... 
AUTOMOBILE DEALER 
ACCOUNTING SYSTEMS 
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Mexico Releases Tires 


(Continued from Page 47) 


hadn’t asked for, because he found 
that they too were liabilities in- 
stead of assets. 
a 2 

BUT THERE is no reason why 
a dealer’s service shop and parts 
business doesn’t make handsome 
profits for him, except that these 
departments suffer from poor 


™ management. 


m —left 


When a dealer knows that he 
lets these profits slide away from 
him because he just doesn’t like 
the service end of the business—as 


= prominent Wisconsin dealer I 


visited recently told me—then all 
the proper bookkeeping in the 
world won’t change the picture. 
This dealer said he didn’t pay any 
attention to his service department 
it all up to his service 
manager—as he got his kick out of 
volume selling. 
* * *& 


BUT IN the main I believe that 
the average dealer has awakened 
to the value of his service depart- 
ment and to the fact that the dif- 
ference between profit and loss 
lies almost wholly in good man- 
agement—that an inefficient serv- 
ice manager will not only lose 
money for the dealer but can do 
great harm to the sales depart- 
ment. I believe from my recent 
contacts that dealers are now/| 
willing to pay a good service man- 
ager a good salary and that, when | 
business falls off a little, the service 
— won’t be the first man let 
out. 

Maybe I’m living in a little 
Utopia that wishful thinking has 
developed—but I don’t think so— 
and the answers to several of the 
questions we put in our survey 
questionnaire seem to confirm my 
thinking. 

* * * 

’ FUNNY thing how some minds 

—even big corporation minds— 
work. Last week an engineer for 
a firm of consulting engineers 
came into the office looking for a | 
bagful of data on the automotive | 
industry for a large aviation con- 
cern that was looking at the auto- 
motive industry with envious eyes. 
And they were approaching the 
problem strictly from an angle of 
what the market offered in the! 
way of unit sales and manufactur- | 
ing problems. 

Not a question was asked as to 
the outlook for getting dealer rep- 
resentation to merchandise the 
product. They totally ignored the | 
fact that most of the mortality in | 
the industry down through the years | 
has been due to lack of a hard- 
hitting dealer organization that 
was making money. Any one who} 
has been in the business for any | 
time can count up the failures that 
beset companies that produced | 
really good cars. Anybody with 
enough money and machinery can | 
produce good cars—but only a com- 
paratively few concerns out of the 
hundreds whose nameplates adorn 
the museum panel that my friend 
Fred Witt of Thompson Products 
has built up, were able to sell at 
a profit to the manufacturing com- 
pany and the dealers who repre- 
sented them. 








s* * # 


OB BOWES, in his latest issue 
of Service Station Selling, 
points out that the Ford car was 
originally a sales idea, rather than 


MEWA Booklet Gives 


Inventory Control Aid 

CHICAGO.—A 12-page illus- 
trated booklet, “Handle with 
Care Your Inventory Controls 
as Related to Turnover,” was 
issued recently by Motor & 
Equipment Wholesalers Assn. 
The brochure is a reproduction 
of an address, along with charts, 
presented at the recent regional 
conferences of MEWA by James 
J. Moran, of Buchan Loose Leaf 
Records Co. 

An announcement by the asso- 
ciation in connection with issu- 
ance of the booklet states that 
“the ever increasing demand 
both through government orders 
and regulations for more de- 





tailed records on inventory, and 
the fact that most automotive 
wholesalers are finding they 
should have had such records 
years before any government 
regulations, has made this sub- 
ject an important one on whole- 
sale operation.” 


a mechanical idea and that Henry 
Ford dreamed a car that millions 
of people could afford. After that 
the car just had to invent itself 
and manufacture itself. And Ford 
has been moderately successful, we 
will all admit. 


Selling is the key to successful 
business—and when dealers realize 
that they must sell service as they 
do cars, they will be doubly suc- 
cessful. It’s hard to sell something 
you don’t have. 

= * * 


UST as we go to press, word 

comes in that one of the out- 
standing transportation engineers 
of the truck business has passed 
away at his home in Jacksonville, 
Fla.—Pierre Schon, my old and 
valued friend—once transportation 
engineer for the General Motors 
Truck sales department and, for 
the past few years, GMC distribu- 
tor in the Florida city. 

Pierre came from the old school, 
got his early experience selling 
Packard trucks into their proper 
hauling role in Kansas City and 
moved on to Pontiac. 


Smart car owners 


War Deal 


Car Not Available, Buyer 
Gets Money Back 


VANCOUVER, B. C. — Consid- 
erable interest in automobile cir- 
cles has been expressed in a judg- 
ment handed down in Victoria re- 
cently by Judge H. H. Shandley, 
involving deals on new cars in 
exchange for send-hand cars. 

Awarding $339.29 to Clifford Rob- 
bins, Judge Shandley said Rob- 
bins, by a contract in writing, 
transferred to a motor dealer a 
used car. The dealer held a part 
of the purchase price, $339.29, to 
be applied on account of a new 
car to be sold and delivered by the 
dealer to Robbins. 

Owing to circumstances arising 
out of the war, the contract be- 
came impossible of fulfilment be- 
cause the controller has refused to 
issue a permit authorizing sale and 
delivery of the new car. 

Ruling that neither party was to 
blame and citing an English law 
that payments made by one con- 
tracting party to another must be 
refunded in full if war conditions 
prevent fulfilment of the contract, 
Judge Shandley ordered refunding 
of the $339.29 to Robbins. 


Today car owners want 
the best in lubrication. 
That’s why — when they 
learn about Marfak — 
they want Marfak. They 


read about it in the magazine ads, hear about 
it on the Texaco Star Theatre radio program 
and from their friends. They learn that 
Marfak is the special Texaco chassis lubricant 
that sticks to its job, that resists 
wear-out, wash-out and squeeze-out. 


YOU CAN M 


insist on 


For Trucks and Buses 


MEXICO CITY—(UTPS)—Mem-|the serial numbers and brands of 
bers of Mexico’s auto transport] all tires sold in this manner, to 


industry are entitled to all the tires 
they need without priorities, it has 
been decided by President Avila 
Camacho. 


The nation’s chief executive per- 
sonally went to the aid of the in- 
dustry after its leaders had pro- 
tested that the red tape involved 
in obtaining priorities was holding 
up vital war shipments. 


In an order to the Ministry of 
National* Economy, the President 
specifically exempted owners and 
operators of trucks, buses and de- 
livery cars from meeting the pri- 
ority requirements. Other classes 
of drivers, it was pointed out at 
the same time, will remain unaf- 
fected by the order. 

Under the new setup, transport 
services can buy tires at the gov- 
ernment price from any recognized 
dealer simply by presenting their 
automobile registration card and 
turning in their old tires. The 
dealer is charged with recording 


prevent the possibility of their re- 
sale on the black market. 

To insure dealers throughout the 
country a sufficient supply of tires 
to take care of local transport 
needs, the decree also creates a 
commission to supervise the fair 
distribution of available stocks. 
The regulatory body will be com- 
posed of one representative apiece 
of the Ministry of National Econo- 
my and every tire manufacturer in 
the country. Its allotments will be 
made on the basis of regional con- 
sumption during the past two years. 

In announcing the change, the 
President revealed that it had bees 
made possible by the United States’ 
agreeing to boost the amounts of 
natural and synthetic rubber as- 
signed to Mexican factories. 


Need a Service Man—Want a Job— 
try a want ad in Automotive News. 
They get quick results! 


“That’s what [ want!” 


MARFAK 


And when they see Marfak demonstrated 
they’re sold and stay sold. That’s where you 
come in. Marfak is easily, quickly and con- 
veniently demonstrated. Dealers are boosting 
their lube profits by selling Marfak. You can 


too! 


* * 


* 


Talk to your Texaco man today—telephone the near- 
est of 2300 wholesale supply points —or write to 
The Texas Company, 135 East 
42nd St., New York 17,N.Y. 


TEXACO | 


~ MARFAK | 


ic MONEY WITH MARFAK 


AKE MORE 
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AUTOMOTIVE WASHINGTON 


Congress Work List 


Topped by 


Taxes 


By William Ullman 
Washington Correspondent 
SHORTLY BEFORE Congress quit for the national 
conventions recess, the United States Chamber of Com- 
merce took a poll of both Senate and House to ascertain 
what in the minds of members are issues to be faced during 


the coming year. 


The results of the poll are 


illuminating. Here are the 
important subjects that will de- 
mand attention as the members of 
Congress view them: 


Finance 

1. Postwar tax provisions to 
stimulate the flow of private in- 
vestment capital. 

2. Reduction of federal civil oper- 
ating expenditures. 

Production 

1. Disposal of surplus 
property. 

2. Reconversion of industry. 

3. Labor relations. 

Agriculture 
1. Parity formula. 
2. Subsidies. 
Foreign Commerce 

1. International peace organiza- 
tion. 

2. International commercial pol- 
icy. 

3. International industrial and 
trade combinations and agreements 
cartels). 

4. International monetary stabili- 
zation. 


war 


Veterans 

1. Demobilization. 

2. Employment. 

(a) Unemployment compensation. 

Transportation 

1. Postwar national transporta- 
tion policy with particular refer- 
ence to cooperation of all transport 
agencies. 

2. Participation of federal gov- 
ernment in construction of high- 
ways and airports. 

Federal Administration 

1. Federal policy relating to 
power projects and their competi- 
tion with privately owned utilities. 

2. Administrative procedure. 

3. Price control and rationing. 

4. Postwar compulsory military 
service (overall postwar military 
plans). 

5. Postwar public works program. 

6. Clarification of anti-trust laws. 

7. Aids to small business. 

~ - * 


Export Trade’s Future 


Commands Attention 

GOVERNMENT agencies are 
showing increasing interest in the 
future of American export trade. 

The statutory ob- 

ligation of pro- 

tecting American 

foreign trade in- 

terests abroad, 

residing in the 

State and Com- 

merce depart- 

ments is the 

basis of major 

active undertak- 

ings. Broad poli- 

cies being laid 

Uliman down and inter- 

national confer- 

held and in prospect reflect much 

of the work carried on behind the 
scenes. 

Renewed activity on the part of 
the Bureau of Foreign and Do- 
mestic Commerce is reminiscent 
of the “good old days” when com- 
mercial attaches and trade com- 


missioners were ready to help 
foreign traders in every major 
capital of the world. 

Recently two new government 
agencies have made a bid for 
assistance to the exporter. The 
Smaller War Plants Corporation 
has been formulating plans for put- 
ting small manufacturers in touch 
with export outlets, particularly 
concerns whose products are ex- 
portable and are not adaptable to 
war production. 

The Special Promotion Division 
of the Overseas Branch of the 
Office of War Information, estab- 
lished in New York, is also making 
a bid for export advertising over- 
seas by American industries, such 
activities being regarded as a 
“powerful weapon of economic war- 
fare.” OWI not only encourages 
such advertising but maintains a 
service organization to _ assist 
American advertisers and their ad- 
vertising agencies in the prepara- 
tion, placing and expediting of 
their advertising campaign in 
Sweden, Spain, Portugal, Turkey 


and Egypt. 
* * * 


Export Controls Sought 


For Transition Period 

LAST WEEK the Department of 

State and FEA opened a new pro- 
gram designed to convince private 
business of the necessity of main- 
taining some government control 
over exports during the transition 
period, and at the same time to 
obtain from business professional 
advice as how, when and to what 
extent those controls can be finally 
relaxed. 

The State Department an- 
nounced the appointment of a 
committee of business men and 
officials to make a survey of the 
export situation in French North 
Africa, where all purchasing is 
channeled through the French 
Provisional government. It was 
announced that the committee 
may visit other Mediterranean 
areas to study trade conditions. 
While announced by the State 

Department, the idea originated in 
FEA as a plan to acquaint business 
with the problems that have arisen 
in handling foreign trade in war- 
time, in hope of obtaining the ad- 
vice and the “more wholehearted 
cooperation” of American export- 
ers, who have been outspokenly 
critical of the way controls are 
being handled. 
> ¢ *# 


Facts Don’t Support 


Criticism of Congress 

IN RECENT months Congress 
has been singled out for a great 
deal of criticism, much of which 
has been’ without justification. 
The burden of these complaints is 
that Congress in a time of great 
national crisis has not functioned 
as a responsible legislature, that 
it has been an obstructive rather 
than a constructive force in the 
life of the nation, with the result 
that the President, by force of 
necessity, has taken over the duties 
which the legislators refuse to as- 


Used Car Price Control Forms 


Certificates of Transfer $1.25 per 100 
Tags—Combined-4"g” $1.95 per 100 


Warranty 4" 8" 


$1.50 per 100 


PREPAID IF CHECK ENCLOSED 
OTHERWISE C.0.D. PLUS POSTAGE 


MODERN SELLING METHODS Co. 


P.O. BOX 666 


LOUISVILLE, KY. 


ty .- 
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SECRET PRODUCTION of the Weasel, which continued for two years at 
the Studebaker automobile plant, was accompanied by the secret instruction 
of Army drivers. Brig. Gen. H. R. Kutz, chief of the Army Training Command, 

raised this operation as ‘‘a definite contribution to the war effort” in a 
etter made public last week. Above, the vehicle is used as a classroom by 
Corp. Ralph Yoder for John B. Lassater, civilian War department employe; 


Capt. Russell Rich and Sgt. Paul H. Hughes. 
Fisher 


(Continued from Page 1) 


sume. This criticism, in the main, | 
is not supported by facts. The} 
record, spotty though it may be in! 
places, shows that the members of | 


Congress on the whole have done 
their jobs well and deserve the 
confidence of the people. 


Notes Concerning 


Auto Industry 


THE PHENOMENAL expansion 
of the synthetic rubber industry 
has not emancipated us entirely 
from dependence upon natural 
rubber—It has merely reduced 
crude rubber consumption needs to 
manageable proportions. . . . The 
week ended July 26 found checking 
accounts in the country’s banks 
totaling $32,945 million in 101 lead- 
ing cities, according to the Federal 
Reserve Board. . . . Naming of a 
joint bi-partisan committee to 
study the organization and opera- 
tion of Congress and to recommend 
changes leading to the strengthen- 
ing and_ simplification of its 
methods is provided for in a 
resolution favorably reported by 
the Senate Rules Committee... . 
The mid-1944 edition of the United 
States Government Manual, offi- 
cial handbook of the federal gov- 
erngent, is now being printed— 
Persons and organizations doing 
business with Uncle Sam, or inter- 
ested in the relationships between 
business and government, will find 
this volume of use. 

High on the list of wartime 
“expendables” have been the na- 
tion’s highways and Washington 
expects that their rebuilding and 
repair will supply one of the big- 
gest and quickest shots in the arm 
to the peacetime economy when the 
world conflict has been halted... . 
Important to industry, which will 
share in this postwar road pro- 
gram is the fact that several hun- 
dred million dollars will be imme- 
diately available in “frozen” U. S. 
accounts for Federal highway aid 
to the states. . . . In the opinion 
of GM’s C. F. Kettering, expressed 
in Washington a short time ago, it 
will take the motor industry eight 
years to catch up with the backlog 
market; and he doesn’t think any 
new industries will be needed im- 
mediately after the war to utilize 
the nation’s manpower resources 
fully. Agreement between 
America and Britain on oil will be 
easy—between these nations and 
the Dutch on rubber, not so easy. 

. It might be well to keep in 
mind that oil and rubber are more 
closely connected in the modern 
world than in the obvious fact that 
both are necessary to the operation 
of automobiles. ... Establishment 
of an Industrial Readjustment 
Branch to operate at the policy 
level on problems arising from con- 
tract termination and property 
disposition was announced last 
week by the Navy... . Reports say 
that the Swedish parliament has 
appropriated about five million 
dollars for the construction of a 
synthetic rubber factory. .. . 
Advance in weekly wage earnings 
continues in 25 industries. ...A 
new high reached in _ lend-lease 
shipments. ... The sixth war loan 
drive may be framed in historic 
dates—Nov. 11 to Dec. 7. 


New Miami Parts Firm 

MIAMI.—S. & S. Motors, Inc., here, 
has been chartered with authorized 
capital of 500 shares, par value $100 
each, to deal in automobile parts and 
accessories. Directors of the new 
firm include George C. Snowden, Ray 
A. Shelby and Walter K. Kling. 


It is the business we know most 
about. And after the war there 
will be terrific opportunities in 
that business, as there will be in 

others as well.” 

Questioned regarding the possi- 
bility of competition with General 
Motors, one of the brothers point- 
ed out: 

“One company can’t make all the 
cars.” 


Among quotations regarding 
their new endeavor are these: 

“Our principal experience lies 
in the automotive field ... our 
larger plans call for the creation 
and management of some wholly 
new enterprise, or enterprises, to 
which we can give our name, and 
to which we can devote our ex- 
periences and energies . . . what- 
ever we do, you can count on its 
being something big.” 

The Fishers have always been in- 
tensely proud of the name of 
Fisher. There would be no point 
in removing their bright light from 
the many that shine in General 
Motors only to set it among 
another group of lights. The name 
of Fisher is already conspicuously 
identified with Fisher body, so 
again there would be little point 
in building major components of 
autos. 


While the Fishers expressed 
little interest in the future of 
small planes, they did see good 
possibilities in the big air trans- 
port field. 

Purely as speculation, a plane or 
a car bearing the name of Fisher 
would seem to be a _ reasonable 
development. 


Like other leaders in the auto 
business, they believe that changes 
in autos will come by evolution 
rather than revolution, they said 
in denying that they had plans to 
bring out any radical development 
in their new endeavor. 

Regarding labor unions and their 
growth, Lawrence and Edward 
pointed out that the nation was in 
a new cycle in that respect. Work- 
ers, they said, were reaching out 
for new and better security just 
as they wanted better tires and 
better everything. General Motors, 
Lawrence said, was doing every- 

thing possible to meet that situa- 
tion. 

“Americans,” he said, “are big 
people, and we will come out of 
this cycle all right.” 

The family, it was pointed out, is 
one of the largest stockholders of 
General Motors and will remain so. 

Two of the brothers, Lawrence 
and Edward, will continue to 
serve on the corporation’s board 
of directors and Edward and Al- 
fred will continue in the man- 
agement of the war effort of 
Fisher body as long as their 
services are required. 

For three generations, the Fish- 
ers have operated family busi- 
nesses. The grandfather of the 
present generation, Andrew Fisher, 
was a carriage-maker and black- 
smith, who taught the business to 
his son, Lawrence, father of the 
present generation. Lawrence, in 
turn, put his own sons through a 
thorough apprenticeship in the 
family business. 

It was Fred Fisher, now dead, 
who first saw the possibilities in 
the closed body for autos, which, 
in 1908, was built entirely by hand 


Senator Proposes 
Freezing of 


Surplus Goods 


WASHINGTON.—Impounding of, 
billions of dollars’ worth of durable 
surplus war goods for five years 
after the war was recommended i 
a plan presented to the Senate 
Military Committee last week by 
Senator Edwin C. Johnson, of, 
Colorado. 

The proposal is intended, Johnson 
said, to give private industry fu 
access to civilian markets. Dump- | 
ing of surplus stocks on postwar 
markets, he claimed, would hinde 
reconversion and possibly upset all 
civilian economy. 

The plan would apply to all dur- 
able goods, including wool and 
cotton products. Sale of perish-@ 
ables, such as foods, would be 
permitted, Johnson said. 

Other main points in the pro- 
posed bill include: 

1—War plants costing more than 
$5,000,000 could not be sold with- 
out Congressional approval, but 
could be leased to private opera- 
tors pending sale. Smaller plants 
could be leased or sold under gen- 
eral rules laid down by Congress. 

2—Machinery and equipment 
usable for civilian production could 
be sold or leased with the plants 
themselves, the “obsolete” ma- 
chinery to be junked. The govern- 
ment would be barred from operat- 
ing any plant itself. 


3—Ships and planes could not be 
sold by the Government either to 
other countries or to private 
operators. 


The military group referred the 
proposal to a subcommittee, which 
arranged to open hearings on it 
Monday. 


“The object of the plan is to 
speed industrial reconversion,” 
Johnson told reporters. “It would 
mean a loss to the Government to 
padlock these goods, but the Gov- 
ernment would have to take. the 
same loss anyway, if it dumped 
its surpluses and demoralized 
industry.” 


Norma-Hoffmann 


Elevate Mesinger 


STAMFORD, Conn. — Norma- 
Hoffmann Bearings Corp. at its 
directors’ meeting recently elected 
Frederick W. Mesinger a_ vice- 
president, succeeding H. J. Ritter 
who recently resigned. Mesinger 
takes up his new duties after some 
24 years’ connection with the firm’s 
engineering staff, and for the past 
16 years has been district manager 
of the New York office. 


Other appointments include Rob- 
ert L. Miller, assistant sales man- 
ager, to be Eastern sales manager; 
Carl W. Hedler, assistant sales 
manager, to be Western sales man- 
ager, continuing his former duties 
in charge of distributor sales. 
Miller and Mr. Hedler, both of 
whom have been with the Norma- 
Hoffmann organization for many 
years, will report directly to 
Mesinger. 


and cost sO much that few could 
afford it. Under Fred’s leadership 
and that of his brother Charles, 
the objective of fine auto bodies 
at a price within the reach of all 
was realized by the Fisher 
Body Co. 


In 1919 General Motors pur- 
chased controlling interest in the 
company and with the brothers 
now leaving, GM retains sole rights 
to the Fisher body. Purchase of 
Fisher Body by GM was at the 
reported price of $208,000,000. 


The working relationship among 
the brothers has never changed. 
Every working day they have 
lunch together. In the early days, 
they ate in a small cottage adjoin- 
ing the factory where they talked 
over business and agreed upon 
plans. Later, when the Fisher 
Body business was sold to General 
Motors, and the brothers were all 
identified with that corporation, 
they had a private dining room in 
the General Motors Building. And, 
finally, when the Fisher Building 
was erected, they arranged for a 
special dining room in the Fisher 
Tower where they have since 
lunched daily. 


Need a Service Man—Want a Job— 
try a want ad in Automotive News. 
They get quick results! 


sd 
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o Cover Surplus Disposal 


_road Methods of Price Control 
et for Sales by Government 


WASHINGTON. — Broad over- 
all methods of price control for 
sales by the government of all 
ommodities except food and ex- 
cept those commodities originally 
purchased by the government for 
esale or stockpiling were an- 
nounced by the Office of Price 
Administration last week. 

These methods, which become 
effective Sept. 1, 1944, or earlier 
at the option of any government 
agency, also apply to sales of all 
commodities except food by a 
contractor or subcontractor 
whose contract has been termin- 
ated by a government agency 
where he has been authorized or 
directed by the government 
agency to sell the commodities, 
and where the proceeds are paid 
or credited to the government 
agency. They are, in other words, 
contractors selling for the gov- 
ernment agency. 

Private sellers who buy commod- 
ties from the government for re- 
sale are not subject to these new 
provisions unless their resale max- 
imum price is established by an 
OPA order as permitted in the 
supplementary order that embodies 
the new methods. Sales of food are 
covered in an earlier order. 

Designed particularly to cover 

the disposal of vast quantities of 
material by the government in the 
reconversion period, the new order 
seeks to keep prices within stab- 
lization limits. At the same time 
he methods are made flexible 
enough to cover the multitude of 
sales, over widely scattered areas, 
that will be involved. 

More than a month is allowed 
before the new maximum pricing 
procedure must be used so that 
the government agencies affected 
may acquaint their staffs in all 
parts of the country with details 
of the various methods that can 
be employed. Optional use of the 
methods is permitted beforehand 

$3 a convenience to those govern- 
ent agencies which may want to 
use them. 

All methods of determining 
maximum prices are listed in one 
document in simple language and 
five appendices are included to 
facilitate the determination of 
exemptions from these ceiling 
prices or the determination of 
what OPA regulations already 
provide ceiling prices on govern- 
ment sales and are to be used 
where specified. Provision is 
made for sales at various price 
levels, thus maintaining adequate 
distributive margins by requir- 
ing that sales to distributors re- 
flect their lawful buying, rather 
than selling, prices. 

Careful attention was given by 
OPA to the desirability of making 
the new order flexible, and conse- 
huently various alternative meth- 
ods of maximum pricing are pro- 
vided, so that the determination of 

aximum prices in the sale of 
these commodities will not prove 
an impediment to the speedy dis- 
posal of government materials. 
Authority will be vested in field 
OPA Offices as well as in the 
national office to establish special 
ceiling prices on sales where one 
of the listed methods is not found 
suitable. Thus, local sales calling 
for this special attention will not 
ave to wait for action in Wash- 
ington. 

To save needless work on ceil- 
ing prices, the order provides 
that, where the government 
agency has knowledge of market 
conditions and has good reason 
to believe that prices obtainable 
for the commodity to be sold are 
substantially below existing ceil- 
ings, no ceilings need be deter- 
mined. 

The various methods of deter- 
mining maximum prices fals under 
five general headings, as follows: 

1. Sales of New Commodities. 
Dollar-and-cent ceilings already es- 
tablished in various regulations are 
made applicable to government 
sales of new commodities, with the 
type of buyer determining whether 
the government agency may sell at 
he manufacturer, wholesaler, or 
retail level of price ceilings. 


| 


As an aid in this pricing, OPA “sea kits” to Lieut. W. 


lists all regulations with dollar- 
and-cent ceilings in Appendices B 
and C, 

Where a heterogeneous group of 
new commodities held at one place 
is sold to one purchaser and where 
the determination of dollar-and- 
cent maximum prices would be 
unduly burdensome, the entire 
group of commodities may be sold 
at the acquisition or replacement 
cost as defined in the order. Where 
this heterogeneous group consists 
of new and used, or all used, com- 
modities, the maximum price for 
the entire group may be 75 per- 
cent of the acquisition cost. 

War contract termination inven- 
tory may be sold at not to exceed 
dollar-and-cent ceilings or ac- 
quisition costs. 

Where dollar-and-cent ceilings 
are not available, sales may be 
made at prices not to exceed ac- 
quisition or replacement costs, or 
the adjusted list prices of manu- 
facturers, producers or processors. 

2. Sales of Used Commodities. 
Maximum Prices for used commod- 
ities will be determined by use of 
(1) dollar-and-cent ceilings where 
they exist; (2) formulas contained 
in existing price regulations for 
the same commodities; or (3) form- 
ulas proposed by the selling agen- 
cies and approved by OPA. 

As a convenience, OPA has 
listed in Appendix D the exist- 
ing regulations establishing dol- 
lar-and-cent ceilings on used 
commodities, as well as the reg- 
ulations establishing maximum 
prices by formula. 

A formula proposed by a gov- 
ernment agency must be related 
to the ceiling price of the com- 
modity in new condition and must 
not exceed such maximum price. 

3. Sales of Scrap Materials. 
Maximum prices for scrap mater- 
ials will be the dollar-and-cent 
ceilings where they exist in other 
OPA regulations. These regulations 
are listed in Appendix E. Scrap 
not listed in those regulations may 
be sold without price ceilings. 

4. Applications for Special Max- 
imum Prices or Exemptions. Where 
ceilings in dollars-and-cents are 
not provided, and the alternative 
methods provided are not utilized, 
the government agency may apply 
to OPA for a special price ceiling 
or an exemption from price con- 
trol. 

Any maximum price proposed by 
the agency in the application will 
be deemed approved unless OPA 
advises otherwise within 20 days. 

Authority to issue orders on 
these applications is vested in both 
field and national offices of OPA. 

5. Sales in Reliance upon Buyer’s 
Certifications. In sales of any com- 
modity, the government may sell 


COOPERATING WITH the American Red Cross Camp and hospital com- 
mittee, civic organizations, luncheon clubs, boy and girl scouts 
dealers of Hudson county, N. J., took an active part in collecting recreational 

’ for sea fighters on landing craft, troop and cargo 

More than 137 kits containing games, books, phonographs and records, 
pens, pencils, musical instruments and other articles men aboard ship can use 
pass leisure hours, were collected in record time. 
Chevrolet Co., Jersey City, 
B.D.L. Motor 
William wuiaage Co., North Bergen, N. J. Shown above is Hufnagel, veteran 
er and Red Cross supporter (left), and Lou Magnolia (extreme 


equipment for ‘sea kits 
ships. 


to hel 
were 


olsey Auto Sales, and A. C. 
Auto Sales, 


Bayonne, N. J.; 


automobile dea 
right) Red Cross Field director, 


at a price not to exceed the maxi- 
mum price applicable to purchases 
by the buyer from usual sources 
of supply, provided that the buyer 
certifies to the government agency 
that the price paid does not exceed 
the applicable maximum price. 


Buyers who are manufacturers 
of the same commodity must cer- 
tify that the price paid does not 
exceed their own maximum sell- 
ing prices. If any buyer certifies 
that there is no existing dollar- 
and-cent maximum price for the 
commodity, the government 
agency may sell at acquisition or 
replacement costs. 

No government selling agent may 
avail himself of this method of 
maximum pricing where he has 
reason to doubt the accuracy of 
the certification. 

Today’s supplementary order 
exempts from price control sales 
by a government agency (1) to an- 
other government agency; (2) to 
any foreign government; (3) to a 
contractor for use in carrying out 
his prime contract with a govern- 
ment agency; (4) to any relief or- 
ganization for donation or export 
sale; (5) of a single item or group 
of items where the sales price 
estimated to be obtainable for all 
substantially similar items avail- 
able for sale at the place of sale 
does not exceed $300; (6) of per- 
sonal property when sold together 
with an interest in land or build- 
ings in a single transaction; (7) 
of all or substantially all the gov- 
ernment-owned contents of a fac- 
tory or plant to the owner, lessee, 
or operator; or to any other single 
buyer purchasing for use; (8) of 
building installations, facilities, ap- 
purtenances, equipment, and per- 
sonal property attached to the 
land. 

OPA may, upon application of 
@ government agency or upon 
jits own motion, exempt such 
further types of sales as it deems 


necessary. 


Two Down 


Chicago Dealer List Holds 
Stead: ine. to July 

CHICAGO.—The Chicago Auto- 
mobile Trade Assn. in its quar- 
terly “mortality” report last 
week revealed that as of July 
1 the number of new car agen- 
cies in Cook County totaled 394, 
a drop of only two from the 
April 1 figure, and only five less 
than on July 1 last year. 

A further breakdown showed 
that the July 1 total of 394 com- 
pared with 426 on the same date 
in 1942 and 482 in 1941. 


| 


Corp., Union City, 


resenting recreational equipment f the 
Peter Katt, chaplain, U.S.N.R. — ™ 


five Chevrolet 


Dealers participating 
- 3.3; Stuart 
N. J., and 


TAIL-GUNNERS on the Boeing B-29 Superfortress are protected by heavy 


armor and thick bullet-proof glass. 
ae line are ? 
eing mass produce 

peace. 


masks most of the time during flights. 


Pictured on a Hudson Motor Car Co. 
ressurized tail cabins, one of the three large sections 
in the plant which turns out automobiles in days of 
Pressurized cabins enable the B-29 crews to dispense with oxygen 


Hudson is also building the outer 


wings, and the total assignment represents one of the largest assignments 


on the B- 


Third Step in Reconversion... 


Industry Gets Go-Sign 
On Machine Tools 


WASHINGTON . Right on 
schedule—despite uproar and pro- 
tests — manufacturers last week 
were authorized to place orders, 
without priority rating, for mach- 
ines and machine tools for post- 
war production of civilian goods. 


Fifteen types of factory equip- 
ment were covered by the War 
Production Board action, the 
third Chairman Donald M. Nel- 
son’s four orders designed to lay 
the groundwork for reconversion 
of industry and to permit small- 
scale civilian production while 
the war continues. 

Meanwhile, Army and Navy of- 
ficials are continuing their fight on 
the fourth and most important 
order, one that would empower 
WPB field offices to authorize re- 
sumption of civilian goods manu- 
facture where materials, facilities 
and manpower are available. This 
order is scheduled to become effec- 
tive Aug. 15. 

For Equipment 

Issuance of the third order will 
enable manufacturers to begin ac- 
quisition of machine tools and 14 
other types of plant equipment for 
postwar civilian goods production. 
The orders for plant equipment, 
however, will not be rated, mean- 
ing that any war or essential 
civilian order having a _ priority 
rating must be filled first. 

Orders for machine tools or 
other postwar equipment must be 
filed with WPB field offices, it 
was explained, where they will 
be screened to determine whether 
they can be filled from existing 
surplus war stocks. In this way 
officials hope to dispose of a 
considerable portion of the gov- 
ernment-owned tools no longer 
needed for war programs. 

If the order cannot be filled from 
surplus stocks it may, with WPB 
approval, be placed with a manu- 
facturer of the particular equip- 
ment desired. Officials placed safe- 
guards in the new directive to pro- 
tect war and essential production. 

Factory equipment other than 
machine tools for which orders 
may now be placed include: Pre- 
cision measuring instruments and 
testing machines, foundry equip- 
ment and metal-melting furnaces, 
elevators and escalators, general 
industrial equipment, electric 
motors and generators, printing 
trades machinery, portable convey- 
ors, lubricating equipment and con- 
tainer machinery. 
Stormy Meeting 

Army and Navy officials, reports 
have it, made strong representa- 
tions at a stormy meeting of 
WPB’s production executive com- 
mittee that contro]s in the fourth 
of Nelson’s reconversion orders be 
maintained in Washington rather 
than in WPBD’s field offices. Military 
officials fear that unless civilian 
production is controlled from 
Washington, it will get out of hand 
and seriously interfere with war 
programs. 

Military men have warned re- 
peatedly that many of the most 
urgent war production programs 


already are behind schedule 
largely because of manpower 
shortages. They say further re- 
laxation ef controls over peace- 
time production would further 
encourage the manpower drift 
away from war plants. 


In other quarters it was said 
the Aug. 15 order will be issued as 
scheduled, but that military leaders 
will write in safeguards so that it 
will not become effective until a 
later date. There was no indica- 
tion that Nelson will give in on 
this point, and one official said 
he will insist that it vecome effec- 
tive on the date specified and will 
resist efforts to insert inoperative 
amendments or safeguards. 

Although genera! policy restricts 
the granting of priority ratings to 
war and needed civilian items, 
WPB said it expects to be able 
to provide priorities on machinery 
and tools at once “in certain lim- 
ited cases,” and “on a_ broader 
scale when conditions permit.” 

WPB officials voiced the opin- 
ion that the new order would 
help the machine tool industry 
continue operations at a fair 
speed in the face of declining 
military demand. 


Operations Vice Chairrnan L. R 
Boulware strongly urged industry 
to prepare itself for reconversion. 
Three preparatory actions were 
particularly emphasized: 

1. Place orders as soon as pos- 
sible for any needed machine tools 
and equipment in accordance with 
WPB regulation permitting such 
work. While these orders will not 
be rated, WPB will do everything 
feasible to assure required deliver- 
ies, particularly in the case of 
tools that require a long time to 
build. 

2. Take whatever action seems 
appropriate in working out new 
models. The WPB order of last 
month permits experimental mod- 
els, but each manufacturer will 
have to estimate for his own par- 
ticular situation just when he can 
duction and consequently, whether 
expect to be ready for civilian pro- 
he has time for extensive mocel 
changes. 

3. Informal checks shou!d be 
made with all suppliers in order 
to determine how soon they will 
be able to meet peacetime needs. 

In addition to Boulware’s three- 
point program for reconversion, 
other WPB officials were quietly 
advising industry not to waste any 
time now in their reconversion 
planning. Generally speaking, such 
officials are suggesting that pro- 
duction goals be set at from two- 
thirds to three-fourths higher than 
prewar levels. 


Increased requirements for some 
military items make it necessary 
that the present method of estab- 
lishing “ceilings” for civilian pro- 
duction be retained: however, in 
the interests of increasing civilian 
production quickly, such “ceilings” 
may well be regarded as produc- 
tion “floors” during the reconver- 
sion period. 
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a >—the 4th Dimension 


Overcoming Resistance; 
Times for Dealers? 
By Pete Wemhoff 


On Planning 

Well-planned retail sales and ad- 
vertising programs to overcome 
buying uncertainty in the imme- 
diate postwar period, is urged by 
the Committee for Economic De- 
velopment, which warns that hes- 
itation on the part of the public 
to “wait and see how things turn 
out” before buying, may bring bus- 
iness depression and serious un- 


employment. 

The has released two 
handbooks, designed to estimate 
postwar wholesale and retail busi- 
ness which, it is asserted, must 
be geared to an expansion of 
production and sales “at least 
one-third than in 1940.” 
Entitled “Handbook for Whole- 
salers” and “Handbook for Retail- 
ers,” they were prepared for the 
CED by the Assn. of Consulting 
Management Engineers. The retail 
handbook is issued in a first print- 
ing run of 200,000 while 20,000 
copies of the wholesale handbook 
were ordered. The books will be 
distributed through the nearly 
2,000 local units of the CED 
throughout the country. 


For Dealers? 

Ford Times, Vol. I, No. I, has 
just been issued at Dearborn for 
Ford employes throughout the 
U. S., and is expected to be sent 
to Ford dealers after the war. 

Ala Readers Digest, the Times 
contains general articles and 
photos, stories on Ford undertak- 
ings, report from Washington by 
Cliff Prevost (former Knight 
Newspapers Capitol correspond- 
ent), doings in the branches— 
and resurrected Ford jokes. Cir- 
culation now around 200,000, will 
be increased later to include 
dealers and others, it’s planned. 


Bowes Renewed 

Chrysler Corp. has renewed 
“Major Bowes’ Amateurs” for the 
ninth season, the program con- 
tinuing to be heard over the full 
CBS network. 

Chrysler, which launched its 
initial campaign on CBS in 1932, 
renews Bowes effective Sept. 7. 
Ruthrauff & Ryan, Inc. handles. 


Case Dismissed 


Charges under the Defense of 
Canada Regulations against Mrs. 
Margaret Austin and the Joy Oil 
Co. have been dismissed at Toron- 
to by Magistrate J. L. Pritchard. 
The charges were made in connec- 
tion with an advertisement in the 
Toronto Globe and Mail and the 
Montreal Gazette over the Joy Oil 
Co.’s name, entitled “An Appeal to 
Rt. Hon. Mackenzie King to Stop 
the Gas Black Market.” 


The charge referred to a section 
of the regulations that prohibited 
“spreading reports or making state- 
ments or utterances intended or 
likely to be prejudicial to the safe- 
ty of the state or the efficient 
prosecution of the war.” Magistrate 
Pritchard’s judgment said _ that 
the Crown had failed to show that 
the defendant was insincere in 
statements made in the advertise- 
ment. 

A similar charge to that on 
which Mrs. Austin was tried, was 
laid against Charles Austin at the 
close of the trial. It was adjourned 
to Sept. 6, he being allowed bail 
of $3,000 on his personal surety. 


Burton Brown 


Burton Stover Brown, 67, who 
retired in 1942 after serving more 
than 25 years as automobile adver- 
tising manager for the New York 
Sun, died July 17 of a heart ail- 
ment at his home in Glens Falls, 
N. Y. Surviving are his mother, a 
daughter, three brothers and a 
sister. 


C-C Additions 


Crowell-Collier announces an ex- 
pansion of its Michigan advertis- 
ing staff by the addition of the 
following representatives: 

Roy C. Husbands will represent 


the Woman’s Home Companion ir 
Michigan. Husbands has been on 
the Chicago staff of the Woman’s 
Home Companion for 16 years. 

Washburne Wright will represent 
Collier’s as an addition to the pres- 
ent staff. Wright has had a num- 
ber of years’ experience in advertis- 
ing agency work, and recently has 
been connected with the Pontiac 
division. 


Miller Upped 


Jay E. Miller, sales promotion 
manager, industrial products and 
sundries division of B. F. Goodrich 
Co. since 1943, has been named 
advertising manager of the division 
in addition to his present duties, 
it is announced by H. E. Van Pet- 
ten, manager of B. F. Goodrich 
advertising. 

Miller has been with B. F. Good- 
rich since 1936 and was advertis- 
ing and sales promotion manager 
of the sundries division until last 
year. 


Additions 

Richard Donaldson has been ap- 
pointed manager of the research 
department of Arthur Kudner, Inc., 
and will directly supervise the 
greatly expanded staff developed by 
its director, Dr. Franklin R. Cawl. 

At the same time Dr. Cawl an- 
nounced the addition to the execu- 
tive staff of the department two 
research experts. They are Dr. 
Edward Yordan, former member of 
the faculty of Harvard university 
and more recently an associate of 
Miller McClintock; and Robert 
Gans, formerly supervisor of field 
operations for the A. C. Nielson 
Research Co. and who later han- 
dled research for Street & Finney. 


Heads Publicity 


Burt Pharis has been named to 
the newly-created position of di- 
rector of public relations of Pharis 
Tire and Rubber Co., Newark, O., 
according to Furber Marshall, 
president. Pharis will also retain 
his duties as office manager. 


Souder Upped 


C. F. Souder jr., for several years 
associated with photographic and 
advertising production at Spicer 
Mfg. Corp., Toledo, and editor of 
the Spicer Drive Line, has been 
appointed assistant advertising 
manager of that company. 


F J Additions 
Farm Journal has augmented its 
staff of 11 full-time editors by the 
appointment of Vernon Vine, for 
the last several years with the 
Farm Credit Administration. 
Meanwhile, T. H. Cardoff, vice- 


| president in charge of the Eastern 


division of Farm Journal, an- 
nounced the appointment of Louis 
Dunlay to the New York staff of 
that publication. Dunlay was for- 
merly advertising manager of the 
Waverly Sun, Waverly, N. Y., and 
previously was with the old Lord 
& Thomas agency. 


Gundell Named 


Arthur W. Kohler, manager of 
the Saturday Evening Post, an- 
nounces the appointment of Glenn 
Gundell as advertising and promo- 
tion manager. 

Gundell worked on newspapers 
in the Middlewest as a writer and 
art director. He then went to New 
York and spent several years in 
agency work. Prior to joining the 
Post, Gundell was in charge of ad- 
vertising and sales promotion of 
the Appliance and Merchandise 
department of the General Electric 
Co. He'll hang his hat in 
Philadelphia. 


On Leave 


Howard W. Oman of the Phila- 
delphia sales staff of the United 
States News has taken a leave of 
absence and has joined the United 
States Navy as a Junior Grade 
Lieutenant. 


Jack Weed's Truckin’ will give you 
some interesting views. 
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HERE IS a diagram of the - teh Mechanism for Internal Combustion 


Engines” which was patented in 1 
set up a company to merchandise th 


Duncan. Duncan has now 


e fuel-saving device. 


Company Formed to Build 
New Fuel-Saving Device 


HIGHLAND PARK, Mich.—Dun- 
can Hydromised Motor Co., which 
owns patents on a “Hydro- 
Vacumatic Valves and Ignition 
Timing Mechanism” and an auto- 
matic control unit for brakes, 


clutch and_ transmission, has 


Draft Resumed 
Of Non-Essential 
Men Over 25 


WASHINGTON. — Men over 25 
who are making no contribution to 
the war effort may now be drafted, 
Draft Director Lewis B. Hershey 
announced last week. 

The new policy permits defer- 
ment of men 26 through 29 only 
if they are “necessary” in vital 
industry. Men 30 and over can only 
be exempted from induction if they 
are making a substantial contribu- 
tion to the war. 

Hershey also asked for a review 
of all 1-A’s to remove from that 
class older registrants whose jobs 
entitle them to be deferred. Some 
local boards have been tardy in 
placing these men in occupationally 
deferred classes, Hershey stated. 


Car Sales Rise 
In Little Rock 


LITTLE ROCK, Ark.—According 
to W. Link Lewis, secretary of the 
Little Rock Automobile Dealers’ 
Assn., sales of used cars have in- 
creased here during the last few 
days. 

In discussing price ceilings and 
proposed rationing of used cars, 
Lewis said dealers apparently pre- 
fer a “guarantee” price rather than 
an “as is” price. 


Gulf Plans Big Station 


In Louisville After War 


LOUISVILLE, Ky.—Gulf Refin- 
ing Co. has announced postwar 
plans for building a super service 
oil station at the Northeast cuner! 
of Third and Chestnut Sts., where 
a small oil station has been oper- 
ated for some years. 

The company has purchased for 
approximately $80,000, property 162 
by 110 feet, for station and parking 
lot. 


opened offices in the Murphy build- 
ing here. Officers of the new com- 
pany are: 

Herbert L. Duncan, president, 
who has been working on the de- 
vices since 1930; Clarence Boyer, 
automotive tool maker for 16 years, 
vice-president, and Henry Reich, 
for 19 years in the tool engineering 
business, business manager. 


Duncan, who offered his fuel- 
saving device to Allied nations in 
1941 (Automotive News, June 2, 
1941), claims his mechanism makes 
it possible to develop more power 
from an engine with less fuel and 
can be used in any internal com- 
bustion engine, of gasoline or diesel 
type, since it straightens out the 
torque power curve of the engine. 
Savings of up to 35 percent in fuel 
consumption are claimed for the 
device. 

The device can be built into the 
engine or can be placed on as an 
accessory on older engines, he said. 
Principal is timing the valves and 
ignition according to the speed of 
the engine. 

The device is patented in 11 
countries, Duncan said, adding that 
the new company will be an equal- 
share stockholding firm. 


New Angle 


Denver Buyer Reports 
Ceiling Subterfuge 

DENVER.—The OPA price 
panel of the OPA here reports 
only one complaint in regard to 
used cars since ceilings took 
effect. The man making the 
complaint asked: “Do I have to 
buy two used cars to get one?” 
To which the price clerk said, 
“No.” 

The story was as follows: 

The buyer went to a used-car 
lot, selected a used car and said 
he would take it. The seller 
pointed to a ramshackle ma- 
chine set aside from the others, 
as if for exhibition purposes, 
and said: “Give me $300 for 
that car, bring it back in a 
couple of days and I'll give you 
$100 for it. Then you can buy 
the car you want.” 

Thus this used-car dealer 
stood to make $200 over ceiling 
on the sale of the later-selected 
car. 


Taxes Offset 
U.S. Subsidies, 
Upham Says 


WASHINGTON. — With the 
tion’s motorists paying more thar 
$500,000,000 a year in Feders 
highway user taxes, by no stre 
of the imagination can Feders 
highway aid be considered a Feg- 
eral subsidy, in the opinion 
Director Charles Upham of the 
American Road Builders’ Assn 

“By the end of this year,” 
Upham, “motorists will have paid 
in a total of $5,500,000,000 in Fe 
eral highway user levies. r 
have received back in the’form of 
Federal highway aid, $3,391,000,0g 

“The road users, therefore, ha 
a ‘credit’ with the Federal govern- 
ment of considerably more th 
two billion dollars. Large Federa! 
highway aid appropriations for 
urgently needed highway cons - 
tion in the postwar period will no 
be subsidies. They will be a jug 
and proper usage of funds alr 
paid in. 

“Highway construction resulting 
from Federal aid has been ; 
than self-liquidating. Highways 
that cheapen and stimulate tra’ 
produce earnings. No other«tyP 
of financial assistance given state 
or local governments can shgm 
anything like the direct cash 
turns earned by the highways. 

“When no tangible earnings 
produced, then Federal appropri: 
tions may be classed as subsidies. 
Highways are not. in p 
category.” 


Mitchell Heads 
Mack Research 


NEW YORK.— Appointment of 
Dr. Walter M. Mitchell as direc 
of research for Mack has_,.be® 
announced: by L. 
Cc. Josephs, en 
neering vice ? 
ident of Mack 
Trucks, Ine. 

Dr. Mitchell wil 
direct chemica 
metallurgi 
electrical, me- 
chanical, Diese 
fuels, lubricar 
and other re- 
search activi 
allied to t@& 
truck firm’s 
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os 
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Dr. Mitchell 


products. 

While Dr. Mitchell was with E. = 
duPont de Nemours & Co. he intro- 
duced the use of stainless steel 
the construction of plants used fo! 
the production of nitric acid, whick 
revolutionized the manufacture 
that chemical. 


Murray Gets 
25 Million Credit 


DETROIT. — Murray Corp. o 
America completed last 5 
negotiations with the Nation® 
Bank of Detroit for a $25,000,000 
V-T revolving credit. The cred 
which is immediately availablé, 
will be used as needed to finance 
important war orders held by 
corporation, which is primarily 
engaged in the production of air- 
frame assemblies for the B- 
(Superfortress), B-17 (Flying For- 
tress), B-24 (Liberator), and P: 
(Thunderbolt). 

The Manufacturers’ National 
Bank, the Detroit Bank, the Man 
facturers Trust and the Guaran 
Trust, both of New York, and the 
Continental Illinois Bank & Tr 
Co., of Chicago are participating fm 
the credit. 


Dealers Can Use Up 


All MPR-540 Tags 
WASHINGTON. — Although 
some changes have been made 
in MPR-540 forms, dealers can 
use up any tags they have al- 
ready purchased, D. H. Smith 
machinery branch, OPA, told 
Automotive News last week, 
“Boards have been instructed 
to accept all certificates of trans- 
fer that are a duplication of 
the form contained in MPR-54¢ 
without change,” Smith said. 
“Certificate of warranty 
on hand can be used by inse 
ing words ‘including any equip- 
ment named in Appendix D o: 
Maximum Price Regulation 
540. 
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HELP WANTED 


HOLESALE PARTS REPRESENTA- 
TIVES—Permanent and post-war em- 
ployment for right Persons, representing 
ccessful wholesalers of products of 
arge motor car manufacturer. Easy to 
sell, nationally advertised line, competi- 
ve prices, ready availability. Good 
jalary or commission in return for 
sincerity and ambition. Car furnished 
and expenses paid. Several interesting 
pportunities in some of the best towns 
n the United States. Parts Salesmen, 
Jobber Salesmen, Service Salesmen or 
utomotive Mechanics with selling ex- 
rience may qualify. Reply, giving de- 


ls, Box 727, c/o Auto 
Detroit 2. / motive News, 


WANTED: First Class Auto Trimmer, one 


—, aoe a Tops and Seat 
0 » eady work. Wire or write 
BEASLEYS SHOP, 111 &E. 
Princess Anne Road, Norfolk, Va. 


f4ANUFACTURERS REPRESENTATIVE 
wants new lines requiring technical 
presentation. 22 years sales and engi- 
heering experience. Well established con- 
tacts in automotive industry. Box 708, 
c/o Automotive News, Detroit 2. 


PARTS MANAGER needed by central Ohio 


ysler-Plymouth parts distributor. 
ellent opportunity for high 
experienced man. Contact Mr. 
McClure-Nesbitt Motor, 611 E. 
olumbus, Ohio. 


Ex- 
type 
Wood, 
Broad, 


rE 


RTS MANAGER to take charge of 
edium sized parts stock. Must have 
hevrolet experience. Apply by letter. 
Wolverine Chevrolet Co., Lansing, 
fichigan. 


WANTED BY OLD ESTABLISHED 
Dodge and Plymouth dealer general auto- 
mobile mechanics. Plenty of work. 
Rate $1.25 per hour. Must have 
eferal from U.S.E.8. Box 728, c/o 
utomotive News, Detroit 2. 


—_—_—_—————— 


y ED A PARTNER to assume com- 
plete management in long established 
and reliable automobile business. Will 
gross $500,000 or more. Must have ex- 
perience, be capable, reliable and some 

apital. Box 730, c/o Automotive News, 
Detroit 2. ; 


RTSMAN for one of the largest Chev- 
olet parts stocks in this area. Excellent 
working conditions. Top salaries for 
op men. Write, call or wire SHEARER 

HEVROLET, 7244 Manchester Avenue, 
St. Louis 17, Mo. ‘V. J. Koenig, Man- 
ager Parts Department. 


POSITIONS WANTED 


FRED GALL of Denver 


(20 years experience in my own specialty, 
parts and service business in Denver.) 


WANTS RADIO DISTRIBUTOR- 
SHIP in ROCKY MOUNTAIN 
TERRITORY. After 4 years in war 
production jobs, am now ready to 
take on distributorship of a good 

dio line in this area. Write me 
P.O. BOX 1322, DENVER, COLO. 


OSTON DEALERS: I am desirous of 
becoming affiliated with a dealer in 
metropolitan Boston or vicinity and will 
make a substantial investment with 
services. Can furnish A-1 references and 
have excellent contacts in area. Replies 
confidential. Box 719, c/o Automotive 
ews, Detroit 2. 


WANTED: Young, capable, 
3 years old, college graduate. Just 
sold successful garage, gasoline bulk 
ation and service station in western 
il town of 25,000. Would like connec- 
tion as factory representative Rocky 
Mountain West. Am coming East and 
an make appointments. Wm. C. 
Hagens, 231 East 10th St., Casper, Wyo. 


ATION 


Ee 


FACTURER’S REPRESENTATIVE 
years of experience in automotive 
field. Desire lines for Pacific Coast 
territory. Box 722, c/o Automotive 
ews, Detroit 2. 


ST 


fi 
—— 


“8 TRAVEL OR LOCATE anywhere in 

yorid. 50 years old; 30 years sales man- 
ager and dealer cars and trucks. Will 
organize one or two states with new 
ines. Box 723, c/o Automotive News, 
Detroit 2. 


RTS MANAGER — years experience 
Chevrolet. Prefer mid-West. Box 725, 
c/o Automotive News, Detroit 2. 


MANUFACTURERS’ 


REPRESENTATIVE 
Interested in your post- 
war sales problems. Fifteen 
ears of well established 
ontacts exclusively with 
the automobile industry 
places us in excellent posi- 
tion to produce results. 
our inquiries invited and 
eferences will be furnished 
pon request. Box 732, c/o 
Automotive News, Detroit 


2, Michigan. 
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CLASSIFIED 


FOR IMMEDIATE WHOLESALE: New 
Hudsons and new Nashs. Will sell any 
quantity. Bogda Nash Company, 1018 
N. Meridian Street, Indianapolis, 


100 NEW °42 CARS all type bodtes, 
doors, 2 doors, conv. and club coupes for 
40 Chrysler, 40 Piymouth, 10 DeSoto, 
6 Packard Clippers and 4 Dodges. 
Used 1942 Chryslers, Piymouths and 
DeSotos. Also 1,000 batteries for all 
make cars $5.90, 1,000 Mopar heat- 
ers @ $20.50, and 200 Mopar radios, 

8 tubes, $54.85 F.O.B. Philadelphia 

at MOTOR CO., 

1120 8. 11th 8t., Philadelphia, Pa. 


USED CARS WANTED 


SEVEN PASSENGERS, limousines, 
fives; cars must be _ clean. Prices 
reasonable. McCLINTOCK - CADILLAC, 
Lansing, Mich. 


_  —-v0Oo=OwVwXmUET 

WANT ANY NUMBER of taxicabs, fleet 
cars, state cars or municipal cars. All 
makes and models. Phone or write Mr. 
J. Jones, 3820 Bethel Avenue, Indian- 
apolis, Indiana. 


WANTED: FORD 114” to 122” wheelbase 
chassis with or without cabs. Full re- 
tail price. Lasky Motor Car Corporation, 
90 Montrose Avenue, Brooklyn 6, N. Y. 


WANTED: WRECKED or BURNT cars 
that can be rebuilt. Chevrolet, Ford, 
Plymouth, state description and price, 
within 400 miles. B. F. Curry Company, 
3300 Broadway, New York City. 


WANTED: HEAVY CONVERTIBLES. 
Must be clean and original. Write de- 
tails or phone 21545, City Motor Com- 
pany, Norfolk, Virginia. 


1929 PIERCE, 7 passenger, 36,000 miles, 
stored since 1937, one owner, good con- 
dition. Price reasonable. Ross Bowman 
Garage, Wheeling, W. Va. 


1942 BUICK ROADMASTER CONVERTI- 
BLE COUPE. Two-tone leather uphol- 
stering, radio, heater, new tires, 20,000 
miles, green finish, mechanically perfect. 
Dave Towell, Akron, Ohio. JEfferson 
7121. Also 1941 Dodge Convertible 
Coupe. 


1941 PACKARD ‘180’. TOWN CAR, 
passenger black, white wall tires, only 
8,904 miles. Sold new $7,000, 
$3,500. PRY MOTORS CORP., 16th and 
Pa. Ave., 8. E., Washington, D. C. 


1923 BUICK SEDAN, for many years in 
storage, like new, perfect. Something 
different for your floor. U. 8. 
Truck Sales, 1689 Bedford Ave., 
Brooklyn, N. Y. 


TRUCES FOR SALE 


1940 CHEVROLET TRACTOR 
& TRAILER like new—will 
carry 4 cars. 

BROCKWAY 28 PASS. BUS 
REbuilt & Perfect. 


Fruehauf 30 Ft. Closed Trailer 
Rebuilt & Reconditioned. 


U. 8. BEST TRUCK SALES 
1689 Bedford Ave. 
Brooklyn, N. Y. 


NEW PRE-WAR 1942 Ford 1% ton 
trucks. Wilson Motor Co., 5320 Ballard 
Avenue, Seattle 7, Washington. 


19 


60—1933-34 Chevrolet 1° ton Panel 
Trucks excellent mechanical con- 
dition. Good rubber used by a 
National Fleet User. 109” panel 
body painted in prime. Excellent 
buy. Box 726, c/o Automotive 
News, Detroit 2. 


WILL BUY ANY GMC 
TRUCKS FOB factory. Wire or 
phone collect. GMC Truck 
Dealer, Etscovitz Motor Co., 
Houlton, Maine. 


WANTED: Panel wholesale parts truck. 
Prefer discontinued Ford parts truck in 
good condition. PEARL MOTOR CoO., 
Anna, Illinois. 


FORD DEALER WILL purchase any 
amount new 1944 Ford trucks on profit 
sharing basfs. LASKY MOTOR CAR 
CORPORATION, 90 Montrose 
Brooklyn 6, New York. 


Ave., 
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AUCTION 


BEN FISHEL AUTOMOBILE 
AUCTION COMPANY 


at 10:30 a.m. 
Every Tuesday—Rain or Shine 


Used Cars and Trucks On Hand 
At All Times 


FOR DEALERS ONLY 


WE BUY WE SWAP WE SELL 
COME BUY COME SELL 


Phones 127-128-591 
2112-14-16 Sycamore St. 
Cairo, Il. 


DEALERSHIP FOR SALE 


DEALERSHIP FOR SALE—General Mo- 
tors contract. 150 car potential, lo- 
cated in southern Michigan. Box 71 
c/o Automotive News, Detroit 2. 


500-CAR DEALERSHIP for sale, now 
handling Ford, large building, 3 year 
lease, exceptionally year round com- 
munity. Made money all during the 
war. Box 734, c/o Automotive News, 
Detroit 2. 


DEALERSHIP WANTED 


WANTED ESTABLISHED DEALERSHIP 
handling Chevrolet, Colorado or North- 
west. Box 729, c/o Automotive News, 
Detroit 2. 


WANTED—Chevrolet-Buick dealership or 
Chevrolet alone in medium sized town. 
THIS is no factory or representative 

uiring. Box 716, c/o Aytomotive 

News, Detroit 2. 


WANT LARGE DEALERSHIP, W., or 
Southwest preferred, have $300,000 
capital, whole life experience as dealer, 
will keep replies confidential. Box 733, 
c/o Automotive News, Detroit 2. 


ACCESSORIES WANTED 


WANTED—AUTOMOBILE HEATERS. Ad- 
vise quantity and types available. L. S. 
JULLIEN, INC., 1443 P St., N. W. 
WASHINGTON 5, D. C. 


BADIOS WANTED 


WANTED TO BUY Automobile Radios. 
State full particulars. L. 8. JULLIEN, 
mis | aa P. 8t., N.W., Washington, 
5, D. C. 


MISCELLANEOUS 


FLEXIBLE TUBING % inch to 5 inches 
in diameter. 
per foot. NOTTINGHAM AUTO PARTS 
oars 1606 West 25th St., Cleveland 13, 

oO. 


BOAT MOTOR, Gray SIX-103 h.p., Phan- 
tom, 6 cylinder, double carburetor boat 
motor. Motor is like new. Price $550. 
Write to Star Motor Co., Logansport, 
Indiana. 


1 


Kindly insert the following 


(ee EE A RE RE 


Dealer’s price 10 cents! 


WANT AD DEPARTMENT 


PARTS FOR SALE 


Have large stock of 1939 
through 1942 Chevrolet 
and G. M. C. truck parts 
for sale. Will consider sell- 
ing entire stock or piece- 
meal. Box 731, c/o Auto- 
motive News, Detroit 2. 


WE HAVE NEW 1942 Chevrolet parts, 
doors, trunk lids, upholstery, for Town 
Sedan, 5-passenger coupes, 
liveries, half-ton panels. 50% to 80% 
off list. Write for further complete price 
list. Curry Chevrolet, 3300 Broadway, 
New York City. 


CHEVROLET brand new front seats 1936, 
1937, 1938 and 1939—$35 each. Alls- 
house Motors, Cooperstown, Pa. 


NOTICE—We have 1942 CHEVROLET 

PARTS: Doors, Trunk Lids, Upholstery, 

and Glass. 40% to 60% off 

list. Write for free complete price list. 

Cooper-Lewis Co., Inc., 238 Broadway, 
Revere 51, Mass. 


NEW FORD express box, fits % ton and 
tonner; removed from new 1942 tonner. 
$65.00. Box 721, c/o Automotive News, 
Detroit 2. 


BOSCH HEAVY DUTY generator O1AS 
10000 B. Used, excellent condition, 
Ford. Hillsman Motor Co., 981 Schoon- 
maker Ave., Monessen, Pa. 


°*42 FORD TUDOR front seat as- 
New Ford 5”, 6”, 7%” truck 
Stamford Motors, Stamford, 


NEW 
semblies. 
wheels. 
Conn, 


HAVING DISCONTINUED FORD DEAL- 
ERSHIP sometime ago, we offer a large 
stock of Ford parts for sale at a 
sacrifice price. For information, M. 
Rosenzweig, Triangle Chevrolet, 335 
Gold 8t., Brooklyn, N. Y. 


PARTS WANTED 


RIGHT FRONT FENDER Packard 110 
sedan. John A. Alexander, Inc., 553 
No. Main 8t., Barre, Vt. 


WANTED RIGHT and LEFT DOORS, with 
or without trim, 1940 Lincoln Zephyr 
coupe. Nielsen Oldsmobile, 2201 Bailey, 
Buffalo, N. Y. 


WANTED: 2 speed Columbia Axles for 
1940 Lincoln Zephyr and 1941 Mercury, 
new or good used. CASKEY MOTOR 
COMPANY, Ford Dealers, Pittsburgh, 
Kansas. 


1937 FORD RADIATOR and GRILLE, 
new or used. Stamford Motors, Stam- 
ford, Conn. 


BURNED 1941 Cadillac. 
and frame. NANCE, 
City, Tenn. 


Need front parts 
INC., Johnson 


WANTED COMPLETE GRILLE for 1941 


Super Buick. Chambers Motor Company, 
New Castle, Penna. 


Chev. shell 
Also 1939 
Write or 

2750 West 


WANTED 1938 Master Del. 
grill and right front fender. 
OLDS. Center grill complete. 
wire collect, Keller Motors, 
Alameda, Denver, Colorado. 


word Want Advertisement, under proper heading in the next 
(1) or (3) editions of Automomve News, for which find enclosed $. 
of TEN CENTS (10¢) per word for one insertion or Twenty-five cents (25¢) per word for three inser- 
tions. Count each word, initial or group of numbers as one word. Add $1 per insertion for box No. address. 
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NEW TRUCKS FOR SALE 


1—FEDERAL Model 76 COE 
1% to 2% Ton. 


6—FEDERAL Model 16 Long 
Wheelbase, 1% to 2% Ton. 


2—FEDERAL Model 17 Long 
Wheelbase 1% to 3% Ton. 


All Tires Equipped With 8.25 x 20 
Pre-War Dual Rear Tires. 


Liberal Discount to Dealers. 


W. K. HURD PONTIAC CO. 
Pueblo, Colorado. 


EQUIPMENT FOR SALE 


NEW WRECKER TOW CRANE in original 
crate. Will fit most any type of pick-up 
or truck. Will sacrifice! Box 715, ¢/o 
Automotive News, Detroit 2. 


FOR SALE: Seven 
hydraulic hoists 
22,000 Ibs. Can 
truck. Complete all heavy duty gal- 
vanized piping, control valves, ofl stor- 
age tanks. $385.00. DRAPER CHEV- 
ROLET CO., Saginaw, Michigan. 


Globe 
like new. 


HYDRAULIC SAFETY CAR LIFT, drive- 
on type. Fine condition. Complete with 
safety fittings. Cost new $380. Take 
$195 F.O.B. Truck here. VINCENT 
J. NEU CO., Davenport, Iowa. 


EQUIPMENT WANTED 


WANTED HIGHWAY TRUCK WRECKER 
—State full particulars. Ward LaFrance 
— Division, 276 Jackson Avenue, 

ronx. 


BUY BONDS 
IT'S UP TO YOU! 


seats 51 passengers. 

tires, upholstered seats, B-K brakes. 
American Truck & Body Co., Martins- 
ville, Virginia. 


ESTABLISHMENT FOR RENT 


FOR RENT REPAIR AND BODY SHOP 
and parts department that has been 
established for over twenty years. 
good opportunity for the right man. We 
have the agency for Hudson, Packard, 
Cadillac, and G.M.C. Trucks. Will rent 
on percentage or straight rent. Phone 
or write Lapiner Motor Co., Mason 
City, Iowa. 


TRUCK EQUIPMENT 


WANTED: 1942 Chevrolet cab over engine 
cab. Automatic Shifters Co., Box 5021, 
Richmond, Virginia. 


AMERICA’S 
LARGEST STOCK 
OF USED BUSES 


FORD 21 Passenger Adult 


32 Passenger Children 


Over 200 To Choose From 
Price 40% Below Ceiling 


Linn-Baker Equipment Co. 
201 Hollis dg. 
Lansing, Michigan 


» which is figured at the rate 
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Overcoming Resistance; 
Times for Dealers? 
By Pete Wemhoff 


On Planning 

Well-planned retail sales and ad- 
vertising programs to overcome 
buying uncertainty in the imme- 
diate postwar period, is urged by 
the Committee for Economic De- 
velopment, which warns that hes- 
itation on the part of the public 
to “wait and see how things turn 
out” before buying, may bring bus- 
iness depression and serious un- 
employment, 

The CED has released two 
handbooks, designed to estimate 
postwar wholesale and retail busi- 
ness which, it is asserted, must 
be geared to an expansion of 
production and sales “at least 
one-third greater than in 1940.” 

Entitled “Handbook for Whole- 
salers” and “Handbook for Retail- 
ers,” they were prepared for the 
CED by the Assn. of Consulting 
Management Engineers. The retail 
handbook is issued in a first print- 


the Woman’s Home Companion ir 
Michigan. Husbands has been on 
the Chicago staff of the Woman’s 
Home Companion for 16 years. 

Washburne Wright will represent 
Collier’s as an addition to the pres- 
ent staff. Wright has had a num- 
ber of years’ experience in advertis- 
ing agency work, and recently has 
been connected with the Pontiac 
division. 


Miller Upped 


Jay E. Miller, sales promotion 
manager, industrial products and 
sundries division of B. F. Goodrich 
Co. since 1943, has been named 
advertising manager of the division 
in addition to his present duties, 
it is announced by H. E. Van Pet- 
ten, manager of B. F. Goodrich 
advertising. 

Miller has been with B. F. Good- 
rich since 1936 and was advertis- 
ing and sales promotion manager 
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Taxes Offset 
U.S. Subsidies, 
Upham Says 


WASHINGTON. — With the 
tion’s motorists paying more thar 
$500,000,000 a year in Feders 
highway user taxes, by no stre 
of the imagination can Federa 
highway aid be considered a Feg- 
eral subsidy, in the opinion - 
Director Charles Upham of the 
American Road Builders’ Assn 

“By the end of this year,” 
Upham, “motorists will have paid 
in a total of $5,500,000,000 in Fe 
eral highway user levies. ‘) 
have received back in the form of 
Federal highway aid, $3,391,000,0¢ 

“The road users, therefore, ha 
a ‘credit’ with the Federal govern- 
ment of considerably more th@e 
two billion dollars. Large Federa 
highway aid appropriations for 
urgently needed highway cons Ee 
tion in the postwar period will no 
be subsidies. They will be a jus 
and proper usage of funds alr 
paid in. 

“Highway construction resulting 
from Federal aid has been e . 
than self-liquidating. Highways 
that cheapen and stimulate tra 
produce earnings. No other = 
of financial assistance given state 
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. or local governments can shq 

anything like the direct cash 

turns earned by the highways. 
“When no tangible earnings 


ing run of 200,000 while 20,000] Of the sundries division until last 
copies of the wholesale handbook| year. NS - 


were ordered. The books will be W/) 


LA 


distributed through the nearly 
2,000 local units of the CED 
throughout the country. 


For Dealers? 

Ford Times, Vol. I, No. I, has 
just been issued at Dearborn for 
Ford employes throughout the 
U. S., and is expected to be sent 
to Ford dealers after the war. 

Ala Readers Digest, the Times 
contains general articles and 
photos, stories on Ford undertak- 
ings, report from Washington by 
Cliff Prevost (former Knight 
Newspapers Capitol correspond- 
ent), doings in the branches— 
and resurrected Ford jokes. Cir- 
culation now around 200,000, will 
be increased later to include 
dealers and others, it’s planned. 


Bowes Renewed 

Chrysler Corp. has _ renewed 
“Major Bowes’ Amateurs” for the 
ninth season, the program con- 
tinuing to be heard over the full 
CBS network. 

Chrysler, which launched its 
initial campaign on CBS in 1932, 
renews Bowes effective Sept. 7. 
Ruthrauff & Ryan, Inc. handles. 


Case Dismissed 


Charges under the Defense of 
Canada Regulations against Mrs. 
Margaret Austin and the Joy Oil 
Co. have been dismissed at Toron- 
to by Magistrate J. L. Pritchard. 
The charges were made in connec- 
tion with an advertisement in the 
Toronto Globe and Mail and the 
Montreal Gazette over the Joy Oil 
Co.’s name, entitled “An Appeal to 
Rt. Hon. Mackenzie King to Stop 
the Gas Black Market.” 


The charge referred to a section 
of the regulations that prohibited 
“spreading reports or making state- 
ments or utterances intended or 
likely to be prejudicial to the safe- 
ty of the state or the efficient 
prosecution of the war.” Magistrate 
Pritchard’s judgment said that 
the Crown had failed to show that 
the defendant was insincere in 
statements made in the advertise- 
ment. 

A similar charge to that on 
which Mrs. Austin was tried, was 
laid against Charles Austin at the 
close of the trial. It was adjourned 
to Sept. 6, he being allowed bail 
of $3,000 on his personal surety. 


Burton Brown 


Burton Stover Brown, 67, who 
retired in 1942 after serving more 
than 25 years as automobile adver- 
tising manager for the New York 
Sun, died July 17 of a heart ail- 
ment at his home in Glens Falls, 
N. Y. Surviving are his mother, a 
daughter, three brothers and a 
sister. 


C-C Additions 


Crowell-Collier announces an ex- 
pansion of its Michigan advertis- 
ing staff by the addition of the 
following representatives: 

Roy C. Husbands will represent 


Additions 

Richard Donaldson has been ap- 
pointed manager of the research 
department of Arthur Kudner, Inc., 
and will directly supervise the 
greatly expanded staff developed by 
its director, Dr. Franklin R. Cawl. 

At the same time Dr. Caw] an- 
nounced the addition to the execu- 
tive staff of the department two 
research experts. They are Dr. 
Edward Yordan, former member of 
the faculty of Harvard university 
and more recently an associate of 
Miller McClintock; and Robert 
Gans, formerly supervisor of field 
operations for the A. C. Nielson 
Research Co. and who later han- 
dled research for Street & Finney. 


Heads Publicity 


Burt Pharis has been named to 
the newly-created position of di- 
rector of public relations of Pharis 
Tire and Rubber Co., Newark, O., 
according to Furber Marshall, 
president. Pharis will also retain 
his duties as office manager. 


Souder Upped 


C. F. Souder jr., for several years 
associated with photographic and 
advertising production at Spicer 
Mfg. Corp., Toledo, and editor of 
the Spicer Drive Line, has been 
appointed assistant advertising 
manager of that company. 


F J Additions 
Farm Journal has augmented its 
staff of 11 full-time editors by the 
appointment of Vernon Vine, for 
the last several years with the 
Farm Credit Administration. 
Meanwhile, T. H. Cardoff, vice- 


| president in charge of the Eastern 


division of Farm Journal, an- 
nounced the appointment of Louis 
Dunlay to the New York staff of 
that publication. Dunlay was for- 
merly advertising manager of the 
Waverly Sun, Waverly, N. Y., and 
previously was with the old Lord 
& Thomas agency. 


Gundell Named 


Arthur W. Kohler, manager of 
the Saturday Evening Post, an- 
nounces the appointment of Glenn 
Gundell as advertising and promo- 
tion manager. 

Gundell worked on newspapers 
in the Middlewest as a writer and 
art director. He then went to New 
York and spent several years in 
agency work. Prior to joining the 
Post, Gundell was in charge of ad- 
vertising and sales promotion of 
the Appliance and Merchandise 
department of the General Electric 
Co. He'll hang his hat in 
Philadelphia. 


On Leave 


Howard W. Oman of the Phila- 
delphia sales staff of the United 
States News has taken a leave of 
absence and has joined the United 
States Navy as a Junior Grade 
Lieutenant. 


Jack Weed's Truckin’ will give you 
some interesting views. 
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Company Formed to Build 
New Fuel-Saving Device 


HIGHLAND PARK, Mich.—Dun- 
can Hydromised Motor Co., which 
owns patents on a “Hydro- 
Vacumatic Valves and Ignition 
Timing Mechanism” and an auto- 
matic control unit for brakes, 


clutch and _ transmission, has 


Draft Resumed 
Of Non-Essential 
Men Over 25 


WASHINGTON. — Men over 25 
who are making no contribution to 
the war effort may now be drafted, 
Draft Director Lewis B. Hershey 
announced last week. 

The new policy permits defer- 
ment of men 26 through 29 only 
if they are “necessary” in vital 
industry. Men 30 and over can only 
be exempted from induction if they 
are making a substantial contribu- 
tion to the war. 

Hershey also asked for a review 
of all 1-A’s to remove from that 
class older registrants whose jobs 
entitle them to be deferred. Some 
local boards have been tardy in 
placing these men in occupationally 
deferred classes, Hershey stated. 


Car Sales Rise 
In Little Rock 


LITTLE ROCK, Ark.—According 
to W. Link Lewis, secretary of the 
Little Rock Automobile Dealers’ 
Assn., sales of used cars have in- 
creased here during the last few 
days. 

In discussing price ceilings and 
proposed rationing of used cars, 
Lewis said dealers apparently pre- 
fer a “guarantee” price rather than 
an “as is” price. 


Gulf Plans Big Station 
In Louisville After War 


LOUISVILLE, Ky.—Gulf Refin- 
ing Co. has announced postwar 
plans for building a super service 
oil station at the Northeast corner 
of Third and Chestnut Sts., where 
a small oil station has been oper- 
ated for some years. 

The company has purchased for 
approximately $80,000, property 162 
by 110 feet, for station and parking 
lot. 


opened offices in the Murphy build- 
ing here. Officers of the new com- 
pany are: 

Herbert L. Duncan, president, 
who has been working on the de- 
vices since 1930; Clarence Boyer, 
automotive tool maker for 16 years, 
vice-president, and Henry Reich, 
for 19 years in the tool engineering 
business, business manager. 


Duncan, who offered his fuel- 
saving device to Allied nations in 
1941 (Automotive News, June 2, 
1941), claims his mechanism makes 
it possible to develop more power 
from an engine with less fuel and 
can be used in any internal com- 
bustion engine, of gasoline or diesel 
type, since it straightens out the 
torque power curve of the engine. 
Savings of up to 35 percent in fuel 
consumption are claimed for the 
device. 

The device can be built into the 
engine or can be placed on as an 
accessory on older engines, he said. 
Principal is timing the valves and 
ignition according to the speed of 
the engine. 

The device is patented in 11 
countries, Duncan said, adding that 
the new company will be an equal- 
share stockholding firm. 


New Angle 


Denver Buyer Reports 
Ceiling Subterfuge 

DENVER.—The OPA price 
panel of the OPA here reports 
only one complaint in regard to 
used cars since ceilings took 
effect. The man making the 
complaint asked: “Do I have to 
buy two used cars to get one?” 
To which the price clerk said, 
*No.” 

The story was as follows: 

The buyer went to a used-car 
lot, selected a used car and said 
he would take it. The seller 
pointed to a ramshackle ma- 
chine set aside from the others, 
as if for exhibition purposes, 
and said: “Give me $300 for 
that car, bring it back in a 
couple of days and I'll give you 
$100 for it. Then you can buy 
the car you want.” 

Thus this used-car dealer 
stood to make $200 over ceiling 
on the sale of the later-selected 
car. 


produced, then Federal appropri 
tions may be classed as subsidies. 
Highways are not in b 
category.” 


Mitchell Heads 
Mack Research 


NEW YORK.— Appointment of 
Dr. Walter M. Mitchell as direc 
of research for Mack has .be® 
announced. by L. 
Cc. Josephs, eng 
neering vice-pres- 
ident of Mack 
Trucks, Inc. 3 

Dr. Mitchell wil 
direct chemica 
metallurgic, 
electrical, me- 
chanical, Diese 
fuels, lubricar 
and other re- 
search activi 
allied to te 
truck firm’s 
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Dr. Mitchell 


products. 

While Dr. Mitchell was with BE. = 
duPont de Nemours & Co. he intro- 
duced the use of stainless steel 
the construction of plants used fo 
the production of nitric acid, which 
revolutionized the manufacture 
that chemical. 


Murray Gets 
25 Million Credit 


DETROIT. — Murray Corp. of 
America completed last weg 
negotiations with the Nation? 
Bank of Detroit for a $25,000,000 
V-T revolving credit. The cred 
which is immediately availablé, 
will be used as needed to finance 
important war orders held by 
corporation, which is primari 
engaged in the production of air- 
frame assemblies for the B- 
(Superfortress), B-17 (Flying For- 
tress), B-24 (Liberator), and P. 
(Thunderbolt). 

The Manufacturers National 
Bank, the Detroit Bank, the Man 
facturers Trust and the Guaran 
Trust, both of New York, and the 
Continental Illinois Bank & Tr 
Co., of Chicago are participating 
the credit. 


Dealers Can Use Up 


All MPR-540 Tags 
WASHINGTON. — Although 
some changes have been made 
in MPR-540 forms, dealers can 
use up any tags they have al- 
ready purchased, D. H. Smith 
machinery branch, OPA, told 
Automotive News last week. 
“Boards have been instructed 
to accept all certificates of trans- 
fer that are a duplication of 
the form contained in MPR-54( 
without change,” Smith said. 
“Certificate of warranty m 
on hand can be used by inse 
ing words ‘including any equip- 
ment named in Appendix D o 
— Price Regulation 





cinerea 
HELP WANTED 


HOLESALE PARTS REPRESENTA- 
TIVES—Permanent and post-war em- 
ployment for right persons, representing 
ccessful wholesalers of products of 
arge motor car manufacturer. Easy to 
sell, nationally advertised line, competi- 
ve prices, ready availability. Good 
jalary or commission in return for 
sincerity and ambition. Car furnished 
and expenses paid. Several interesting 
pportunities in some of the best towns 
n the United States. Parts Salesmen, 
Jobber Salesmen, Service Salesmen or 
utomotive Mechanics with selling ex- 
rience may qualify. Reply, giving de- 

ls, Box 727, c/o Automotive News, 
Detroit 2. 


WANTED: First Class Auto Trimmer, one 


who can make Sport Tops and Seat 

overs, steady work. Wire or write 
BEASLEYS TRIM SHOP, i111 E. 
Princess Anne Road, Norfolk, Va. 


AANUFACTURERS REPRESENTATIVE 
wants new lines requiring technical 
presentation. 22 years sales and engi- 
heering experience. Well established con- 
tacts in automotive industry. Box 708, 
c/o Automotive News, Detroit 2. 
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CLASSIFIED WANT AD DEPARTMENT 


WANT 


oan i 


AD DE 


NEW CARS FOR SALE 


FOR IMMEDIATE WHOLESALE: New 
Hudsons and new Nashs. Will sell any 
quantity. Bogda Nash Company, 1018 
N. Meridian Street, Indianapolis, Indiana. 


100 NEW ‘°42 CARS all type bodtes, 4 
doors, 2 doors, conv. and club coupes for 
40 Chrysler, 40 Piymouth, 10 DeSoto, 
6 Packard Clippers and 4 Dodges. 
Used 1942 . Piymouths 

DeSotos. Also 1,000 batteries 


TEN CE 


NTS PER WORI 


Cc int initials and 


AUCTION 


BEN FISHEL AUTOMOBILE 
AUCTION COMPANY 


at 10:30 a.m. 


DETROIT MICH. 


PARTS FOR SALE 


Have large stock of 1939 
through 1942 Chevrolet 


55 


NEW TRUCKS FOR SALE 


1—FEDERAL Model 76 COE 
1% to 2% Ton. 


6—FEDERAL Model 16 Long 
Wheelbase, 1% to 2% Ton. 


2—FEDERAL Model 17 Long 
Wheelbase 1% to 3% Ton. 


Liberal Discount to Dealers. 


W. K. HURD PONTIAC CO. 
Pueblo, Colorado. 


EQUIPMENT FOR SALE 


NEW WRECKER TOW CRANE in original 


crate. Will fit most any type of pick-up 
or truck. Will sacrifice! Box 715, ¢/o 
Automotive News, Detroit 2. 


Every Tuesday—Rain or Shine 


Used Cars and Trucks On Hand 
At All Times 


make cars 
ers @ $20. 
8 tubes, 


at E STREET 
1120 8. 11th 8t., Philadelphia, Pa. 
USED CARS WANTED 
SEVEN PASSENGERS, limousines, 
fives; cars must be _ clean. 


reasonable. McCLINTOCK - CADILLAC, 
Lansing, Mich. 


and G. M. C. truck parts 
for sale. Will consider sell- 
ing entire stock or piece- 
meal. Box 731, c/o Auto- 
motive News, Detroit 2. 


FOR SALE: Seven Globe 
hydraulic hoists like new. 
22,000 Ibs. Can 
truck. Complete all heavy duty gal- 
vanized piping, control valves, oll stor- 
age tanks. $385.00. DRAPER CHEV- 
ROLET CO., Saginaw, Michigan. 


PARTS MANAGER needed by central Ohio 
g ysler-Plymouth parts distributor. Ex- 
elient opportunity for high type 
experienced man. Contact Mr. Wood, 
McClure-Nesbitt Motor, 611 E. Broad, 
olumbus, Ohio. 


er es 
RTS MANAGER to take charge of 
nedium sized parts stock. Must have 
hevrolet experience. Apply by letter. 
Wolverine Chevrolet Co., Lansing, 
Michigan. 


FOR DEALERS ONLY 


WE BUY WE SWAP WE SELL 
COME BUY COME SELL 


Phones 127-128-591 
2112-14-16 Sycamore St. 


HYDRAULIC SAFETY CAR LIFT, drive- 
on type. Fine condition. Complete ca. 
‘ak 


EASE TRE STR GEE HEARST safety fittings. Cost new $380. 
$195 F.O.B. Truck here. VINCENT 


WE HAVE NEW 1942 Chevrolet parts, 
doors, trunk lids, upholstery, for Town J. NEU CO., Davenport, Iowa. 
Sedan, 5-passenger coupes, sedan de- 
liveries, half-ton panels. 50% to 80% 
off list. Write for further complete price 
list. Curry Chevrolet, 3300 Broadway, 
New York City. 


WANT ANY NUMBER of taxicabs, fleet 
cars, state cars or municipal cars. All 
makes and models. Phone or write Mr. 
J. Jones, 3820 Bethel Avenue, Indian- 


apolis, Indiana. EQUIPMENT WANTED 


WANTED BY OLD ESTABLISHED 
— Dodge and Plymouth dealer general auto- 
mobile mechanics. Plenty of work. 
Rate $1.25 per hour. Must have 
eferal from U.S.E.8. Box 728, c/o 
utomotive News, Detroit 2. 


eS 


ED A PARTNER to assume com- 

plete management in long established 
and reliable automobile business. Will 
gross $500,000 or more. Must have ex- 
perience, be capable, reliable and some 
apital. Box 730, c/o Automotive News, 
Detroit 2. : 
essence 


RTSMAN for one of the largest Chev- 
olet parts stocks in this area. Excellent 
working conditions. Top salaries for 
op men. Write, call or wire SHEARER 
HEVROLET, 7244 Manchester Avenue, 
St. Louis 17, Mo. ‘Vv. J. Koenig, Man- 
ager Parts Department. 


WANTED: FORD 114” to 122” wheelbase 
chassis with or without cabs. 1 
tail price. Lasky Motor Car Corporation, 
90 Montrose Avenue, Brooklyn 6, N. Y. 


WANTED: WRECKED or BURNT cars 
that can be rebuilt. Chevrolet, Ford, 
Plymouth, state description and price, 
within 400 miles. B. F. Curry Company, 
3300 Broadway, New York City. 


WANTED: HEAVY CONVERTIBLES. 
Must be clean and original. Write de- 
tails or phone 21545, City Motor Com- 
pany, Norfolk, Virginia. 


USED CARS FOR SALE 


1929 PIERCE, 7 passenger, 36,000 miles, 
stored since 1937, one owner, good con- 
dition. Price reasonable. Ross Bowman 
Garage, Wheeling, W. Va. 


1942 BUICK ROADMASTER CONVERTI- 
BLE COUPE. Two-tone leather uphol- 
stering, radio, heater, new tires, 20,000 
miles, green finish, mechanically perfect. 
Dave Towell, Akron, Ohio. JEfferson 
7121. Also 1941 Dodge Convertible 
Coupe. 


WANTED HIGHWAY TRUCK WRECKER 
—State full particulars. Ward LaFrance 


Tru D i. 2 J ’ 
CHEVROLET brand new front seats 1936¢,| proce, Division, 276 Jackson Avenue 
1937, 1938 and 1939—$35 each. Alls- 


en ne eee ee FS AM LE NT ATR 


BUY BONDS 
IT’S UP TO YOU! 


NOTICE—We have 1942 CHEVROLET 
PARTS: Doors, Trunk Lids, Upholstery, 
Hardware and Glass. 40% to 60% off 
list. Write for free complete price list. 
Cooper-Lewis Co., Inc., 238 Broadway, 
Revere 51, Mass. 


150 car potential, 
cated in southern Michigan. Box 712 
c/o Automotive News, Detroit 2. 


500-CAR DEALERSHIP for sale, now 
handling Ford, large building, 3 year 
lease, exceptionally year round com- 
munity. Made money all during the 
war. Box 734, c/o Automotive News, 
Detroit 2. 


NEW FORD express box, fits % ton and 
tonner; removed from new 1942 tonner. 
$65.00. Box 721, c/o Automotive News, 
Detroit 2. 


EALERSHIP WANTED 
- ” BOSCH HEAVY DUTY generator O1AS 


10000 B. Used, excellent condition, 
Ford. Hillsman Motor Co., 981 Schoon- 
maker Ave., Monessen, Pa. 


WANTED ESTABLISHED DEALERSHIP 
handling Chevrolet, Colorado or North- 
west. Box 729, c/o Automotive News, 


POSITIONS WANTED 
BUSES FOR SALE 


34 FT. PASSENGER BUS semi-traller, 
seats 51 passengers. New bus, good 
tires, upholstered seats, B-K brakes. 
American Truck & Body Co., Martins- 
ville, Virginia. 


ESTABLISHMENT FOR RENT 


FOR RENT REPAIR AND BODY 
and parts department that has _ been 
established for over twenty years. A 
good opportunity for the right man. We 
have the agency for Hudson, Packard, 


NEW '42 FORD TUDOR front seat as- 
semblies. New Ford 5”, 6”, 7” truck 
wheels. Stamford Motors, Stamford, 
Conn. 


FRED GALL of Denver 


(20 years experience In my own specialty, 
parts and service business in Denver.) 


ANTS RADIO DISTRIBUTOR- 
SHIP in ROCKY MOUNTAIN 
TERRITORY. After 4 years in war 
production jobs, am now ready to 
take on distributorship of a good 

dio line in this area. Write me 
P.O. BOX 1322, DENVER, COLO. 


passeng lack wall HAVING DISCONTINUED FORD DEAL- 
8,904 4. an pee $7,000" fon ERSHIP sometime ago, we offer a large 
$3,500. PRY MOTORS CORP., 16th and stock of Ford parts for sale at a 

AN a ae sacrifice price. For information, M. 


‘ » ep ashington, D. 
a So = . WANT LARGE DEALERSHIP, West or| Rosenzweig, Triangle Chevrolet, 335 
Southwest preferred, have $300,000] Gold St., Brooklyn, N. Y. 
Cadillac, and G.M.C. Trucks. Will rent 


capital, whole life experience as dealer, 
PARTS WANTED 
on percentage or straight rent. Phone 


will keep replies confidential. Box 733, 
c/o Automotive News, Detroit 2. 

RIGHT FRONT FENDER Packard 110 or write Lapiner Motor Co., Mason 
sedan. John A. Alexander, Inc., 553 City, Iowa. 


No. Main S8t., Barre, Vt. 
TRUCK EQUIPMENT 


WANTED: 1942 Chevrolet cab over engine 
cab. Automatic Shifters Co., Box 5021, 
Richmond, Virginia. 


1941 PACKARD ‘180’ TOWN CAR, 


1923 BUICK SEDAN, for many years in 
storage, like new, perfect. Something 
different for your floor. U. 8. 
Truck Sales, 1689 Bedford Ave., 
Brooklyn, N. Y. c 


ACCESSORIES WANTED 
OSTON DEALERS: I am desirous of TRUCKS FOR 


becoming affiliated with a dealer in 
metropolitan Boston or vicinity and will 
make a substantial investment with 

services. Can furnish A-1 references and 

have excellent contacts in area. Replies 
ponfidential. Box 719, c/o Automotive 
ews, Detroit 2. 


WANTED RIGHT and LEFT DOORS, with 
or without trim, 1940 Lincoln Zephyr 
coupe. Nielsen Oldsmobile, 2201 Bailey, 
Buffalo, N. Y. 


WANTED—AUTOMOBILE HEATERS. Ad- 
vise quantity and types available. L. S. 


JULLIEN, INC., 9 “. 
carry 4 cars. 
BROCKWAY 28 PASS. BUS 
REbuilt & Perfect. 


Fruehauf 30 Ft. Closed Trailer 
Rebuilt & Reconditioned. 


U. S. BEST TRUCK SALES 
1689 Bedford Ave. 
Brooklyn, N. Y. 


WANTED: 2 speed Columbia Axles for 
1940 Lincoln Zephyr and 1941 Mercury, 
new or good used. CASKEY MOTOR 
COMPANY, Ford Dealers, Pittsburgh, 
Kansas. 


AMERICA’S 
LARGEST STOCK 
OF USED BUSES 


FO 21 Passenger Adult 
32 Passenger Children 


Over 200 To Choose From 
Price 40% Below Ceiling 


Linn-Baker Equipment Co. 
201 Hollister Bldg. 
Lansing, Michigan 


ATION WANTED: Young, capable, 

years old, college graduate. Just 
sold successful garage, gasoline bulk 
tation and service station in western 
il town of 25,000. Would like connec- 
tion as factory representative Rocky 
Mountain West. Am coming East and 
an make appointments. Wm. C. 
Hagens, 231 East 10th St., Casper, Wyo. 


WANTED TO BUY Automobile Radios. 
State full particulars. L. 8. JULLIEN, 
Inc., 1443 P. 8t., N.W., Washington, 


5, D. C. and GRILLE, 


Stam- 


1937 FORD RADIATOR 
new or used. Stamford Motors, 
ford, Conn. 


MISCELLANEOUS 
BURNED 1941 Cadillac. 


and frame. NANCE, 
City, Tenn. 


Need front parts 
INC., Johnson 


FLEXIBLE TUBING % inch to 5 inches 
in diameter. Dealer’s price 10 cents 
per foot. NOTTINGHAM AUTO PARTS 
Sees 1606 West 25th St., Cleveland 13, 
Ohio. 


FACTURER’S REPRESENTATIVE 
years of experience in automotive 
field. Desire lines for Pacific Coast 
territory. Box 722, c/o Automotive 
ews, Detroit 2. 


WANTED COMPLETE GRILLE for 1941 
Super Buick. Chambers Motor Company, 


19 NEW PRE-WAR 1942 Ford 1% ton 
New Castle, Penna. 


trucks. Wilson Motor Co., 5320 Ballard 

Avenue, Seattle 7, Washington. 

Chev. shell 
Also 1939 
Write or 

2750 West 


WANTED 1938 Master Del. 
grill and right front fender. 
OLDS. Center grill complete. 
wire collect, Keller Motors, 
Alameda, Denver, Colorado. 


BOAT MOTOR, Gray SIX-103 h.p., Phan- 
tom, 6 cylinder, double carburetor boat 
motor. Motor is like new. Price $550. 
Write to Star Motor Co., Logansport, 
Indiana. 


“7. TRAVEL OR LOCATE anywhere in 

orld. 50 years old; 30 years sales man- 
ager and dealer cars and trucks. Will 
organize one or two states with new 
ines. Box 723, c/o Automotive News, 
Detroit 2. 


60—1933-34 Chevrolet 1% ton Panel 
Trucks excellent mechanical con- 
dition. Good rubber used by a 
National Fleet User. 109” panel 
body painted in prime. Excellent 
buy. Box 726, c/o Automotive 
News, Detroit 2. 


OT ee 


Kindly insert the following word Want Advertisement, under proper heading in the next 
(1) or (3) editions of Automomve News, for which find enclosed $ , which is figured at the rate 
of TEN CENTS (10¢) per word for one insertion or Twenty-five cents (25¢) per word for three inser- 
tions. Count each word, initial or group of numbers as one word. Add $1 per insertion for box No. address. 


RTS MANAGER — years’ experience 
Chevrolet. Prefer mid-West. Box 725, 
c/o Automotive News, Detroit 2. 
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| MANUFACTURERS’ 


REPRESENTATIVE 

Interested in your post- 
ar sales problems. Fifteen 
ears of well established 
ontacts exclusively with 


} 
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WILL BUY ANY GMC | 
TRUCKS FOB factory. Wire or | 
phone collect. GMC Truck isis eg ceicconinscticeamiaie alae 
| 
| 
! 
| 
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Dealer, Etscovitz Motor Co., 


Houlton, Maine. ee | eee 


the automobile industry 
places us in excellent posi- 
tion to produce results. 

our inquiries invited and 
eferences will be furnished 
pon request. Box 732, c/o 
Automotive News, Detroit 


2, Michigan. 


i 
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WANTED: Panel wholesale parts truck. 
Prefer discontinued Ford parts truck in 
good condition. PEARL MOTOR Co., 
Anna, Illinois. 


FORD DEALER WILL purchase any 
amount new 1944 Ford trucks on profit 
sharing basis. LASKY MOTOR CAR 
CORPORATION, 90 Ave., 
Brooklyn 6, New York. 


| 


AUTOMOTIVE NEWS, 9220 Cass Ave. Detroit, Mich. 


Montrose 





PASSENGER: ‘‘Seems natural to be riding 
in a Plymouth. Got one myself back 
home and I’m counting on it to outlast 
the war. It’s a great car.” 


TAX! DRIVER: “Ill say—and it’s more than 
a great car to me. It’s my job! Without 


a car that keeps right on going and 


doesn’t cost much to run, I’d be out of 
luck. Maybe you’ve noticed how many 
Plymouth cabs there are in every city. 
Cars really have to take it in this business 
—and Plymouths are built to stand up.” 


Back of Plymouth’s rugged endurance 
is Plymouth engineering and manufac- 
turing of a quality car. That’s why three 
million pre-war Plymouths are still on 
the highways ... while Plymouth quality 
is going into Corsair landing gears, parts 
for Helldiver wings, General Sherman 
tanks, Bofors guns, and many other 
weapons. A great dealer service organ- 
ization represents Plymouth. Handy to 
you is the expert service the best car 
needs to keep it running for the duration. 
PLYMOUTH Division of Chrysler Corporation 


YOU'LL ENJOY MAJOR BOWES THURSDAYS, CBS, 9 P.M., E.W.T. 


BUY WAR BONDS!...TO HAVE AND TO HOLD 
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